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NEW /dfetine STAINLESS STEEL 
KITCHEN TOOLS 
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May be slightly higher in Southeastern 


Polished mirror finish . . . easy to clean or sterilize. 
Solid stainless steel — lifetime quality. 

Cold forged shanks for greater strength. 

Solid composition handle with hang-up hole — will not 
burn nor chip. 

Popular priced . . . fast moving . . . sells on sight. 
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RG TURNER PANCAKE TURNER NARROW SPATULA CAKE TURNER 
Made by 


THE WASHBURN COMPANY 


WORCESTER, MASS. e ROCKFORD, ILL. 


asher, ladle and beater priced higher. 











America’s 
Ome FASTEST-SELLING 
Dehumidifier 





SHIPPING 
WEIGHT 





tHe NEW pbe-tuxe CLoset-sTYLeD 


de-moist IN METAL CASE DOES NOT 
DRIP! 


HERE’S WHY with VU-MATIC INDICATOR —+ CAN BE 


REGENERATED 
WITHOUT 


EVERYBODY WANTS ae , 
This ingenious, new, sales-attracting = REMOVING 


device shows at a glance how much , CRYSTALS 
\ 


air moisture has been absorbed— 
® S tells when De-Moist should be re- 
generated. In effect, De-Moist be- 
comes a reliable moisture-control 


@ CHECKS DAMAGE FROM instrument, designed for many years 
DAMPNESS of service. 


@ GUARDS AGAINST MILDEW 
AND RUST 


[We [Sie | Pack | Weight [list por Cove] Uist Each | 


For best discounts, order in case lots. 






@ HANGS UP WHEREVER NEEDED 


@ CAN BE USED OVER AND OVER! 





USE WHEREVER DAMPNESS OCCURS FOR NATIONALLY ADVERTISED 
closets, laundries, basements, pantries, 
or in refrigerators to reduce defrosting. wit 
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Manufacturers of EASY-AID Products: Chimney Sweep, 


G. aE COUGHLAN oo West Orange, N. J. Process 33, Easy-Aid Oven Cleaner, Easy-Aid Silver Cleaner 
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LOCKSETS 


Amikset 


Use Kwikset Locksets with complete confidence. 


The more than 16,000,000 Kwikset Locksets that have 





gone into guaranteed service since 1946 are a testimonial to the 
precision manufacturing technique that makes possible 


Kwikset’s unconditional guarantee. That is why 


THE ONLY GUARANTEE NEEDED IS 








A KWIKSET LOCKSET 
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Fruitful 
Fields for 


Files 


We are living in an age of mechanization. And it is becoming 
more and more pronounced. Keeping the equipment of farms, 
homes, shops, factories, forests, transportation, working trades 
and other activities in repair will require files in larger quan- 
tities than ever. 


Being both indispensable and ‘‘expendable’”’ (wear- 
away) tools, files constitute a replacement item that offers 
the hardware retailer a constant flow of sales. Investigation 
and study have shown that files represent a worthwhile share 
of the typical hardware store’s sales of small hand tools. 


Turnover is faster when you adapt your stock of file 
types to the type of community you serve. Your hardware 
wholesaler has a pretty good picture of your trading area 
and will be glad to help you in a model selection. 


Selecting the best brands to sell is, of course, easy. 
They’re Nicholson and Black Diamond—most widely known 
and most thoroughly proved for high quality and value. 


Cet NICHOLSON FILE CO., 29 Acorn $t., Providence 1, R. I 


U.S.A ( In Canada, Port Hope, Ont. ) 
. 
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“TJ. S.” has all a tapes to give you O-way profit! 


FRICTION, RUBBER and PLASTIC 


SECURITY® FRICTION TAPE 


For electrical and general purpose jobs. 
Your customers know it’s the strong, rub- 
bery, sticky tape that really grips and stays 
on. The fabric has unusually high tensile 
strength to handle tough jobs. Straight- 
tearing, non-ravelling. No pinholes to 
cause leaks. Rely on Security to turn over 
fast and bring profits. Available also in 
specification grade — U.S. Holdtite® — ex- 
ceeds A.S.T.M. specifications. 





nx 


, SECURITY 
FRICTION TAPE 


Unried States Rubee: Company 













SECURITY RUBBER TAPE 


For all general electrical work. This unvul- 
canized rubber splicing compound has the 
necessary physical properties: tensile strength, oe : é 
elongation, tackiness, plus the dielectric : SECURITY 
strength needed for durable splices. It is eas | ere 
sohapdin aa ath dias bedicn sald amen wae aueeee Te 
out heat or undue pressure. Available also in 3 
a specification grade—U.S. Holdtite—exceeds 
A.S.T.M. specifications, 





ROYALASTIC PLASTIC TAPE 


Does the work of both rubber and friction tape 
in many uses. Many workers and the handyman 
of the house want a tape that makes a thin splice 
and keeps wiring neat and uncluttered. Royalastic 
is the answer. Complete mechanical and elec- 
trical protection. High tensile strength and ex- 
cellent resistance to abra- 
sion and to water, oils, 
acids, alkalies and corro- 
sive chemicals. Good 
stretch...clings tightly... 
strips cleanly. 





These U.S. Tapes sell speedily and bring profits 
all year. Stock up now through your jobber. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Just Among Ourselves 


Informal Editorial Comments 


Packaging For 
Self Service 


HARDWARE AGE’S Merchandising Editor, Rudy 
Wild, recently spent several days checking into 
the experience of a mid-west dealer operating 
several self service stores. 


After several days of intensive discussion and 
study of the operation, Rudy asked the store 
owner this question: 


“What, in your opinion, is the biggest obstacle 
to effective self service operations in an average 
hardware store?” 


Without hesitation, this dealer answered, 
“Packaging.” 


To manufacturers of hardware merchandise, 
this situation represents a real challenge and an 
outstanding opportunity to improve one’s com- 
petitive position. 


Manufacturers of housewares and home main- 
tenance supplies appear to have been especially 
alert to this situation. But, by and large, a new 
approach to the problem of packaging, especially 
of smaller items, is most urgently needed. 


The hardware trade currently uses various ex- 
pressions to describe the efforts of dealers to re- 
duce selling costs by encouraging customers to 
serve themselves as much as possible. 


Among the expressions being used are: quick 
service, semi-self service and self service. 


From a practical viewpoint, it is obvious that 
the hardware trade is not going to make an over- 
night transition to mass displays and check out 
stalls. 


Instead there will most probably be a slow 
evolutionary movement during which a typical 
store will start with what might properly be 
termed quick service operation. Then, depending 
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By W. A. Phair 


upon the success of this effort, the next step will 
be to semi-self service, etc. 


In some cases, individual stores are making a 
rather drastic transition to self service without 
moving through the other phases. 


But, generally, the next few years will see 
more and more emphasis placed on the speeding 
up of customer service. 


Except to the very technically minded, the 
shadings of these various expressions will prob- 
ably be lost, and no doubt for some time the ex- 
pressions will be used interchangeably, although 
it will probably be sometime before true self 
service will be typical in the hardware trade. 


Small Items, But 
Big Selling Costs 


The bulk of the discussions of the use of self 
service techniques in the hardware trade have 
been focused on the dealer. 


Actually, however, self, service really starts 
with the manufacturer and, more specifically, 
with his packaging and his promotion. 


The hundreds of small service items that are 
handled by a hardware store pose a rather tough 
problem in self service selling. But these are 
not insurmountable problems. 


If, in the transition to self service, you were 
to drop from your stock all these small items it 
would help solve this problem. But the moment 
you do this you cease to be a hardware store and 
you strike at the very essence of the stability 
that has always marked a hardware store. 


You also cancel out an important source of 
much of your traffic-customers that come to your 
store for small service items and are thus ex- 
posed to other merchandise. 


We have seen considerable evidence of steps 
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being taken by manufacturers to package small 
items, such as electrical supplies, cabinet and 
shelf hardware, fasteners, etc., in a manner suit- 
able for self service. 


In each issue of HARDWARE AGE, the columns 
of the “To Help You Sell” feature that begins on 
page 13, contain a description of new packaging 
and new displays. Many of the advertisements 
in each issue tell of new progress in this direc- 
tion. 


But so much more needs to be done. Particu- 
larly do we need a more realistic approach to 
packaging. Too much package designing is still 
done in glass-walled offices on Madison Avenue, 
with little consideration for the practical prob- 
lems of the stores that will be expected to use the 
new designs. 


We’ve said it before, and we’ll repeat it again 
and again, that there is no substitute for getting 
out into the field and learning first hand what 
dealers can use and will use. 


We will be hearing a great deal about quick 
service and self service in the future. The profit 
squeeze is forcing all retailers to seek means of 
reducing the selling time or selling cost on each 
transaction. Self service appears to be one 
means of tackling this. 


So, for the average manufacturer, any time 
or money spent in developing packaging that will 
encourage self selection will be money well spent 
and insurance for the future. 


Personal Selling ! 
Is Still Important 


One of the great dangers inherent in general 
discussions of self service is that some folks get 
the idea that it is a substitute for personal sell- 
ing. 


Nothing could be more wrong, especially where 
hardware stores are concerned. 


Self service is a supplement to personal sell- 
ing; it is another selling tool; it speeds up shop- 
ping; it aids in reducing the cost per transac- 
tion. But it does not eliminate the need for good 
salespeople. 


There are many, many items in a hardware 
store that will always require personal selling. 


Just Among Ourselves: 


informal editorial comments 


No Guarantee 
Of Profits 


Another fallacy that many self service discus- 
sions seem to foster is that the use of self service 
techniques automatically assures one of a profit- 
able operation. 


Nothing could be further from the truth. 


The chief exponents of self service have been 
the food supermarkets. Now, if self service is 
so profitable, we would expect that the super- 
markets would be very profitable operations. 


Do you know what their profits on net sales 
are? In 1950 it was 3 pct and in 1951 it was 2.4 
pet. 


It cannot be truthfully said that the concept 
of quick selling is new to the hardware trade. 
Over the recent years we have seen many steps 
taken in this direction. 


One example is the growth in the use of “bars” 
to sell related merchandise. 


It is significant that the idea of these bars is 
not simply a special fixture for handling a certain 
type of merchandise. 


Behind each bar you'll find elements of stock 
control, modern pricing methods and skillful 
handling of related items. 


But here again, it is the personal angle that 
marks the difference between success and fail- 
ure. Just as the installation of a bar or rack will 
not guarantee greater profits of itself, neither 
will self service. 


Another point frequently overlooked is that 
true self service requires a larger investment in 
inventory, an important consideration for many 
stores these days. 


When you weigh all these factors, you can see 
why we feel that the whole question of self ser- 
vice deserves your very careful study and the 
exercise of caution before diving into it. 


But, in the meantime, do not slack up a single 
bit in your sales training or in your plans for 
better stock control. 


No matter what the future may bring, you’ll 
still have need of these two vital elements. For 
despite everything else, the hardware dealer’s 
greatest asset is the role he plays as technical 
adviser to the community. 
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LOCKWOOD'S New ‘C’ Seniss... 


Altractive ... Efficient ...Complete Line 


Combination jig and boring tool 














Functional styling keynotes the beauty of Lockwood’s new ‘C’ 
Series. The one-piece, hydraulically formed knobs reflect quality 
and durability. 


SMOOTH PERFORMANCE ASSURED ... all parts are made of solid 
brass or steel, engineered in a design that has been field-tested and 
proved under the most severe conditions. Cylinder locks have full- 
size, solid brass 5-pin cylinders and can be securely master-keyed. 
The series includes functions for all doors. 


REVOLUTIONARY NEW JIG AND BORING TOOL 
CUTS INSTALLATION COSTS 
e Reduces boring time as much as 75% below previous hand methods. 














e Guarantees smooth holes in perfect alignment. 
e Ensures rapid assembly of lock to door without rasping or whittling. 


e All Lockwood ‘C’ Series sets are ready for installation on right or 
left-hand doors without any mechanical change. 


Distributed through leading jobbers 








LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Mass. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


White House Foreign Trade 
Program Meeting Opposition 


The Administration’s foreign trade legislation is 
having hard going on Capitol Hill. The White House 
wants a one year renewal of its reciprocal trade pro- 
gram; also enactment of the Jenkins Bill for “simpli- 
fying” customs procedure. 

The Jenkins Bill is having the roughest time. Ad- 
ministration spokesmen say it won’t affect the basic 
tariff structure, or hurt domestic industry. But re- 
tailers, and manufacturers alike, are dubious. 

The Bill proposes to end special markings, and to 
increase the total value of articles which may be im- 
ported free of duty from the present $1.00 ceiling to 
$3.00. The Commerce and Treasury Departments are 
the bill’s biggest boosters. 

Spokesmen for retailing are opposing any hike in 
the $1.00 ceiling. They fear it would be hanging out 
a welcome sign for the creation of many new foreign 
mail order houses. 

Manufacturers of toys, pottery, glassware, rubber 
items, and numerous other articles, fear they can’t 
compete with low cost foreign goods if entry is made 
easier. 


OUTLOOK—There is some chance that the 
reciprocal trade law might die—but only tem- 
porarily, pending overall study of foreign, 
trade. The strategy of the Jenkins Bill oppo- 
nents is to delay action. 





. 


House May Bar 90-Day Emergency 
Freeze Period Offered by Senate 


Materials decontrol orders last week were rolling 
from the expiring NPA on an assembly line basis. 

Included were materials for the manufacture of 
stoves, refrigerators, lawnmowers, appliances, and 
other hard goods. 

Meanwhile the House Banking Committee planned 
to end hearings on a new Defense Production Act and 
standby controls, and to go into executive session to 
work out a version suitable to the House. 

As passed by the Senate, standby wage-price-credit 
control authority would be strictly limited to use on 
only declaration of war by Congress, or on specific 


10 


recommendation by Congress. Credit control could 
be imposed only with price-wage control. 

Mobilization officials, assumed to speak for the Ad- 
ministration, say the 90-day freeze provision wouldn’t 
work as set up. Their reason: The President is spe- 
cifically barred from making exemptions or adjust- 
ments; they say he would have to go to Congress in 
any event. 


OUTLOOK—No hitch is seen in agreeing 

to a one year extension of a modified Defense 

® Production Act. But talk has it that the 

House may first throw out the 90-day price- 
wage-credit freeze provision entirely. 


Population Shifts Opening 
New Markets for Durables 


The population swing to suburban and rural areas 
is creating an attractive market for kitchen and 
laundry equipment, plumbing supplies, and similar 
durable items. . 

In the past decade, residents of areas outside of 
U. S. towns and cities have increased at 24% times 
the rate for the total population. Many city families, 
anxious to try country living, are buying and restor- 
ing farmhouses as an alternative to building new 
dwellings. 

Federal figures show 214 million farmhouses have 
no kitchen sinks, 4% million have no bathtubs or 
showers. 

As the modernization urge grows, opportunities are 
opening up for sales of interior equipment, and lawn- 
mowers, garden hose, and portable grills for outdoor 
activity. 

Some economists say the consumer is too willing 
to go into debt for these and other durable goods. 
They point to a total consumer credit outstanding— 
$25.7 billion now, as opposed to $8.8 billion in 1941. 
In the same years, though, disposable income has 
climbed from $92 billion to $245 biliion. 


OUTLOOK—The amount of consumer in- 
debtedness is less serious than alarmists pic- 
® ture it. While disposable income remains 
high, sales of most consumer merchandise 
should be good. 
(Continued on page 94) 
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Did You Know That. — 


The name McKINNEY has signified high quality builders’ hardware since 1865? 
Builders have complete confidence in MCKINNEY Hardware because they 
realize that it is more economical and satisfactory to install hardware free from 
maintenance for the life of the building? 
' In many of our finest and largest buildings in every city, you’ll find McKINNEY 
Hardware installed throughout? 







and Bearing Hinges in all 





standard sizes and finishes; Strap Hinges, ee) ee Hinges 





Hasps | in all standard sizes .. . McKINNEY also makes a full line of top 


* 
quality SHELF HARDWARE including Foot and Chain Bolts; TF D Cane Bolts; | 


Thumb latchon™ & Extra Heavy Latches; Door Handles; 


Sash Lifts; a+) Shelf Brackets; Corner Irons; “T" Plates; 






For profit’s sake— 

“To be sure, you couldn’t 
make a better choice than 
McKINNEY Hardware.” 
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Folding Picnic Table 


For picnics, beaches and lawn, 
this folding table is made of water- 
repellent 200-test corrugated board 
with woodgrain finish. It meas- 
ures 13x26 in. folded and is carried 
flat in an envelope. Weighing 17 
oz., it can be set up quickly and 
easily. Plastic-coated table-top 
measures 20x27 in. when open and 
accommodates four people. It is 12 





in. high; requires no chairs. Table 
holds 25 lb. Retail, 98¢. Pic-Snac 
Div., Photo Move, Inc. 


For more data circle No. 1 on postcard, p. 103 


Kitchen Clock Ensemble 


Boudoir and_ kitchen electric 
clock ensemble features two new 
clocks in one gift package. Gar- 
land, a luminous boudoir alarm, has 
see-deep crystal, quilted white 
background and raised gold gar- 
lands on either side of gold-colored 
dial, luminous hands and minute 
markers, dark-brown numerals and 
Tru-Bel alarm. The Saucer, kitchen 
clock, hugs wall and comes in coral- 
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red, maize-yellow or teal-blue dial. 
It has contrasting color hands, Day- 
Glo red sweep second hand. Both 
clocks retail for $12.49, plus tax. 


Sessions Clock Co. 
For more data circle No. 2 on postcard, p. 103 


Grinder-Hone 


No. 2400 combination Grinder- 
Hone puts an edge on almost any 
tool or implement. Grinder turns 
3,000 rpm, oilstone speed is reduced 
to 100 rpm by worm and worm 
gear, when sharpening. By adding 
brush or buffing wheel, machine 
cleans and polishes. Drum sander 





INFORMATION ON NEW PRODUCTS AND SERVICES 





can also be attached. Unit has 
gray-iron base; grinder spindle 
turns on _ sealed-for-life shielded 
ball bearings; hone spindle turns 
in bearing in base and in 1% in. 
heavy-duty Oilite bearing in bear- 
ing plate; worm gear is wear-re- 
sistant cast iron; worm is steel. 
Atlas Press Co. 


For more data circle No. 3 on postcard, p. 103 


Picnic Box 

Artik-Pak picnic box is light- 
weight and practical, designed to 
hold a picnic lunch for from four to 





six people, along with cold bever- 
ages, all of which is kept refrig- 
erated for hours. No chemicals in- 
volved, insulated box uses special 
ice-bag and ice-cubes or crushed ice 
from any refrigerator. Three ice- 
bags come with each unit, which is 
sold broken down and can be as- 
sembled quickly and easily from in- 
structions. Made of sturdy 275 lb 
self-insulative corrugated board, it 
comes in blue and green and retails 
for $1 per unit. Acme Associates, 


Inc. 
For more data circle No. 4 on postcard, p. 103 
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Want more information on these 


p 


roducts? Then use free post 


card on Page 103. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 


Utility Stool 


Household utility stool, 1014 in. 
high, is designed for seating as 
well as step-on uses. Weighing 
41% lb., it has colored steel plat- 
form topped by black rubber. 
Colors are yellow, red, green, white, 
black, blue or gray. Tubular, stain- 
less steel legs are capped with rub- 
ber feet. Occupying 1 sq. ft. of 
floor space, it is easy to store when 





Retails for $3.95; 
Buckley 


not in use. 
slightly higher in West. 
Mfg. Co. 


For more data circle No. 5 on postcard, p. 103 


Insect-Killing Bulb 


New insect-killing vaporizing 
electric light bulb operates on any 
electric current, in any position, 
and uses chemical pellets four times 
as powerful as DDT and consider- 
ably safer. Called Champ, it comes 
with two 12-pellet packages, a 60- 
day supply. Bulb fits into any 
socket and is designed to burn more 
than 8,000 hours. Two pellets can 
insect-proof an average size room 
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for two weeks to a month. Unit 
retails for $2.98; additional pack- 
age of pellets, 49¢. Bulb is guaran- 


teed for life. Insect Controls, Inc. 
For more data circle No. 6 on postcard, p. 103 


Outdoor Broom 


Designed to sweep all rough out- 
door surfaces, such as courts, pa- 
tios, driveways and sidewalks, this 
Oxco Ranch House broom is made 
of tough, durable palmyra fibre and 





white tampico. Brush-head comes 

in sandy yellow finish; handle is red 

lacquered, with metal tip on thread- 
(Continued on page 102) 





TO HELP YOU 


SELL 


SR. BEBE C A” 
AND OTHER DEALER 
SALES Kea 











Dairy Pail Promotion 
Cream City Miniature Dairy Pail 

has a new, three-color, self-selling 

label which suggests and illustrates 





= paint Patt 
orcs 
o sane pal 






different uses of pail, such as nov- 
elty planter, paint pail, ice bucket, 
etc. Pail is exact 5 in. high minia- 
ture of the full-sized Cream City 
dairy pail; has a special bright tin- 
plate finish, riveted ears, double 
seamed bottom, deep bottom rim 
and a heavy wire bail. Suggested 
retail, 39¢. Geuder, Paeschke & 
Frey Co. 


For more data circle No. 7 on postcard, p. 103 


Floor Tile Displays 
Four colorful display cards, each 
814x12 in., are designed to trans- 
form KenFlex tile cartons into sell- 
(Continued on page 121) 
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Retail Sales Remain 
Strong; Prices Show 
Slight Easing Off 

Despite the slow start early this 
year, retail sales have continued 
to show strength and are holding 
at good levels, and while the usual 
summer slackening is likely, econ- 
omists generally feel that all fac- 
tors justify optimism for the bal- 
ance of the year. 

However, the credit situation is 
still cause for serious study, al- 
though considerable controversy 
exists over the significance of the 
present large credit outstanding. 

The consensus, nevertheless, 
seems to be that when weighed 
against current national income, 
credit debts are not dangerous, 
but deserve close watching. 

Despite the further increase in 
labor wage rates in recent con- 
tract signings, prices in hard lines 
continue to move sidewise, with a 
slight easing tendency. The intro- 
duction of lower end lines as pro- 
motion items appears to be grow- 
ing. 

Inventories in general, while 
high, are showing a tendency to 
decline. Meanwhile, this effort to 
reduce inventories is being re- 
flected at both the wholesale and 
retail levels by reducing buying. 

But more and more, difficulties 
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> Retail Sales Show Improvement 


> Inventories Remain Steady 


> Fair Trade May Knock Out Club Plans 


with stock shortages, leading to 
outs and walk-aways at the retail 
level, are cropping up. This may 
force a more liberal buying policy 
in the near future. 


Retail Sales Improve 


Retail stores reported $14,300,- 
000,000 in sales for April, 7 pct 
better than a year ago, the Com- 
merce Department reports. De- 
partment store figures noted sea- 
sonally adjusted sales of durable 
goods stores at $5,200,000,000 in 
April, compared with $4,500,000,000 
a year earlier. 


Business Inventories 
Stable So Far in 1953 


Business inventories were rela- 
tively stable in the first few 
months of 1953, following a rapid 
expansion during the final quarter 
of 1952, reports the Department 
of Commerce. 

Total stocks held by manufac- 
turers, wholesalers and retailers, 
at a book value of $75 billion, are 
generally balanced and roughly in 
line with current sales. Present 
inventory-sales balance can be 
maintained as long as sales con- 
tinue at the current high rate. 


Club Plan Sales Conflict with Fair Trade 
Prices, Court Says; Close-Out Sales Stopped 


The likelihood that Fair Trade 
manufacturers may find it neces- 
sary to discontinue selling “Club 
Plan” organizations in order to- 
protect their Fair Trade prices, 
was seen as a possible outcome of 
a recent court decision in the East. 

In another recent court decision, 
a store that had not signed a Fair 
Trade contract was _ prohibited 
from selling Fair Trade items at 
below legal prices under the 
“close-out” clause of the Fair 
Trade laws. 

The Club Plan situation arose 
from a court case that involved a 


Fair Trade manufacturer that 
asked the court to prevent a store 
from selling its appliances at below 
Fair Trade prices. 

The store, in its defense, pointed 
out that the manufacturer was sell- 
ing to Club Plan organizations. 
These organizations in turn sold 
the merchandise to members, or 
consumers, at less than the Fair 
Trade level. The court accepted 
this defense and refused to issue 
an injunction against the store. 

Fair Trade authorities feel that 
this decision may mean that any 


(Continued on page 160) 
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You won’t make satisfied customers 
by keeping them waiting, while you 
fumble through stock drawers to find 
the fasteners they want. 

To meet competition today, a store 
must be attractive, with merchandise 
arranged so customers can order 
quickly and conveniently. Satisfy 
them with neatly-stocked shelves of 
RB&W “upside-down” packages! 

Then you can’t miss finding exactly 
the RB&W fastener customers want. 
There’s one product to a box, labeled 
in big black type, with the product 
pictured. Such good fastener service 
will help bring customers to you for 


a: FA 


THE OMPLETE 





LITY LINE 
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Put a PROFITABLE END to this 
“cracker barrel” selling of fasteners 


all their hardware needs. 

When you open an RB&W package 
to fill an order, the clever “upside- 
down” feature comes in mighty handy. 
You can’t spill a single RB&w bolt, nut, 
screw or rivet .. . the label’s upside- 
down so the cover will be always un- 
derneath and the bottom won’t drop 
out. These boxes take constant open- 
ing and closing without bending or 
breaking. 

Stock and feature the complete 
quality line of RB&W bolts, nuts, 
screws and rivets... great hardware 
staples that are always in demand, 
never out of style, sure to build traffic. 


> 











108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices at: 
Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. 


Available at Leading Wholesale Hardware Distributors from Coast to Coast 
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MULTISPRAY AT WORK — another profit mak- 
ing product made of B. F. Goodrich Koroseal. 
Ideal companion item for your regular Koro- 
seal garden hose . . . each will help you sell the 
other. Your customers will snap up MULTI- 
SPRAY because it (1) solves many sprinkling 
problems (2) weighs less and costs less than 
other sprinkler hose (3) is made of Koroseal 
flexible material. 


q AT NO EXTRA COST you get 12” x 16” full- 
color counter or window display card in every 
carton of MULTISPRAY. Card has space to 
display actual product, gives product details, 
price. MULTISPRAY sells itself! 
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announces— 


1Y | hose made of KOROSEAL 





NOW —new kind of hose more and mote 
people want—made of Koroseal, 
material move people know and prefer! 


New B. F. Goodrich MULTISPRAY is a “sprink- 
ler” hose—puts water exactly where wanted as 
heavy, soaking spray, gentle drizzle or with slow, 
seeping action. 

MULTISPRAY connects to any standard gar- 
den hose, sprinkles through hundreds of tiny pin 
holes. User adjusts flow of water to get any de- 
sired effect and puts water exactly where he wants 
it: along narrow strips, around flower beds, in 
circles and irregular shapes. 

MULTISPRAY has a rust-proof dirt filter; 
weighs less than one pound, retails at only $3.95 
for a 50-foot length—plus all the advantages of 
Koroseal flexible material. Koroseal won't rot, 
chip, crack or peel. 


More people know, prefer Koroseal 


The popularity of regular Koroseal garden hose is 
proof of your customers’ preference. And adver- 
tising is the reason more people know Koroseal. 
Koroseal advertising is appearing this year on 
the Burns & Allen network television show and 
in leading consumer magazines including LIFE, 
POST, BETTER HOMES & GARDENS and 
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GOOD HOUSEKEEPING—advertising that 
reaches over 60 million consumers, many of them 


your prospects and customers right in your market! 
MULTISPRAY on big time TV 
MULTISPRAY will b 
ve on { GEORGE BURNS and \ 


advertised this spring on 
the popular George 
Burns and Gracie Allen 
show. This CBS network 
television can reach over 


half the U.S. population! 





\ GRACIE ALLEN SHOW / 














Koroseal—T. M., Reg. U. 8. Pat. Off, 


Write: Dept. H-1, The B. F. Goodrich Co., 
Akron, Ohio. 
Please send me complete details on new 
MULTISPRAY hose. 


Name a 





Address___ a ieee 


City___ 


——------------—---- 5 


a 














New ironing table makes 


room for their knees ! 











These AidJid favorites are 
top money-makers . . . include 
them in economical mixed-car lots 


Ridjid LADDERS 


You can sell more Rid-Jid 
Stepladders and Exten- 
sion Ladders because 
they are famous for 
superior quality, re- 
liability, handsome 
finish and eye-appeal. 





Ridiid cromes 
RACKS 


You always make money 
with Rid-Jid Clothes 
Racks. Their famous name 
assures a steady demand. 

Keep inventory down 
and save on shipping costs 
by ordering all these items 
in mixed-car lots. 
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Women buy the new Knee Room 
because it makes ironing Comfortable 


America’s first table designed for comfortable sit-down ironing was 
a sensation at the January housewares show. Now it’s making 
sales history. Check these features and you’ll see why: 
@ ROOM FOR KNEES means no more bending, stretching, twisting—women sit 
into table, iron right over their laps. 
® 1 ry ta ironing, sitting or standing—10 fingertip height adjustments, 
4” to 36”. 
@ OUTSTANDING EYE-APPEAL—gleaming chrome legs and sunshine yellow 
baked enamel top make it America’s most beautiful ironing table. 
@ OPEN-MESH TOP, a patented Rid-Jid feature, lets moisture vanish through 
table top for faster, cooler, easier ironing. 
Call your jobber, or write the factory now for information on 
Rid-Jid Knee Room, other steel and wood ironing tables, ladders, 
extension ladders and clothes racks. 


% : & 


FAMOUS 
NAME 
P IN AMERICAN 
HOUSEWARES 





Kite om 


ADJUSTABLE ALL-STEEL IRONING TABLE 
THE J. R. CLARK COMPANY 
SPRING PARK, MINNESOTA 
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NO.PS9 DISPLAY 
ASSORTMENT 


Contents: 


Retail Each 





2 prs. CB 5 black handles 


DEALERS’ COST 


(wiss 
FREE window 
DISPLAY PACKED 


IN EVERY CARTON 





< Neu Gumsor 


pli NkKI WR 


all 
1 2 Oe OT me 


nickel plated blades......... $4.25 

1 pr. CC 5 fully chrome 

Ne oe ee 4.75 
TOTAL RETAIL VALUE $13.25 


$8.83 
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This handsome 4-color display will 


help dramatize and sell the 








SIZE: 7%" x 5-15/16” x 11/16” 
WEIGHT: 14 OZ. 


If you display them, you will sell these new Junior Pinking 
Shears by Wiss—only 51/2” long, yet with all the cutting power 
of the larger sizes. ; 

Most women who see these new shears want them because 
of their attractive, convenient size, their lightness and ease of 
use, their low price. In addition, they are equally suitable for 
right- or left-hand operation. 

These new JUNIOR PINKERS are ideal for schools, scout and 
club projects. Their size makes them specially suitable for 
decorative cut-outs and pinked fashion finishes. 

Watch the Wiss advertising campaign which emphasizes 
scores of fascinating new uses for Pinking Shears designed to 
make them best sellers in your store—new ideas in collars, 
toys, appliques, accessories—fun and fashion ideas that make 
Pinking Shears indispensable home equipment. Wiss Pinking 
Shears are easiest to sell because they are preferred for their 


extra cutting prowess and their reliability. 


J. WISS & SONS CO. + NEWARK 7,N.J., U.S.A. 


Manufacturers of Shears, Scissors, Metal-Cutting Snips,Garden Shears 
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DRAINBOARD 
MATS 
1103 Size: 16 x 23” 


1104 Size: 16 x 17” 
1106 Size: 16 x 14” 












Colors: Red, white, 
marbleized black, 
blue, yellow, green 







SINK 
DIVIDER MAT 













Colors: Red, white, 
marbleized black, 
blue, yellow, green 












TWIN SINK 
DISH DRAINER 


6008 Size: 12 '%x14'%x 5” 





Colors: Red, white, bive, 
yellow, green 





















PLATE 
STORAGE 
RACKS 
6201 Size: 6x 11%” 
6202 Size: 6 x 201%” 


Colors: Red, white, 
yellow 





BATH MATS 


7010 Size: 14 x 26” 
7011 Size: 16 2 x 281A” 
7022 Size: 18 x 30” 


Colors: White, light bive, 
peach, dubonnet, yellow, 
light green 





1221 Size: 10%2x 14" SK 
~~ 









DRAINBOARD 
TRAYS 


(for short drainboards) 
1171 Size: 20 x 15'A” 
(standard drainboards) 
1172 Size: 18% x 22 


(for standard drainboards) 


1173 Size: 21 x 24” 


(extra large for standard 


drainboards) 


Colors: Red, white, 
black, blue, yellow, 
green 


STOVE TOP 
MATS 
1302 Size: 11'A x 18” 
1370 Size: 16 x 20” 


Colors: Red, marble- 
ized black, blue, 
yellow, green 


DELUXE 
DISH DRAINER 


6032 Size: 13 x 17 x 4 


Drainer colors: Red, white, 


blue, yellow, green 


Drainer has special 
glassware holders and 


detachable silverware cup 


SHELF-KUSHIONS 


Wall Cabinet Kushion 
1611 Size: 11% x 24” 
1614 Size: 11% x 30” 
1617 Size: 11% x 36” 


Base Cabinet Kushion 
1627 Size: 22 x 36” 


Colors: Red, marble- 
ized black, blue, 
yellow, green 


TOILET TOP TRAY 
7201 Size: 6 '2x19 4" 


Colors: White, light 
blue, peach, dubonnet, 
yellow, light green 


1170 Size: 15a x 15'/2"” 









SINK LINER 
MATS 
1211 Size: 10 x 12” 


1212 Size: 12 x 14” 
1213 Size: 13 x 16” 














Colors: Red, white, 
marbleized black, 
blue, yellow, green 











FLOOR MATS 


1406 Size: 18 x 32” 
1416 Size: 18 x 34” 





















Colors: Red, marble- 
ized black, blue, 
green, brown 









DELUXE 
DISH DRAINER 


6072 Size: 17 %x14'%2x6’ 














"”"" 







yellow, green 









PLATE 
AND BOWL 
SCRAPERS 


1901—Plain Handle 
1903—Colored Plastic 
Handle 
1904—Colored Plastic 
Handle 


Handle Colors: Red, 
white, yellow 


REVERSIBLE 
SOAP DISH 


2270—Deluxe Revers 
ible Soap Dish 


Colors: Red, white, 
marbleized black, 
blue, yellow, green, 
light blue, peach, 
dubonnet, light green 


Colors: Red, white, blue, (\\ 





\: 





















































SIN 
170 


Cok 
blue 





6402 Size: 4 
6403 Size: 7 


Color: White 


= 





PET FEEI 


2501 Colo 





TA 
PROTEC’ 


2601 Cok 





SINK STRAINER 
1702 (heavy, large) 





Colors: Red, black, 
blue, yellow, green 













DUST PAN 
2001—All Rubber 


















Colors: Red, black, 
blue, yellow, green 











Rubbermadé a real money-maker! 





Stores all over the country report that Rubbermaid is one of the 5 
top dollar-producing lines in the whole housewares field! Why? Because 


women want Rubbermaid. They see it advertised in full-color, large-space 
ads in all their favorite magazines. Rubbermaid sells them on its time- 
saving, work-saving convenience and smart, permanent colors in over 70 
million national ads this year. They see it in use in their friends’ homes. 
They're already pre-sold. All you do is make sure they see it in your store 


ee 


meee — rae Rubbermad 
has buy-agpeall” 


Colorful Rubbermaid displays 
in your windows and on front 
counters turn “just lookers’’ into 
good customers. Let the women in 





sales and profits! .@iteeescmenm 






EGG BASKETS 


6402 Size: 4% x 13% x 3%” 
6403 Size: 72x 13% x 3%” 


) Color: White 









PET FEEDING DISH 
2501 Colors: Red, green 





PROTECTOR PAD 
2601 Color: Red 

















Rubbermaid's reputation and qual- 
ity will do the rest. 


y <—_ <= & 


Lut Rubbermaid to work tn your store! 


Here's all you do to get your share of this tremendous Rubbermaid business: 


e Stock the complete Rubbermaid line —all items, sizes, colors. 


Display the complete line in busy traffic locations 
where customers can see it. 


Promote Rubbermaid in your own local advertising, ! 
timing it to tie-in with Rubbermaid's powerful 
national magazine advertising program. 








2 ta 
¢ Reorder often enough to keep your a KEM CO eid Oro. 7 
Rubbermaid stocks complete. ‘ A | 
_- =| | 






NOW! Your store can have 


a complete 


with this attractive, 
compact, sales-tested 
Rubbermaid Display Fixture. 


Aatbewmuati ‘te HOUSEWARI a 
® 


< . 
> Guaranteed by * 
Good Housekeeping 
£0674, at 






The original . . . complete . . . nationally-advertised line of rubber housewares 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 




















XN 
~ 


‘§co on CH Collophane Taps | 





STICKS TIGHTER ! UNROLLS EASIER! )( Resists BREAKING ! 


Thanks to exclusive new back- 
sizing, this new tape comes off the 
roll twice as easily! 


Tougher, more pliable construction 
means a tape that does a perfect 
job without splitting or breaking! 


New high-tackadhesive takes a good 
firm grip... holds tighter than ever! 











3 OUT OF 4 Shoppers prefer 


cellophane tape-sealed purchases! ye S ¢ oT a ¢ vy 


It’s a fact! A recent survey of hundreds of shop- BRAND 
pers revealed that 3 out of 4 prefer cellophane 

tape to any other sealing method! Cellophane 
See your jobber today fc> a supply of ‘‘Scotch” 

cellophane tape...it speeds all kinds of sealing, Ta pe 
holding, mending jobs throughout your store! : 


The term “Scotch” and the plaid design are registered trademarks for the more than 200 pressure-sensitive adhesive tapes made in U.S.A. by Minnesota 
Mining & Mfg. Co., St. Paul 6, Minn.—also makers of “Scotch Sound Recording Tape, “Underseal” Rubberized Coating, “Scotchlite” Reflective Sheeting, 
“Safety- Walk” Non-slip Surfacing, “3M" Abrasives, “3M" Adhesives. General Export: 122 E. 42nd St., New York 17,N. Y. In Canada: London, Ont., Can. 
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Now... 
here's 
the 
Can Opener 
you asked for! 


5S RRO ENE Or. 





SwinG-A'WAY 
Automatic ~ 
CABINET Can . ae 


Here’s the revolutionary, new Can Opener 
you helped design. Over a span of years, we 
found the features women want 

most in a Can Opener. Now — for the 

first time ... here they are. 


@ CABINET STYLING 
all working parts are concealed in smart 
plastic cabinet 
@ IT’S AUTOMATIC 
single-action locks the can and removes the lid 
@ MOUNT IT ANYWHERE 
on tile, metal or wood — with screws or 
permanent adhesive 


@ DECORATOR COLORS 
choice of red, white or yellow to blend 


7) .7— with color scheme 
| ga, 








Retail $5.95 
with magnetic “Lid-Lifter” $6.95 
Other models from $2.49 


5 YEAR GUARANTEE 
















SWING-A-WAY Sant a Cao. 


4100 BECK AVENUE = ST LOUIS 16 
4 r 










td 















Reprint from BETTER HOMES and GARDENS 


JUNE ISSUE 


JUNE ISSUE 









TV and RADIO 


TIE IN—CASH IN 


When homemakers read about the Can Opener they 
asked for—they won’t be satisfied with anything less. 


Why not sign your store name to this powerful na- 
tional advertising with tie-in ads and merchandising 
of your own? Your SWING-A-WAY distributor has 


colorful displays, window decals, mats — everything 


you need—to guarantee extra sales and profits. 





SWING-A-WAY | MFG. CO. 


4100 Beck nen ~ St. oe s 16, “Missouri 
Port Credit, 





In Canada: Fox Agencies itd., Ontarie 




























Defender 


A new, moderately-priced 








cylindrical lock 
for today’s buildings! 


IT’S THE BIGGEST 
HARDWARE NEWS OF 1953! 


*Completely new ball bearing operation 
*Easy, fool-proof installation 
*New beauty of design and finish 


The Corbin Defender is a major advancement 
in its class. In its design and construction .. . 
in its exclusive features, you will immediately 
recognize superb engineering and superior 
materials. Yet it is moderately priced. You 
can specify the Corbin Defender with the ut- 
most confidence ... for light commercial and 
residential installations where both trouble- 
free service and economy are required. 











ae e ball-bearir 


P. & F. CORBIN Division 


The American Hardware Corporation 
New Britain, Connecticut. U.S.A. 


Featured in READER'S DIGEST ( October 1951) 


ant Op Nitm o> 

Ss Gearadtoed by 

Housekeeping 
<P AdveaTistD aw 





with SNAP-in SWIVEL WASHERS & FAUCET SEATS “Readers 











U. S. PAT. No. 2,443,012 must sen 
‘ getting b 
for a lasting “do-it-yourself repair” every on 
This attr: 
Mr. Dealer, the new management of Snap Country 
. : hold Mag 
Products Corporation brings you a complete popular { 
new sales and advertising package! New display and rural 
material—new packaging—new national 
advertising in Popular Science, Popular Mechanics, 
Good Housekeeping, your local newspapers, 
plus Institutions and Industrial Maintenance. 
Snap-in Swivel Washers and Faucet Seats hee 
: ; rai 
last 10 to 20 times longer than ordinary bibb im 
New Packaging washers—economical—easy to install; stainless a 
Attractive counter display— shows steel and corrosion resistant metal parts- Thi 
the product installed as used. molded neoprene washer disc. a 
New Pliofilm Envelopes New Recognition New National Advertising 
New Pliofilm Envelopes Snap-in swivel washers and With a complete schedule 
allow instant identification faucet seats carry the for local newspapers and 
and selection of washers Good Housekeeping Guar- national magazines. 
or seats. anty Seal. 
ai 
3615 South Jasper Place Chicago 9, Illinois 
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"Russ, send us more real prospects = 
and fewer coupons!" 


So, Russ Lewis says... 
FAIRBANKS-MORSE 






s , > : 

O$eg 5. , » Chi inely interested in buying a water system usually are 
a 23, ca 

every one a bona fide lead!” pants Mong Coins, g nes ti ! 


cretid, ang jarte water ,82d m i the only ones who will take time to fill in and mail 
© Sofie (240 Sting * * . 8 ° . A 
This attractive ad is appearing in . H Name fener ¢. — wing sn ~ ! this iatormetive coupon. Every mail brings us many 
Country Gentleman and House- | Adres, — 
Se / ; : : . 

hold Magazine—two of the most | % i This prospect-finding ad will appear in Farm Journal 

7 ‘ : 
popular publications in the farm Re in f Progressive Farmer, Better Homes & Gardens, House- 
and rural non-farm markets! j ~~ State t 


“I £ hold Magazine, American Home, Sunset, California 
=. any = “Farmer, Washington Farmer, Idaho Farmer, Utah 
ay Farmer. 
OW all our leads will be real prospects! 
When our dealers get taints from Fairbanks-Morse 


branch office or salesman, they’ll know that each 
lead has been pre-qualified as a live prospect, and 


is not from a curiosity seeker or a school child. dealers with national advertising, cooperative ad- 


This service to our dealers is one of many that vertising and promotional material—and bona fide 
make a Fairbanks-Morse dealership pay off profit- leads!! 





ably the year ’round! Mail the coupon—find out 
why more smart business men are becoming asso- 
ciated with our live-wire company which backs its 


Russ Lewis, Sales Manager, Dealer Div., 
Fairbanks, Morse & Co 


., 600 $. Michigan Ave., Chicago 5, Ill. 
Please send us the facts about the many advantages of selling 


under Fairbanks-Morse dealership plans. We are interested in 
(check one or all) 


water systems water softeners [] 
AIRBANKS-MORSE ta 


power lawn mowers 





hammer mills submersible sump pumps 
a name worth remembering when you want the best Seniiees 
WATER SYSTEMS * GENERATING SETS * MOWERS Your cate 
HAMMER MILLS «© MAGNETOS *« PUMPS * MOTORS 


SCALES * DIESEL LOCOMOTIVES and ENGINES Aree 
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& 4 1h -* 
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xt S - 
Salt . mam t* p~coose== 
. i “= 
“Readers who return thiscoupon Hoary , ——._° >, Senne wooee” 
° ° ’ it~. *itbar ler, es 
4 k ur ° 
must send 25¢ with it! We're COS ngs Morse ¢ “We know from experience that people who are genu- 
getting hundreds of quarters— Enc: SD Ave o, 
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first real pipe that is plastic! It offers more 

features for the money — features that 

farmers, ranchers and homeowners want. 
It is lightweight (only th as heavy as steel), 
can be installed easily by one man, and assures 
years of trouble-free service. 


a The best buy in piping is CARLON ... the 


lines and curves around obstructions. Be- 
cause it is furnished in long lengths (up to 
400 feet), fewer fittings are required. It 
can be cut to length by means of an ordinary 


G Flexible CARLON follows uneven ditch 










ae eK 
yy, Wlllddpyyp ome ddim 


handsaw or knife and connected quickly with 
molded plastic fittings. Adapters permit easy at- 
tachment to threaded fixtures or metallic systems. 


CARLON plastic pipe assures customer 

satisfaction because it is guaranteed for- 

ever against rot, rust and electrolytic cor- 

rosion. Every foot is factory-tested for 
more than 8 hours at higher-than-working 
pressures. You'll find it convenient to stock 
CARLON because coils require minimum space 
and can be handled by one man. 


* Buy the Pore with the Stripe! 


1216-CP 





canny, 


Write today 
for literature. 





CARLON PRODUCTS 
CORPORATION 


Pioneers in Plastic Pipe 


Canada: Micro Plastics, Ltd., Acton, Ont., Export: H.E. Botzow, New York City 
10300 MEECH AVENUE ° CLEVELAND 5, OHIO 
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New York City 
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You know he'll always steer you right 





Strip this man of everything but his eyesight, 
and he still could steer you through. For he has 
“learned his book” well, both in print and in 
experience. But when the book doesn’t cover a 
tough new situation, then he throws the book 
away and acts on his own. 

That’s exactly the way you can expect the 
“ship’s company” here at Bristol to act, when 
they act in your interest. They know how to 
steer through your shipments of Brass sheet, 
rod and wire, and how to get them there right, 


and on time. That’s how the clipper ships from 
Bristol, England, became famed around the 
world. ... And that’s what “Bristol-Fashion”’ 
means. 


The BristoL BRAss CORPORATION, makers of 
Brass since 1850 in Bristol, Conn. Offices or 
warehouses in Boston, Chicago, Cleveland, Day- 
ton, Detroit, Los Angeles, Milwaukee, New York, 
Philadelphia, Pittsburgh, Providence, Rochester. 


"Tih Faent nua Brass at its Best™ 
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——, Be gsr Your RENTAL FRoFIrs 


wiTH AMERICAN! 


” It's easy to have 


eu for! 


‘or best results use Ymoucan finishes 
phases scenes setae a 


~ 
s 


vy NEW 
POSTER 


... for window, 
wall or counter. 
Gets rental ac- 
tion! Boosts your 
profits! 


se NEW Wo Se SS S sy NEW FINISH 

COUNTER a. a a ae DISPLAY 

DISPLAY py ee a POR: ... Shows actual samples of 
...with ‘*Day- ; | a seven types of floors treated 

Glo” lettering for Lo with American finishes. It 
1 demonstrates and sells for 


high attention i , 2U> 
value! e —_ 


NEW MERCHANDISING HELPS! 


Get set now for peak profits in sander rentals—with American merchandising helps 
to bring rental dollars rolling in! 

Each new owner of a little American 8’’ Floor Sander or an American AMR Sander 
receives a big profit-building kit! This includes two new sander rental displays 

. ideas for displays . .. window banners ... literature ... and rental record 
sheets. Newspaper mats available on request. This is part of the American 
profit-plan that brings in customers and makes money for you! Send coupon for 


details. 
Nation-wide service! American Distributors in principal cities furnish quick iad ae Profit with 
service by factory-trained men when repairs are needed. ‘ — American de- 
pendability in 
Sanders, 
gers, Abra- 
sives, Finishes! 
Tops for cus- 
tomer satisfaction and 
making money! 





FLOOR MACHINES @ PORTABLE TOOLS 


The American Floor Surfacing Machine Co. 
522 S. St. Clair St., Toledo 3, Ohio 
(Send 12-page free booklet showing how to make | 
money in the floor sander rental business. 
(J Send latest catalog on the following, without obli- 1 
gation: 1 
(Floor Sanders LJFloor Edgers (JFloor Finishes , 

I 





50 YEARS OF PROGRESS [JFloor Maintenance Machines (DAbrasive Papers 
Famous American Ma- 
chines are a// engineered, 
manufactured, sold and 
serviced by American! 


Street 
CREF 5 0. 6:0.0:0-0:0:0'4i0. 0.56.00:40'c0 0000s 0-0 5c Sete 





Said Sabai gan eae ee lab is ii ‘lbs ia sail “es “il oa: Meat da aaa 
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STURDY DRILL SET 
No. S-13 
High Speed Steel Metal Drills. 
This set consists of 13 drills in sizes 
Yo", 6a", H2”, a", Va", Ma", 2", 
"ha", He", "ha", 7a", "he" and 


Y%,". Set-up package end an 


attractive display in the show- 


case and gives added conven- 
ience to the user. 


samples of 
ors treated 
finishes. It 
d sells for 


STURDY DRILL SET No. S-11 


High Speed Steel Metal Drills. This set con- 
3 ns 


STURDY DRILL SET No. S-8 > 


High Speed Steel Metal Drills. This set 
consists of 8 drills in sizes Ye", Ya”, Yo", ~~ ie of WW drills in sizes Ye", %2”, Vo", Hr", 
Yn", Se", Ve", He” and 2”. _ * ‘ Ye", Fo", Va", Yo", Ke VY" and ¥%’. 


¢ RED SHIELD SAYS: "Sturdy Drill Sets will increase your profit’. 


to make | 


out obli- | 


Finishes 
e Papers I 








SZ, 
- 


. 


THE STANDARD LINE: Jwist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 


Packaged for attractive display and eye-catch- 
ing appeal. 

Each set in an indexed container for correct 
size selection. Heavy cardboard with separate 
pocket for each driJ] protects cutting edges. 

Ideal for home workshops, farmers and 
mechanics, 


TANDARD [OOL ‘(0.3 


CLEVELAND 14, OHIO 


3950 CHESTER AVENUE 


NEW YORK e DETROIT #¢ CHICAGO 


The short lengths are unusually sturdy—this 
means Jess breakage when used in portable 
hand tools. Made of finest High Speed Steel 
expertly heat treated to provide longer tool life. 
Display them prominently for increased sales 
and greater profit. Ask your wholesaler to 


supply them. 








DALLAS «© SAN FRANCISCO 


NOW 


MANN’S 
Handles 






































While it is still part of a tree, wood is protected by bark 
and by sap against the ravages of nature. This same wood, 
as lumber, is denied a defense and, unless treated, deteri- 
orates rapidly. 

Mann Edge is proud, therefore, to introduce what we be- 
lieve to be the first “weatherproofed” handle on the market. 
Oil impregnated, this U. S. #1 hickory handle will resist, like 
a tree, the heat, cold, moisture and dryness that all tools, 
used out-of-doors, are subjected to. 

This advance in handle making, coupled with the ac- 
knowledged superior quality of Mann Axes, Hammers and 
Hatchets cannot help but make Mann a top selling line 
for you. (For those who prefer, standard finish handles will 
be used when requested.) 

Write for free catalog which illustrates and describes the 
complete Mann line. 


1° 4EAK FH 


Write for free catalog which illustrates and describes the Mann line. 


Ln \Zs\Uy Ts 


EDGE TOOL COMPAN Y 


Se Sepak fae. © £ Foe ae ee 
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ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 


( Successor to E. C. Atkins and Company ) 


11, 1953 
INDIANAPOLIS 9, INDIANA 
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HUMIDITY CONTROL OFFERS 
YOU BIG SUMMER MARKET 


DOWFLAKE will solve your customers’ humidity problems 


by drying the air quickly, silently and economically 


Warm weather brings those high humidity days and 
this means your customers are going to be asking for 
help. What can you do for them? Do you have a good 
supply of “humidity control” on hand? 


Dampness in basements, workshops, closets and storage 
areas is a problem in almost every home. Moisture in 
the air causes rusting of tools, produces mildew which 
spoils leather, paper and fabric articles. Dowflake™, 
(Dow calcium chloride 77-80%), placed in an inexpen- 
sive dehumidifier, goes to work immediately. It absorbs 
this excess moisture through silent, safe chemical 


you can depend on DOW CHEMICALS 


34 





action, thereby providing efficient humidity control. 


Be sure you’re taking advantage of this great market. 
Stock and sell Dowflake and dehumidifiers and guaran- 
tee yourself greater store traffic, repeat sales and 
profits. Dowflake is inexpensive and available in con- 
venient 25 pound bags. 


Call your Dowflake distributor today and stock up for 
the humid weather ahead. Be sure to ask him for 
attractive promotional material designed to help you 
sell your customers. THE DOW CHEMICAL COMPANY, 


Midland, Michigan. 
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Batruroom PLANNING 


TS important f 





A CHEERFUL BATHROOM — accented with 









the refreshing, gleaming beauty of Hall-Mack 
accessories — has a way of making 


busy households run smoother. Every membe 





of the family seems to enjoy the unique 


combination of convenience and smart 








styling which has made Hall-Mack the 





This new concealed toilet paper 
holder originated by Hall-Mack 
strikes a note of quiet refinement 
in any modern bathroom. 


consistent choice of discriminating 


home-builders down through the years. 


<i a" 
De 


Towel bar 
with pull-outs Clear 
Concealed for extra Lucite 
magic for soap drying space Handy Kleenex stirrup-type 
tumbler holder for wall towel ring 
toothbrush or table top 


Ferg 152 
i MW TAA 


7), 
e/a 


QUALITy AC 
Tumbler FOR EVERY 


Recessed . . and 

soap and ; : ; toothbrush 
grab Mirror doors slide open... one of holder 
many fine Hall-Mack cabinets 





You'll use your bathroom accessories for many years to come —so make sure 
you get Hall-Mack’s lifetime quality and permanent beauty. 


SOLD BY LEADING PLUMBING, TILE AND HARDWARE DEALERS EVERYWHERE 


HALL-MACK COMPANY 


1344 West Washington Bivd., Los Angeles 7, California *« 7455 Exchange Avenue, Chicago 49, Illinois 
100 Main Avenue, Clifton, New Jersey 
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Now you can always be 
“In stock’ on ‘Du Pont Sponges | : 


. 


me e New plant gives Du Pont greatest cellulose 
fee sponge capacity in the world! 





@ Two new warehouses mean 5 shipping points 
for better service ! 


Now with a new plant in Columbia, Tenn., and two more ship- 
ping points Du Pont enables you to have all the sponges your 
customers want in all sizes—when they want them. 





Look for this oval! 


BE Si VU RE T 0 ORD E R It identifies the only 


sponge made by Du Pont 


py PONT SPONGES . 


REG. U. $s. PaT. OFF. 





BETTER THINGS FOR BETTER LIVING 
. +» THROUGH CHEMISTRY 
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ALL-OUT G-E PROMOTION 
KICKS OFF SUMMER LONG 
SALES OF YELLOW LAMPS 


Bugs don’t go for General Electric yellow 
lamps. But people do! Because the yellow 
lamps don’t attract insects as ordinary bulbs 
do, your customers will buy plenty of them 
for porches and outdoor lighting. 


And right at the start of the bug season, 
General Electric goes all-out to make sure 
folks know about G-E yellow lamps, creates 
a demand that will last all summer long! 


The G-E promotion is sparked by full- 
color ads in national magazines, commercials 
on the Jane Froman TV show, and some of 
the most arresting display material you’ve 
seen in a long time. 


Don’t miss out on this boom for General 
Electric yellow lamps. Get set now to make 
all the advertising and display material pay- 
off at your cash register. Order your supply 
of 60 and 100-watt General Electric yellow 
lamps today. : 






mane YOU eeLtow 


sects o yRLOW 


fF in re ¥ 
aans oreuiss prom wHitt 
« rou = 


Get set for ; 
the bug season: 7 
Build big displays of G-E yellow lamps now! 


GENERAL @@ ELECTRIC 
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WOfY Announces Another 


FAST-SELLING, PROFITABLE Sywavz 





It’s a Hardware Merchant’s Natural! 





There’s a big demand for a hose that will handle 
gasoline, oil, air, gas, greases, paints, varnishes, 
solvents, chemicals, insecticides, and any and 
ll other liquids, under pressure. 

Heretofore a special type hose was required 
for each of these items, making inventories 
unwieldly and slow in turning over. Now Swan’s 
new, exclusive ALL-PURPOSE HOSE handles 


any and all materials with safety and satisfaction! 

Now you stock just one type hose—Swan ALL- 
PURPOSE HOSE in a few sizes, and you can take 
care of most every need, quickly and efficiently. 

Selling Swan ALL-PURPOSE HOSE is a new 
day-in, day-out, year-round business that will 
build store traffic, boost sales volume, and 
profits for you! 













ALL-PURPOSE HOSE Prsttasry a 
Swart 


wih 
Swat Alt-PURPOSE HOSE UNIT No. 400 
Consists of this Display Merchandiser 
and four 200 ft. coils of Swan 
ALL-PURPOSE HOSE in the popular sizes! 










sty o- ee 


> 


BONE sage] 







Your Cost ...... $204.00 
Resale Value .... $340.00 


YOUR PROFIT. . $136.00 


So call your Swan Jobber Now 
or write to Swan Rubber Co. Direct 
For Full Details! 





° 
SG ae Meret ant ae 

















ALL-PURPOSE HOSE comes wound on 


y REFILLS strong fiber-board drum which is easy 
sy! | to insert in merchandiser. Discard empty 
RE - ® drum=nothing to return to factory! Display Merchandiser 
PA Measures only 15” wide, 132” deep 


“Nie . s 2 - SEE a rt aaa = : } 67” high. 


| 
| 


| REQUIRES SMALL FLOOR SPACE 
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£2-PUR 


Gut 
Pl 


will be nm, 
Advertised! 


Swan will tell the story of SWAN ALL-PURPOSE HOSE 
to farmers, home-owners, operators of garages, filling 
stations, local industries, exterminators, contractors, 
and others who need this type hose. 

These advertisements will point out that LOCAL 
HARDWARE MERCHANTS can take care of special 
hose requirements quickly and efficiently, thus prevent- 
ing costly delays while waiting for a special type hose 


Gentlemen: 


and also our profits on Garden Hose. 


SWAN RUBBER COMPANY 
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“Your Swan Line is 
One of Our Top lines!" 


Says HARTMAN HARDWARE of Fremont, lowa 


We are glad to report to you the fine measure of success that we have 
enjoyed in the past several years in selling Swan Garden Hose. We 
first bought the line from Harper & McIntire, our wholesale distribu- 
tor, about five years ago. Since that time our sales have grown steadily, 


Your Swan Merchandiser makes selling Swan Hose very easy, and 
we also use your many other sales helps with great success. 

Your Swan line is one of our ‘‘top lines’’ and we are glad to recom- 
mend it to all dealers as a line for increase in volume, also in profits. 


New and Exclusive Product!... 


HOSE / 


Here are Features You Can Sell! 


SPECIALLY COMPOUNDED TUBE 
HANDLES AIR, GAS, AND ANY AND 
ALL LIQUIDS, UNDER PRESSURES! 






STRONG RAYON CORD 
REINFORCEMENT INSURES 
HIGH WORKING PRESSURES! 


* TOUGH, WEAR-RESISTING NEO- 
PRENE COVER RESISTS SUN-CHECK- 
ING, ABRASION, WEAR AND TEAR! 


to come from the factory or some large jobber as has 
formerly been necessary. 

Here is a product and a service that only you—the local 
HARDWARE MERCHANT can give—it’s a wonderful 
store traffic builder, as well as a volume and profit booster! 
There’s little or no competition—and it’s profitable, 
repeat, business! 









Bucyrus, Ohio 
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THAT KILLS FLIES, 
HE SENSATIONAL VAPORIZER 
MosqUITOS AND OTHER SMALL FLYING INSECTS 





@ It’s automatic! Nothing like it on the market. We expect to sell 
15,000,000 this year. 
LO, @ Miracle bulb fits any socket — works in every position. Makes 
— every other insect-killer obsolete. 




















@ Silent! Colorless! Stainless! Guaranteed! Protects family, food, 
guests. For use in homes, offices, factories, barns, restrooms, 
restaurants, warehouses, etc. 


Here’s the amazing discovery retailers everywhere are raving about and cashing in on at 
the same time. You can’t miss — for everyone suffers the annoyance and discomfort of flies, 
bugs, mosquitos and other small flying insects. And you’ve got the profitable answer in the 
Champ, hailed everywhere as the greatest boon in years to cleanliness, sanitation and more 
comfortable living. 





And brother, we'll sell it for you. Look at this advertising lineup — America’s most widely 
read magazines — over 52,000,000 circulation a month — over 200,000,000 readers a month 
— through June, July, August, September. 


A new insect season is just getting under way — so act now — today. It will prove to be the 
hottest item you'll handle all summer. 


MERCHANDISED FOR YOU 


in these powerful, colorful, self- 
selling counter displays for both 
bulb and pellets. 6 bulbs to car- 
ton. 12 folders to carton. Once you 
sell a bulb you'll enjoy repeat 
sales of pellets all season long. 






complete with $3.98 
5 g 6 weeks suP- Of including full 


ply of pellets. season supply 


TH 
DISCOUNTS ON BO 
FUMULB AND PELLETS 













SUPPORTED BY A POWER-PACKED- 


DYNAMIC ADVERTISING BARRAGE Order from your wholesaler, jobber 
52,000,000 READERS or direct from 


OVER 
DVERTISING IN 


WILL SEE CHAMP A 


LIFE HOUSE & a asi vos ae 
OMANS DAY : canatel 
mOUSEHOLD “ye cas omveras INSECT ONTROLS, INC. 


HOUSEHOLD COLLIERS TCU Rittenhouse 6- AG AND MARKET STREETS 


S RNAL 
ESQUIRE LADIES HOME JOU SCIENCE & MECHANICS 8170 
BETTER HOMES RED BOOK HOUSE BEAUTIFUL 
AMERICAN WEEKLY FARM JOURNAL 


\i Philadelphia 3, Penna. 
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Wide 18 inch cut 

Front “Grass Spray” 
discharge 

2 cycle IRON HORSE 
engine 

Only 35 pounds 


RPM Manufacturing Company, the world’s largest 
manufacturer of rotary power mowers, presents 








America’s newest lawn mower . . . the LAWN-BOY 
by RPM. Here’s the one mower that offers your 
customers more new features than any other mower; 
backed up by the largest, most powerful promotional 
campaigns that ever introduced any mower. The 
LAWN-BOY’s your guarantee of a trouble-free, priced- 
right lawn mower .. . designed for profit-building 
sales appeal. 








fmerioas Most Modern Lawrunower 


CHECK THESE FEATURES 


CONTOUR CUT...the feature that 
checks scalping. The LAWN- 
BOY’s cutting blade is auto- 
matically guided by the wheel 
placement design. Here’s the 
mower that won’t scalp. 


SIMPLE, uncomplicated ... the 
LAWN-BOY’s direct drive 
gives trouble-free simplicity 
of operation. No belts to ad- 
just, no chains to snap. 


GRASS SPRAY. . . here’s the fea- 
ture that assures full cutting 
power. Grass clippings can’t 
back up in the discharge 
chute. What’s more, this fea- 
ture eliminates long rows of 
clippings. 


Styling by Brooks Stevens, ONE.OF THE COUNTRY’S OUTSTANDING INDUSTRIAL DESIGNERS 


' 
stb rn 





LIGHTWEIGHT . . . all aluminum 
alloy construction gives a 
magic, featherweight ease of 
handling, bound to appeal to 
every customer. 


CLOSER TRIM . . . the LAWN- 
BOY trims as close as 3/8 
inch . . . right up against 
walls, bushes or fences. Saves 
hours of time spent in trim- 
ming or edging. 


@ BALANCED WEIGHT DISTRIBUTION 


@ THE LARGEST MUFFLER AREA ON 
ANY MOWER 


@ COMPLETELY SHIELDED, EXTRA-SAFE 
CUTTING BLADE 
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21 Inch cut 


Rear “Grass Spray” 
discharge 


4 cycle engine 





AS ADVERTISED IN... 


LIFE 





WORLD'S LARGEST MANUFACTURER OF ROTARY POWER MOWERS 
atl Available through hardware jobbers and distributors 
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mf OUISELL ALL OTHERS 


Model 200A LANTERN shown at right is the most popular all-purpose 
outdoor light on the market. Compact, lightweight, sturdy. Lights 
instantly. 8 to 10 hours lighting service from one filling. Floodlights 
100-ft. area. Fine stand-by equipment for emergency uses. Easily at- 
tached Coleman REFLECTOR (small illustration at right) makes it a 

high-power spotlight that is quick to sell at extra profit. 


>, Model 220E (left) is a big, powerful 2-mantle lantern equally good 


'{ for outings, nighttime farm chores and emergency use. 





Model 228E (right) same Model 220E, but with wide reflector top. 





(i 
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Model 413D shown at left is the fastest selling stove 
of its kind. Streamlined with rounded corners. 
Lights instantly. Cooks like a city gas range. High- 
power, easily regulated burners. Folds up and car- 
ries like a suitcase. Folding High Stand brings stove 
up to comfortable cooking height and is an added 
sales feature that means extra profit. 


SPEEDMASTER Portable Stove (right) a 
great little one-burner stove for quick, clean 
gas cooking and heating at home or away. 
Light weight; fine for pack-in trips. 





Model 426 Camp Stove (right) is stream- 
lined 3-burner stove with extra large cook- 
ing space. Model 425, 2-burner, is slightly 
smaller than Model 413D shown above. 









This new Coleman “Outing Pal” is a sensational seller—going like 
wild-fire. Strong and ale. Sets up in a jiffy. 28-in. square top; 
26 in. high. Folds into streamlined carrying case 
with legs and stools inside and extra — for other 
equipment. Lots of utility uses in the home—a card 
table, sewing table, play table for the children. 
Rubber feet protect rugs and floors. 

The Coleman Company, inc., Wichita 1, Kansas 


Bn ¥ 
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@ Folding stools 
extra—have removable, wash- 
able canvas seats. 
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Extend a warm welcome and a hearty 
invitation to all the new customers com- 
ing into your community this summer! 
Put hard-hitting Krilium* and Folium 
displays in your windows and in your 
store... These attractive point-of-sale 
pieces are your introduction to many 
new people moving into your commun- 
ity—people who may not know you, 
but who do know Krilium and Folium 
as two of the most intensively adver- 
tised products in the home-garden field. 
Like old friends, Krilium and Folium 
say “WELCOME” to new summer 
customers. Look for them! Be ready to 
welcome them! They are a brand-new 
source of sales and profits! 


Who are these new customers? 


1... NEWLYWEDS 

June is the “‘marryingest”’ month of the 
year. It marks the first-time entry into 
the market of some 185,000 new family 
units. These new families have new 
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| um PLANT FOOD 










Best way 
__ to welcome 
new summer customers 








wants, start new homes, start new gar- 
dens, lawns. 


2...MOVING DAY 

June is the month when school’s out 
— when a lot of families move from old 
locations to new ones. New locations 
call for new activities—many of them 
connected with gardening and lawn care. 


3...NEW HOMES 

A lot of new homes are completed and 
ready for occupancy in June. This, 
again, means new outdoor activities. 


Don’t overlook these newcomers! 

They are just starting to ‘fix up’’ 
around their new homes— putting in a 
garden, repairing or building the lawn. 
That makes them ideal first-time pros- 
pects for Krilium and Folium. 
Tell them about Krilium—how it keeps 
soil loose, crumbly and “‘friendly”’. . . 
Tell them, too, about Folium balanced 
plant food for lawns, shrubs, flowers, 
vegetables. 









NOTE: If you need additional display 
and point-of-sale material, contact your 
distributor. He has a supply. 


MONSANTO CHEMICAL COMPANY, 
Merchandising Division, 1700 South 
Second Street, St. Louis 4, Missouri. 
*Reg. U.S. Pat. Off. 

Folium: Monsanto Trade-mark 


Krilium 


SOIL CONDITIONER 


MONSANTO 
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OCEAN CITY-MONTAGUE 
DEALER NEWS 


PHILADELPHIA, PA. e MONTAGUE CITY, MASS 










The new and revised Free Reel Parts Service 
Manual will be in the mail to all dealers 
shortly. Be sure to make good use of it to 


increase your service and repair income. 


HERE’S A REEL 


@ The new Ocean City #255 Level Wind Surf 
Reel—the reel that couldn’t be made—cost more 
than $60,000 to develop. 

We could dig up more development cost figures 
that would feel right at home alongside the national 
debt—such as the $116,000 we’ve just spent on 
a very special Ocean City Reel to be announced 
this summer, or the constant research to further 
improve our Montague Rods. 


i —_—. @ ® toe LEADS 3 





wnt yN ——- t 


a 
ae 


THAT COST $60,000 


BUT—we only mention this because we want 
to make this point: when you stock in Ocean 
City Reels and Montague Rods, you can be sure 
that no pennies have been pinched in proving— 
proving absolutely—that they meet the most ex- 
acting requirements for performance, stamina, 
and all-around quality and craftsmanship. There’s 
lots of rod and lots of reel beneath those trade- 


marks—and your customers know it. 


N ROODOS ANDO 8 € 2 
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Tapat«co 
leads in Kesear 


Research results in better products. That’s why 

Tapatco, year after year, spends more time and money 

on research than any other manufacturer in its 

field. And that’s one reason why dealers everywhere are finding 
Tapatco the fastest-selling, most profitable line of all. 

If you want the advantages of latest designs and top 

quality in marine safety products... ask your jobber about 
Tapatco, or write us for full information. 


The Tapatco Stay-A-Float is the original patented 
child’s swim vest. It was developed by Tapatco research 
in 1936. This year as a result of Tapatco research, an 
improved Stay-A-Float was introduced. The cloth cover- 
ing of the new *20 Stay-A-Float contains six sealed 
vinyl envelopes filled with new Java kapok. Because it 
is sealed-in, the kapok can never get wet, never lose its 
buoyancy. Only Tapatco offers this feature — the 
result of research. 


THE AMERICAN PAD & TEXTILE CO. 
GREENFIELD, OHIO 
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WOODSTOCK STYLE CUSHION DESIGN BOAT CUSHIONS RACING VEST 


Ta pato ... You Can’t Buy Better to Save Your Life 
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“Yes, sir, I know from experi- 
ence. When it comes to plastic 
pipe—quality counts. I’ve com- 
pared Yardley ClearStream with 
both metal and other plastic pipe. It’s the only one that 
stacks up on all 10 points listed here.” 

No pipe installs faster, easier than ClearStream. 
Long lengths and fewer fittings cut lay-up time, saving 
up to 60% of labor costs. Water volume goes up 25% 
for the same head loss. Weighs 1% as much as steel. 

And ClearStream lasts for years because it won’t rot, 
rust or electrolytically corrode. That’s true of all plastic 
pipe, but Yardley’s guarantee of 100% virgin material, 
full weight and wall thickness, multiple inspection, 
assures extra service life. 

For all cold water systems— jet and submersible 
pumps, lateral lines, sprinkler irrigation, municipal 
piping — as well as for chemicals, oils, gases and elec- 
trical conduit, Yardley makes the right type pipe for the 
purpose. Stock and sell ClearStream and be sure. 


For Jet Pumps . . . Twin-du-it 
This new 2-in-1 pipe combines both suction and pressure 
lines into a single unit. Easier, faster, better. Fewer sizes 
to order, stock and sell. Only Yardley makes Twin-du-it. 
Send for Bulletin 222. 


YARDLEY PLASTICS CO. 


142 PARSONS AVE., COLUMBUS 15, OHIO 
In Canada: Daymond Co., Ltd., Chatham, Ontario 










Insist on 
Llear Stream 


Look for the Name 
on Every Length 








| recommend Yardley 
Lleardtream pipe 


over any other! 


100% VIRGIN MATERIAL 
Top grade only. Contains no reprocessed or 
reclaimed material. 


GUARANTEED QUALITY 
Full weight and wall thickness meeting Ap- 
proved Standards for the industry. 


RECOGNIZED LEADERSHIP 
Yardley is a pioneer in the field, has the engi- 
neering know-how, the reputation for genuine 
value. 


NATIONAL DISTRIBUTION 
Sold only by reputable suppliers from coast to 
coast. 


NATIONAL ADVERTISING 

Known to millions through consistent space in 
leading farm magazines and trade papers. 
DEALER HELPS 

Backed up by striking direct mail, catalog ma- 
terial, newspaper ads and point-of-sale displays. 
DEPENDABLE SUPPLY 

Three modern plants, large inventories, prompt 
service. 

BRANDED PRODUCTS 

ClearStream identification protects both dealers 
and users. 


FIELD SERVICE 
Experienced representatives everywhere to help 
you sell and satisfy. 


FULL LINE OF FITTINGS 


Designed by Yardley, made by Yardley, specif- 
ically for ClearStream pipe. 
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ane ‘ , 7 ITH everyone’s thoughts turning to yards and Hardware Products—plus a little personal selling— 


gardens these days it’s a good time for a will remind customers how much better their yards 

special promotion on Cyclone “Red Tag” Lawn will look with an attractive fence. And it will give 

Fence and Gates. you an opening to talk about related products— 

An eye-catching display of these popular Cyclone tools they need to do the job, garden and lawn sup- 
plies and many more. 

But before you set up your display, be sure 
ame your stocks of Cyclone Lawn Fence and Gates 
e Welds are ample. Be able to offer your customers 

both woven and welded Cyclone Lawn Fence, 

each in single and double-loop construction. 

It And have a good supply of Cyclone Gates, 

t eR ery Trellis and Flower Bed Border on hand, too. 
IRE SCREENING sai + ee Fane. GATES Be sure your display calls attention to the 
Bronze- Aluminum Xa} Woven oF Welded familiar Cyclone “Red Tag” label that cus- 
tomers recognize as an assurance of quality 


th dealers : : in this type of product. 


HARDW 
Welded Edge 
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Woven Fabric 198 Separe 
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CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS * SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


ov speci U°S*S CYCLONE “Re/707’ HARDWARE PRODUCTS 
SUNT ED STAY EG See) 
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THE PEERLESS FULL LINE 
DEALER IS OUT IN FRONT 
IN SALES—HE SELLS A 


complete PUMP LINE 








PLENTY OF WATER—PLENTY OF PRESSURE 


That’s the slogan for 1953 water systems and pump sales. , 
PLENTY OF WATER because the full line Peerless dealer 
will sell a line that provides water for everybody’s needs,— 
farm, home and commercial business. PLENTY OF PRES- 
SURE because that’s what it takes to stay ahead of competi- 
tion and, a full line Peerless dealer has it. There are no sales 
missed when you sell the complete Peerless line of water 
systems and pumps. If it’s a home owner, farmer or com- 
mercial businessman that’s your prospect or customer, the 
complete line Peerless dealer has the pump with plenty of 
water and plenty of pressure for him. Join the thousands 


THE COMPLETE PEERLESS LINE 
SATISFIES ALL YOUR CUSTOMER NEEDS 
FOR FARM, HOME AND BUSINESS 





DEEP AND SHALLOW 
WELL JET SYSTEMS for 
wells up to 120 feet deep. 
Capacities to 7500 gph. 





RECIPROCATING PUMPS — 
True economy for deep wells 
to 1000 feet. Capacities to 
1900 gph. 





PACKAGE PUMP — for shal- 
low wells. Easy to install, op- 
erate and maintain. 





SENERAL PURPOSE PUMPS 
—One of the broadest lines. 
End-suction type. 1% to 20 hp. 
Capacities to 2000 gpm. 








SELF PRIMING PUMPS— 
AGC approved. Capacities 
from 4000 to 30,000 gph. 
Wheel and skid mounts. 





of successful full line Peerless dealers who are making, not 
just meeting, the competition in the water system and pump 
business. You'll be out in front in sales too with the complete 
quality Peerless line. Write today for full dealer information 
on the line that needs no pioneering—the Peerless line. 

















peERits¢ 


UMP 
PEERLESS PUMP DIVISION “= 
FOOD MACHINERY AND CHEMICAL CORPORATION {//1h 
301 West Avenue 26, Los Angeles 31, California parks 


AS 






VANE TYPE TURBINE 
PUMPS—For hot and cold, 
clear and vaporous liquids. 
Face mount and flexible 
coupled models 
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CELLAR 
DRAINERS— 
Non-clogging, 
high capacity, 
fully automatic. 
Capacities up to 
2600 gph. 
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eep wells 
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@ A SUPERIOR PRODUCT which has been 
tested for eight years. A pure white 
Adhesive, resistant to checking and dis- 
coloring. Designed for simple applica- 
tion for both professional and amateur. 


@ Sure to mean additional profits to you. 
@ Guaranteed by SEAL RITE. 


@ Packed in suitable quantities to meet 
all types of customer demand. 


AVAILABLE IN 5 Gallon, 2 Gallon, 
Galion and Quarts. 


WRITE TODAY FOR PRICE LISTS 


$395 $415 


Gal. list Quart 


(] 
Seal a CO., Inc. 


6335 Lyndon Street 6001 So Gramercy P 
B Detroit 21. Michigan Los Angeles 47 Calif 
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FOR TIDY PROFITS, SHOW 


CASEMENT 


Whoever your customers are—builders, contractors or home-' 
owners—they’ll often sell themselves when you point out the 
advantages of Getty casement operators. 


You'll interest contractors and builders when you point out 
the lower initial cost, extra beauty and complete utility of 
casement windows with Getty operators for their building 
programs. And when you explain that there is a Getty 
operator designed to meet their specifications for every wood 
or metal casement need—in the exact finish they require. 


The homeowner looking for a replacement unit usually will be 
impressed by Getty’s quality craftsmanship even before you 
explain how Getty’s exclusive internal gearing assures easy 
operation, dependability and extra-long life. When you show 
him how he can install the compact unit easily with two 
measurements and seven screws, and how it operates without 
disturbing screens or blinds, the chances are you’ve made a sale. 


THEM 


OPERATORS 


While they’re with you, don’t forget to show customers Getty 
accessory casement hardware—and as a closing point, men- 
tion the fact that Getty operators are used on more casements 
than all other operators combined. 


TRY THIS 1-WEEK SALES BOOSTER! 


For one week, ask every one of your store customers if there 
are casement windows in his home. A large number have 
them, but many need replacements for outmoded stay 
bars or faulty operators and have never got around to 
buying them. 

There's your chance. Show them a Getty operator and the 
simple replacement directions—just 2 measurements, 7 
screws, and anyone can do the job. 


You'll sell a lot of Getty operators that way—often in 
pairs—and that over-$15-per-dozen markup is interesting. 
Try it for a week. 


H. S. GETTY & CO., INC., 3348 NORTH 10th STREET ¢ PHILADELPHIA 40, PA. 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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Lead The Way 


with 


gas and oil-burning heaters 


that carry you ahead 
of competi0viou 


To a dealer, there’s no proof like profit 
to measure merchandising success. By this 
yardstick, judge Preway — the fastest- 
growing line of space heaters on the mar- 7 
ket — now the third largest producer in power house heaters 
the country. in small home sizes 

And this year, Preway gives you gas heat 
to team with oil, so that you can meet the 
interests of every customer with the right e “M6 8 0 ig he prs mend 
circulator, with the right features, at the a ee 
right price. So line up with Preway. Lead Lifetime burner guarantee plus 
business your way with this money-making 20-year warranty on heater unit 
line that has everything to keep you out 
ahead of competition. Phone, wire or write 
today for full information. 


Prentiss Wasers Propucts Co. 
2653 Second Street N., Wisconsin Rapids, Wis. 


Cettritt+- 4 


Many. automatic convenience 
features 


Wrap-it-up, Vll-take-it price tag 


Floor 
and 
Central 
ers Getty , x 
oint, men- | Heating 


casements : 
‘ee. Oil- 

Burning 

Furnaces 


A short line of six great 
performers — priced to sell 
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“AMERICAN BRAND” 


Carton protects rope 
Rope stays clean 
Uncoils from carton RS 
No inner lashings 
Uncoils properly — a 
no kinking 
Easy to handle and stock 
6 Sizes—10 Put-ups — 
In Individual Cartons “aaa 
1/4”, 5/16", 3/8”, 1/2” dia. in = 
600 and 1200 foot coils — 5/8” = 


and 3/4” dia. in 600 foot coils > 
only. aoe 


Handy Coils 


100 foot coils up 
to 1/2” dia. 


ee ee 


; AMERICAN MANUFACTURING COMPANY 
MAIL COUPON NOW! Ger complete information on | Noble & West Sts., Brooklyn 22, N. Y. 
“American Brand” Rope in Cartons. ‘ 4 











Please send information about 
AMERICAN MANUFACTURING COMPANY | 0) Rope In Cartons 0 Handy Coils 
Brooklyn 22, New York aa 
Rope (Manila, Sisal, Jute, Nylon, Polyethelene, Saran, Glass), Twine, —- —___—— 
Oakum, Packing, Baler Twine, Carpet and Electrical Yarns | Company a an, insoles ineaeiiitianatine 
Branch Factories: 





St. Louis Cordage Mills, St. Louis 4, Mo. ———— ro 
Delaware River Jute Mills, Philadelphia, Pa. City _— Zone 


SALES OFFICES: 








| 
| 
| 
| 
eee _— | 


Boston * Chicago * Houston * New Orleans * Philadelphia * San Francisco ceo 
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Karl Haugen of Schlafer's (left) accepts award from 


J. W. Hubbell of Brand Names 


GGRESSIVE merchandising of nationally-known products 
has proven to be vital to the successful operation of an 
independent retail hardware store. 

This article, the first of a series of five, tells why Schlafer’s, 
Inc., Appleton, Wisc., was selected as the Hardware Store 
Brand Name Retailer of the Year. 

The consistent advertising program and the strong promo- 
tional methods which won this store top honors over more 
than 600 hardware firms that entered the 1953 competition of 
the Brand Names Foundation (see HA, April 30, p. 198) are 
described in this article. 

The quality of the five winning presentations in the Hard- 
ware category in this year’s Brand Name Retailer-of-the-Year 
Competition were exceptionally good and provided the judges 
with a challenging task in picking the outstanding one. 

However, the presentation of Schlafer’s, Inc., Appleton, 
Wisc., offered the most convincing proof that this store made 
the outstanding effort to tell its trading area that brand name 


No. 1 of a series of arti- 
cles describing the brand 
name merchandising pro- 
grams that won national 
recognition for outstand- 
ing hardware stores 





= 











offers the best in 


merchandise 
values. 

This sales message was repeated 
over and over against in every con- 
ceivable merchandising media, from 
window valances to extensive store 


promotions. No opportunity was 
missed to boast of the top lines of 
merchandise handled. 

This store deserved to win if for 
no other reason than the enthusi- 
asm for Brand Names which Karl 
M. Haugen, president of the Wis- 
consin store, generated after his 
store was selected as a runner-up in 
1952 competition. 

Mr. Haugen was aware of the 
tremendous publicity value _ in- 
herent in winning a _ runner-up 
award in a national competition of 
this scope and he used it as the 
springboard that propelled his store 
into the top spot in this year’s con- 
test. 

Every piece of advertising copy, 
as well as free newspaper space, 
about Schlafer’s during the past 
year proudly proclaimed the fact 
that ‘“Schlafer’s is Wisconsin’s 
Leading Brand Name Hardware 
Store.” 

The Schlafer presentation was 
jammed with dozens of photographs 
of window and store displays, and 
scores of ad clippings as well as 
other evidence of how the store 


hammered away at the Brand 
Names theme. 

It also contained hundreds of 
other exhibits showing how an 
alert hardware store can capitalize 
on all the manufacturers’ advertis- 
ing and promotional material that 
is available to every hardware 
store, no matter how small. 

Schlafer’s is a promotionally- 
minded company. One of the most 
successful promotions held last 
year, was on gifts for June brides 
and was conducted during the first 
week in June, in cooperation with 
Good Housekeeping magazine. 


Prepared a Case History 


The event was so successful that 
the magazine prepared a case his- 
tory circular to show other retail- 
ers “How Good Housekeeping Sells 
Goods For Hardware Stores.” 


As a result of this one promotion 
Schlafer’s increased its sales vol- 
ume for the week of the sales event 
by 12 pct over the comparable week 
of the previous year. 


Mr. Haugen said of this promo- 
tion, “The best gauge of results 
was our gift-wrapping department 
which was never so busy, with the 
exception of Christmas time.” 

The store followed the maga- 
zine’s promotion ideas to the fullest 


extent. Signs were placed through- 
out the store, as well as in the win- 
dows. Because of the attention 
created, the window displays were 
kept in for two weeks instead of 
the usual one. 

“During the promotion,” Mr. 
Haugen reports, “store traffic in- 
creased considerably. Person after 
person came into see such and such 
a Good Housekeeping item, men- 
tioned in Schlafer’s radio or news- 
paper advertising. 

A similar tie-in promotion with 
a national magazine was made by 
the Appleton store late last Novem- 
ber when it conducted a Life pro- 
motion on toys. 

Individual recognition for the 
honor won by the Wisconsin store 
has been given to E. S. Maples, Jr., 
who for some time has directed the 
advertising and promotional work 
of the store. 

Study of the store’s presentation 
reveals that none of the exhibits 
were elaborate or costly ones that 
would be prohibitive for the use by 
smaller concerns. Instead they re- 
flect good, year-’round planning and 
regular use of the ordinary adver- 
tising and promotion media avail- 
able to every store. 

Not only did Mr, Haugen stress 
the Brand Names award in all his 

(Continued on page 80) 





The Wisconsin store plays up the fact that it sells brand name products, even in its window valances. 
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DON'T BE FOOLED 


“NOTHING DOWN -YEARS TO PAY” 


te 3 or 4 yoors te poy .. . BEWARE! 


These ove net “cosy terme” ot off. They orn, 
im fect VERY HARD TERMS INDEEDT 
we ee wey mete money be borrow 
The mere pee beerew ead tener pee 
hoop @, the more caste you. 


‘The cheapest wey to buy ANYTHING ic te 
BRAND MAME MERCMANDISE guorce- 


Se seve your money buy well hnown quel 
ty morchendice . . . 


bor muceeg © doleving « 
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These few samples rep- 
resent only three media 
of advertising — news- 
paper, direct mail and 
billboards — used by 
the Wisconsin store to 
promote its nationally 
known lines. Even the 


ads 


stressed brand names 


institutional 


a brand name theme... 
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TO SCHLAFER'S 

115 W. College Ave. Appleton 

for your e ~ 
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To The Bride-to-be: 


May we offer you our very best 
Wishes for a happy amé@ success- 
ful marriage! 


Thru the courtesy of our Congress- 
msn, we heave obteined a limited 
number ef the Dopartment of 
Agriculture Book--FAMILY FARE 
FOOD MANAGEI'LWT AMD RECIPES. 

We have rosorved a copy for you 
mad all you need do to obtain it 
is to £111 in the coupon a: the 
bottem of thie pege and bring it 
in to our Housewnres er Appliance 
Depertments. 


You'll find this 96 page booklet 
chock full of helpful recipes, 
tips on nutrition, food planning, 
‘ood buying, storing, measuring, 
thrift, ete. We hope it will be 
of holp and will edd to the 
enjoyment of homemeking! 


We can add to your enjoyment of 
homemaking,teo, by furnishing the 
mony things you will.fiee@ for 
your kitchen. You'll alweys find 
grcnd selections of femous name 
usewsres and Appliances at 
Sereneny anssccuenarey Senge, 
Crosley Shelvedors, Yexter 
Woshers, Mirro Aluminum, Revere« 





ie copy of 
RE 
int and Recipes 


wore, G.E. and Sunbeam smell 
spplinncos....these ere but « few 
of the hundreds of famous nome 
products you'll find at Schlefer's 
seeitoms to make homemaking and 
hostessing easy and ploosent! 





We invite you to come in any day 





and browse around...You'll alwseys 
find a better selection ot 
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SCHLAFER’S -- APPLETOWS BRAND Rane we. - 
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To These Companies in Our 


Remember, you get the best... in quality and value 
shop for Nationally Advertised Brands! 
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YOU ARE HELPING YOURSELF 


When You Buy These Brand Name Products 
and Serves Whenever Possible! 


Aud You Save 


By Buys Brand Name Merchandise from Schlajer's = 


Wis. Leading Brand Neme Hardware 
. when you 























A section of the store. de 


Selling in a New Store 





(utside selling and theater display 


Front of store. 
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Firm's display in theater lobby. 


Vince Weyland, outside salesman, 
phoning a prospect for an ap- 


pointment. 


attract store traffic 


Model display room and ample parking build 
traffic. Do-it-yourself trade and 
contractors get equal selling emphasis 


Hardware and related lines were 
given limited display attention by 
Rosenthal’s in Crystal Lake, III., un- 
til a few years ago when several 
display islands were installed to 
show builders’ hardware and re- 
lated goods. 

Within the past two years the 
firm constructed a modern 40x100- 
ft hardware store with a visual 
front. 

The corner store with ample off- 
street parking space in front is a 
traffic puller of itself. But the 
Rosenthal firm does not depend en- 
tirely upon an attractive showroom 
in a good location. Instead, its 


HARDWARE AGE, JUNE 11, 1953 


story is also taken to home owners, 
prospective home owners, contrac- 
tors and ‘architects by a full-time 
outside salesman. 

Supplementing the efforts of the 
outside salesman is a display in the 
lobby of a local theatre. Rosenthal’s 
and other firms rent display win- 
dows in the well lighted lobby. At 
a cost of $30.00 per month on a 
yearly contract Rosenthal’s corner- 
of-the-lobby space is used to show 
a variety of seasonal lines, displays 
being changed once or twice a 
month. 

A Christmas gift display in the 
lobby pulled so well that stocks of 





items so featured at the store were 
completely sold and merchandise 
shown there had to be removed to 
fill orders. 

The firm’s hardware division is 
managed by Ben Albert, who is as- 
sisted by three inside salesmen and 
Vince A. Weyland, outside salesman 
for all departments of the company. 

Mr. Weyland makes on an aver- 
age of 300 outside calls each month 
on contractors, architects, prospec- 
tive home builders and private 
home owners. Some of the calls 
are incident to planned new con- 
struction, but there is considerable 
business in remodeling kitchens 
and other rooms and in complete 
home modernization projects. 

There are usually five oil fur- 
naces on display in the store, but 
other major items such as refrig- 
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Plumbing displays appeal to "do-it-yourself" trade. 


Dan Albert, right, store manager, sells a power saw to a contractor. 











erators and sinks are sold from 
catalogs. 

In addition to his sale of builders’ 
hardware, kitchen appliances and 
furnaces, Mr. Weyland measures 
older homes for storm windows, 
floor coverings and wall tile. 

One island unit in the store is 
given over to display of rubber, 
steel, plastic and asphalt tile. Al- 
though most customers do their 
own tile installation Rosenthal’s 
will make arrangements with a lo- 
cal tile store to handle the jobs. The 
tile concern is willing to handle 
these contracts to keep its men busy. 

A model bathroom is displayed in 
the center of the hardware show- 
room and is flanked by water heat- 
ers and water softeners. Many 
home owners in the area do their 
own installation work and it is to 
these handy people that many sales 
are made. Rosenthal’s do not do 
plumbing installation work of any 
kind. 

Power and hand tools are sold to 
contractors and home owners, most 
of the larger power units being 
hooked up for quick demonstra- 
tions. A large area in the rear of 
the store is given over entirely to 
displays of heavy duty power tools 
mounted on platforms. Several 
times a year the firm has factozy 
demonstrators on hand, these 
demonstrations being of interest to 
farmers, homeowners and contrac- 
tors. 

The store, built of concrete and 

(Continued on page 72) 


Featured Six Dinnerware Patterns 





The effectiveness of mass display was combined with complete show- 
ings of six different dinnerware patterns. 


With the exception of a decora- 
tive garden screen, some artificial 
spring flowers and a few other at- 
tractive display props, Ott’s in 
Santa Barbara, Calif., concentrated 
on salable merchandise in this dis- 
play. 

Six different patterns of high 
quality dinnerware were shown in 
a semi-open back window. One of 
several spring windows installed at 
the same time as this was the larg- 
est given over to an individual 
type of merchandise. 

Charles F. Edwards, who heads 
the firm’s advertising and display 
activities was responsible for this 
eye-catching display. 
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Special Room Sells More Paint 





What would you do if your paint 
volume was steadily declining? 

Meanley & Son Hardware in La 
Jolla, Calif., was fighting a losing 
battle in the firm’s efforts to in- 
crease paint volume. The owners 
discovered that a big factor in its 
declining paint sales was the lack 
of privacy when people wanted to 
discuss painting and decorating 
problems. 

Paint was in too good a traffic 
spot—nearly everybody passed 
through the section causing nu- 
merous lost sales because of inter- 


Privacy and quiet of separate display 
room helped California firm increase paint 
volume to $1,000 per month 


ference when a prospect was get- 
ting advice, they decided. 

Builders’ hardware had previ- 
ously been placed in an enclosed 
area in the store to overcome the 
disadvantages of the lack of pri- 
vacy. The idea proved successful 
and was adopted for the paint de- 
partment. The firm’s paint and re- 
lated goods are now displayed in a 
specially constructed room in the 
back of the store. It may easily be 
seen from the housewares section, 
but is still a separate room. 

A ledge atop the wall separating 


housewares and paints is utilized 
for showing large containers of 
paint and related items together 
with manufacturers’ display units. 

Since the separate room was 
created paint and related line sales 
have shown an increase of 30 pct 
and now average about $1,000 a 
month. Manuel Grajeda, Jr., sales 
manager of the store, says, ‘““Under 
the old setup it was extremely dif- 
ficult to concentrate on the prob- 
lems of your prospect. Now we 
are able to concentrate on each cus- 
tomer’s problems and thus give bet- 





Paint display room as seen from the housewares section 


HARDWARE AGE, JUNE 11, 1953 


59 








celebrat 
ress by 


Interior of new display for paint and related lines. 


ter service with resultant higher Removal of the paint displays to larger stocks of sporting goods ard 
sales.” the special room meant that the major appliances in the old front- 


It cost the firm about $1,500 for firm had greater space for showing of-the-store paint section. 


lumber and labor to create the 
15x15-ft paint room with outside 
panel of %4-in. plywood and pine 
ceiling, compartments and shelving. 
Outside and inside woodwork were 
varnished and the same rubber mat 
floor covering as that used in the 
main display room is utilized in the 
paint display room. 

Each corner of the fluorescent- 
lighted paint department is oc- 
cupied by a 32-in. special compart- 
ment for showing brush stock and 
thinners, etc. There is also a color z ' 
bar. Solid shelving in 18 and 24- ; ! pass joer ty — parable 
in. widths lines the walls of the ' ie = Smith 
paint department and gives room ce a times i 
for 25 pct greater stock display : a m4 f ga is more 
than in the former front-of-the- —" — eo. a: what c¢ 
store department. cs ; : | sh want it, 


All exterior paints are now shown , times he 
a7 : Part of the completely equipped model kitchen at the Kellner Hard- 
on one side. A center table of > P ° . 

, ti ow deuiinans ware store in Cuba City, Wis. It has numerous home-like touches Masih aiid 
tiie age ote on online etal including a window with draperies and curtains and growing plants esse 
ene engl prem iig ntcnd allows in different locations. Located near the firm's water systems dis- the ae 
space for a 36-in. aisle for easy traf- play it helps sell the purchaser of a water system on the idea a 
fic movement. that a model kitchen is a good idea. 


Model Kitchen Appeals to All Visitors 


away fo! 
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Remodels in stages 
to increase profits 


Celebrates 52 years of operation by completion 
of exterior and interior modernization. Successful 
store turns from a landmark into an eye-catcher 


Smith’s Hardware Store at 1304 
Jefferson Ave. in Buffalo, N. Y., has 
long been a neighborhood landmark. 
Founded 52 years ago, the store 
celebrated its half-century of prog- 
ress by starting a step-by-step mod- 
ernization program. 

Bedford Smith, grandson of the 
founder, started to attain a new 
face and a new interior for the dis- 
play room in April, 1951. By 
spreading the improvements over a 
period of more than a year the firm 
was able to conduct business with 
a minimum of inconvenience to cus- 
tomers and the staff. 





- goods ard 
old front- 
n. 





Program Is Paying Off 

The remodeling program is pay- 
ing off in increased volume. The 
year 1951 was the best in the firm’s 
history until that time. Sales for 
the first four months of 1952 ran 
11 pet ahead of the same period in 
1951 with May, 1952, volume soar- 
ing 33 pct over that of the com- 
parable period in 1951. 

Smith’s turned its stock 2% 
times in 1952, but Bedford Smith 
is more concerned about having 
what customers want, when they 
want it, than about the number of 
times he turns the firm’s stocks. 

“Complete assortments,” he says, 


Part of the new tool department—one of several sections which 
now have larger variety and higher sales volume. 








ches 


plants “are our most powerful competitive es ee a ee , 
s dis- weapon. We dislike nothing more Studying a new item are, left to right: Eugene Habitzruther; Stewart 
idea than to have to send a customer Smith, son of the founder and Bedford Smith, third generation of the 
away for lack of an item we should family to participate in the business. 
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have in stock. For this reason, we 
carry large stocks throughout the 
year, even at the risk of having 
heavy inventories.” 

A new modern front with reces- 
sed all glass entrance and a large 
overhead sign completed exterior 
improvements. The old _store’s 
floor was eight inches above the 
street level with the old-fashioned 
step in front providing a hazard for 
women with strollers and shopping 
carts. The floor is now level with 
the street, the cause of many favor- 
able comments. 

Although fixtures that encourage 
self-service are used throughout the 
store, Mr. Smith says, “We have 
made no particular effort to push 
the self-service idea, believing that 
the average hardware store cus- 
tomer still likes the assistance of 


salespeople. Our new fixtures en- 
courage people to browse and to 
buy more related items of merchan- 
dise.” 

With improvements in the store’s 
layout, merchandise assortments 
have been expanded. 

Lacking off-street parking facili- 
ties, Smith’s Hardware depends 
chiefly upon neighborhood business. 
Mr. Smith admits that it is difficult 
to pull customers from other sec- 
tions of the city when he can offer 
no parking facilities. 

Residents of the Jefferson Ave. 
area are the backbone of the firm’s 
business. Many customers have 
dealt with the firm for more than 
40 years. Some customers who 
have moved out of the immediate 
neighborhood continue to patronize 
the store. 





Tool and housewares displays 
have been considerably expanded 
with the new fixtures, the latter 
having a more prominent location. 
Paint displays have been decreased 
to show just the fast moving 
shades, types and quantities. Slow 
items are now kept in the stock 
room. 

An island just inside the en- 
trance is used to feature seasonal 
goods with changes being made 
constantly. 

The firm advertises in a neigh- 
borhood newspaper with a quarter 
page insertion most weeks to fea- 
ture both regular stocks and spe- 
cial items. 

Smith’s Hardware was _ estab- 
lished by Stewart Smith’s father. 
Today it is operated by Mr. Smith 
and his son, Bedford. 


Classifies Gift Customers to Sell All Types of Trade 


Haller’s Hardware in De Kalb, 
Ill., was a man’s store when Ken- 
neth Haller started business 12 
years ago. Located near a number 
of industrial plants his first thought 
was that men’s lines were all he 
needed. He learned that he was 


wrong and started increasing his 
stocks of both utility housewares 
and gift goods. 

The recently remodeled house- 
wares and gift section was given 25 
ft of wall space, and fully 25 pct of 
the entire floor area of the store. 


Women customers are now buying 
more gifts from the store than at 
any previous time. As a bid for 
more trade with men customers, 
the tool and paint sections are now 
being remodeled. 

Mrs. B. Sanderson has had com- 
plete charge of selling in the gift 
section for several years and has 
been increasing sales and profits 
for the department at a rapid rate. 
She has three types of gift buyers 
in mind and concentrates her sales 
planning to meet their needs. 





Table settings near visual front windows attract passers-by. 


Group 1 is the $1 bridge party 
gift buyer. Such a customer may 
come in looking for as many as 10 
items at or below the $1 figure. A 
wide selection of gift goods is ar- 
ranged in one area for just this 
trade. 

Then there is Group 2 seeking 
shower gift items, mostly in the $3 
bracket. This group numbers many 
of the firm’s steady customers. 
From them Mrs. Sanderson gets 


many suggestions as to additional 


items that would be good sellers. 

The third type of gift customer 
is the one seeking wedding gifts 
priced from $5 and often higher. 
In this class it is not unusual for 
several women wishing to pool their 
gift money for a single higher 
priced unit or for a group of sev- 
eral moderately high priced related 
types of merchandise. 

Unless an unusually expensive 
type of wrapping is desired, gift 
wrapping service is provided at no 
extra cost. 

Mr. Haller and his staff re- 
modeled the gift section during 
store: hours in the winter. The 
ledge atop the wall units has con- 
cealed fluorescent lighting and all 
shelving in the section is of glass. 
A small area near the front of the 
store is devoted to table settings in- 
cluding flatware and purely decora- 
tive items. 
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atmosphere builds volume in 


BARBACUE GOODS 


Establishment of complete department brings seven-fold 
increase in these lines. Plans advertising to 
carry section’s story over wide area 


Barbacue goods were an inactive 
line at the Clark Dye Hardware 
store at 210 S. Main St. in Santa 
Ana, Calif. until last year. Now 
they are a real profit making part 
of the business as the result of a 
display suggesting a patio. 

Says Harold R. Pomeroy, store 
manager, “We sold but two barba- 
cue outfits in the first half of the 
season with spot displays by the 
windows and front doors. They 


were next to garden supplies and 
power tools. 

“Two months before the end of 
the season we made a special patio 
setting in the far corner of our 
housewares section. They were 
placed against a brick pattern pa- 
per pasted on the wall. This treat- 
ment resulted in our sale of 15 com- 
plete sets of barbacue equipment, 
plus heavy sales of charcoal, chef 
accessories, outdoor table service 


and cookware. We think that our 
barbacue outfit sales wil be about 
$3,000 this season, plus the addi- 
tional volume of related serving 
items and housewares lines.” 

The display includes a barbacue 
outfit, fully equipped on a display 
platform with a complete selection 
of charcoal and briquets and ex- 
tends for 50 ft along the wall. 

Once such a department begins 

(Continued on page 76) 





Strongly suggesting a private home patio is this well equipped barbacue display. 
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This mass display makes it 
open season for paint sales. 


12 Months of 


Featured Display Promotions | =: 


Perm 
tained 
practice 

Both 


Selling at Bostrom’s in Phoenix, Ariz., encompasses makes gardening a full year’s activity. The open sea- been se 
a number of special factors not generally found in son for barbacues, picnics, and other lawn activities Placing 
other hardware stores. Not the least of these is the also extends through the full 12 months. encoura; 
weather. For Bostrom’s that means special effort must be The g 
The climate, which is largely responsible for the made to inject into the store’s merchandising some of women. 


rapid growth and development of the community, that lift other stores get from the change of seasons. keeps 
seven se 





Guns and ammunition are the background 
for this display of related merchandise. About 30 patterns of china are mass displayed. 





oe 


= ce 
4 


a 
‘ 4 ry . 


: 
me ‘ be 









a bs 


& 











. td ~ —_ - 
” -_-—- 2 ° i= * - 
2 bf ae a} (ia & 
. Ye A? “Kig 








° Mrs. Mary Lou Stevens, buyer, and 
int sates. W.H. Bostrom, owner, at the popu- 
lar gadget display. 


It’s done by building special feature promotions 
that keep customers actively interested. 

While the allotment of space for the various mer- 
chandise sections is permanent so that customers can 
count on finding things in the same place from one 
visit to the next, there are special displays to feature 
certain of the merchandise. The store front is 

Permanent displays of gardening supplies are main- its own dramatic 
tained because the outdoor living is a year-long promotion. 
practice. 

Both the gardening and barbacue departments have 
been set up under attractive, shingled roof displays. 
Placing them in different parts of the store, traffic is 
encouraged to flow past related and other lines. 

The gadget counter is one of the most popular with 
women. As an example of its extensive stock, the store 
keeps five different types of french fry cutters and 
seven separate salad shredders on display. 
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Roy We 


It Takes Inventory 


To Make Toy Profits 


Large assortments displayed and promoted throughout 
entire year build volume sales to a Christmas peak 


“If you are going to have a toy 
department in your hardware store, 
you’ve got to display and stock a 
large assortment of toys all the 
year in order to realize the most 
profit.” 

That is the opinion of Roy Welch, 
who for 25 of his 40 years as a 
hardware man has made a toy de- 
partment an _ important profit 
builder in Welch’s Hardware at 129 


E. Wisconsin Ave., Oconomowoc, 
Wis. 

Mr. Welch carries from 15 to 20 
pet of his total store inventory in 
toys and at Christmas, that per- 
centage is raised to 25 pct. 

Though Christmas is the peak 
selling season for toys, experience 
has shown him that maximum toy 
sales during that holiday season de- 
pend upon the promotional build-up 


Roy Welch shows a prospect a doll in his permanent toy department. 
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a 12-month toy department pro- 
vides. Customers who buy their 
toys from other outlets, Mr. Welch 
has observed, feel no compulsion to 
buy their toys at a hardware store 
just because it’s Christmas. 
Though Christmas is the biggest 
toy season and people spend more 
for toys then than at any other 
time, toys are still 12-month sellers. 
Mr. Welch outlines the year 








Sidney Welch, grandson of Roy Welch, demonstrating electric trains. 
The store maintains a repair department for trains and equipment. 


‘round potential in this manner: 
“Suppose that a child receives sev- 
eral toys for Christmas. He may 
receive as many for his birthday, 
or his parents may buy one birth- 
day toy which is more expensive 
than the several Christmas toys. 
“Then there is Easter, and toys 
for summer vacations, such as 
beach toys. Toys know no season. 
And when you add up the entire 
year’s toy sales, they will exceed 
Christmas volume if that depart- 


ment has an established reputation. 


In merchandising toys, Mr. 
Welch points out that there is a 
difference between selling them and 
just wrapping them up for a cus- 
tomer. And that difference means 
a large or a small profit. 

By selling toys, he means making 
those extra sales which require 
good assortments in price and type, 
and applying salesmanship to them. 

“When a customer comes in and 
says, ‘Jimmy has everything,’ you 
have to be able to show him lots of 
different things if you want him to 
buy,” says Mr. Welch. “And many 
times they come in for one thing 
but will buy something else if you 
use salesmanship.” 

Price range at the store is from 
under $1 to $29.95 for steel con- 
struction sets, and higher for elec- 
tric trains with all available extra 
equipment. However, most of the 
toy department’s stock is in the 
$1.95 to $4.95 category. 
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toys available. Some appear on the 
market one year, and you never see 
them again. Others remain and 
become old favorites. 

“Cowboy pistols have to yield to 
ray-guns as space cadets take over 
from Roy Rogers. Yo-yos come and 
go, but blocks go on forever. 

“Some toys are made only for 
the Christmas season, and you have 
to order in July. Others are avail- 
able the year ’round. 

“T don’t see how a merchant who 
stocks toys only at Christmas can 
have a good selection for only 
through years of buying can you be- 
gin to get a feeling for the toys 
that will be repeat sellers and those 
that will be a one-time buy.” 

One of the toy buying angles Mr. 
Welch points to is tricycles. It is 
necessary to have graduated sizes 
in those wheel goods or many sales 
will be lost. 

Another angle in merchandising 
is a repair department for electric 
trains. “If a train is broken, or 
some of the accessories become 
damaged,” he says, “you can’t ex- 
pect to keep selling new equipment. 
And if the customer finds out that 
repair service is available else- 

(Continued on page 74) 


As in any department of a hard- 
ware store, toy profits depend upon 
wise buying. “But,” says Mr. 
Welch, ‘‘no other department offers 
the problems in buying that a toy 
department does. 

“There is an infinite variety of 
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You'll meet us (and more) in the forthcoming “Ages” 
We're shown as cartoons, but alas, we're quite true. 
We're the sales folk who lose many deals for you owners, 
And our warning is: “Don’t let us happen to YOU//* 
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Four Turnovers on $38,000 
Sporting Goods Inventory 


A team of three specialists in 
various types of sporting goods 
makes that department one of the 
big profit producers at Bakersfield 
Hardware at 2015 Chester Ave. in 
Bakersfield, Calif. 

Fisk Harlow, head of the firm, 
reports that the average inventory 
of the sports section runs from 
$35,000 to $38,000 and makes 
about four turnovers a _ year. 
Kickoff fom summer fishing tackle 
sales is in April during Hardware 
Week, when advertised specials 
include some items for anglers. 


Information for Customers 


Bill Dary is in charge of buying 
and selling fishing tackle. Asso- 
ciated with the firm for many 
years, he is its window trim ex- 
pert, an all around hardwareman 
and an angler who knows every 
stream in Kern and neighboring 
counties. Bill can tell customers 
and prospects where to find the 
best fishing grounds. His efforts 
in the store are backed up with 
newspaper and radio spot an- 
nouncements until some time in 
October. 

As tackle sales begin to ease, 
the department starts to heavily 
promote team supplies and hunt- 
ing supplies and ammunition. 

Court Jones, who had 19 years’ 
experience in the sporting goods 
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Three specialists in California store help firm 
do a 52-week job on wide variety of outdoor 
sports items. School team sales account 

for 60 pct of department’s volume 





Richard Harlow, left, son of the owner, Fisk Harlow, and the firm's 
three sports specialists, Court Jones, Bill Dary and Glenn Ware, look 
at some new merchandise. 


department at Bullock’s Depart- 
ment store, prior to his association 
with Bakersfield Hardware, 
spends three days a week on out- 
side contacts. His outside work 
takes him to schools in Bakersfield 
and to towns as far as 120 miles 
away. He offers complete selec- 
tions of physical education equip- 
ment and team supplies including 
uniforms. 


Mr. Jones’ part of the sporting 
goods department accounts for 
fully 60 pct of the department’s 
full volume. 

Glenn Ware, the third specialist 
in the sporting goods section, has 
been with the company for 25 
years. Local hunters are well 
known to Mr. Ware. He is a di- 
rector and past president of the 

(Continued on page 76) 
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Advertising and parking 


—overcome disadvantages of layout 


Washington dealer in industrial area attracts 
traffic with regular advertising, good 

store layout, special service and convenient 
parking. Doubled volume in three years 


It takes merchandising effort to 
overcome the difficulties of setting 
up a new retail hardware store in 
an unfavorable location. 

Olympia Supply Co. at 625 Co- 
lumbia St. in Olympia, Wash., off- 
sets its location—about two blocks 





from the downtown shopping area 
—by combining effective advertis- 
ing, good parking facilities, special 
services and a good store layout as 
ingredients to attract profit-build- 
ing store traffic. 

And the store is making good 





progress as shown by its doubling 
of its first year’s volume in three 
years. 

Olympia Supply’s business was 
strictly in industrial supplies from 
1910 to August, 1949 when a retail 
store was opened in one corner of 


‘ 


ee 


Neatness and brightness are most evident in the display room. 


70 


HARDWARE AGE, JUNE 11, 1953 











the firm 
unit was 
Ben Be: 
founder | 
The th 
sidered | 
middle of 
ping dis 
doing so 
the high 
have to n 
Olympi 
lation an 
cities ha: 
lem in it 
tricts. Ih 
ply’s cus 
fairly go 
addition 
lot across 
with spac 
of the ti 
trade. 
The th 
retail sto 
paper ady 
of Olympi 
cated and 
They coi 
both ney 


HARDWA! 





; doubling 
> in three 


iness was 
plies from 
on a retail 
corner of 

















U-shaped wrapping table is located about two-thirds of the way from the front. 


the firm’s warehouse. The retail 
unit was the idea of Percy, Milt and 
Ben Bean, sons of Earl Bean, 
founder of the company. 

The three brothers seriously con- 
sidered renting a location in the 
middle of the city’s downtown shop- 
ping district, but refrained from 
doing so because of concern over 
the higher overhead they would 
have to meet. 

Olympia is a city of 16,000 popu- 
lation and like many even larger 
cities has an acute parking prob- 
lem in its downtown shopping dis- 
tricts. In its location Olympia Sup- 
ply’s customers can usually find 
fairly good curb parking space. In 
addition the firm owns a parking 
lot across the street from the store 
with space for 10 cars, ample most 
of the time for the needs of its 
trade. 

The three brothers started their 
retail store operations with news- 
paper advertising to let the people 
of Olympia know where they are lo- 
cated and what they have to offer. 
They continue advertising with 
both newspaper and radio an- 
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nouncements, Current advertising 
budgets call for expenditure of a 
sum equal to two per cent of esti- 
mated sales for this year. Most of 
the firm’s retail advertising is in 
newspaper columns although some 
radio spot announcements are used. 


A professional advertising man 
handles all details of their newspa- 
per and radio ads. 

Advertising schedules are heavi- 
est in the spring, during Hardware 
Week and in the Christmas mer- 
chandising season. In these three 





This corner lives up to its name as a Toy Shop. Only easily damaged 
toys are shown behind glass. 











Tools—hand and power—are arranged for easy inspection. 


periods some full page ads are used 
with copy specifically prepared for 
Olympia Supply. The objective dur- 
ing the firm’s heavier advertising 
periods is to use attention getting 
devices to make readers want to 
look for the store’s advertising 
throughout the year. A consider- 
able portion of the retail advertis- 
ing is on a co-operative basis. 

Spot radio announcements are 
used mostly during special promo- 
tion periods to tie-in with newspa- 
per copy. 

Because women do a large por- 
tion of hardware store shopping it 
was essential that the store’s lay- 
out and appearance be attractive 
to the feminine trade. This was 
thought to be particularly neces- 
sary with the store’s location in an 
industrial district. Open display, a 
modern, well-lighted interior, and 
neat and clean stock arrangement 
are all part of the pattern to attract 
feminine trade. 

When first opened, the retail 
store occupied 1,200 sq ft of dis- 
play space. It now utilizes the 
original 40x80-ft show room and a 
corner room for a 52-week toy dis- 
play. Ample fluorescent and incan- 
descent lighting supplement day- 
light illumination from windows 
along one entire wall and at the 
end of the display room. 

To be sure that stock and fixtures 
are kept clean and neat a high 
school boy works after school on 
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week-days and all day on Saturdays 
at housekeeping. His chief re- 
sponsibility is to keep merchandise 
and display fixtures in clean and 
orderly condition, but he does help 
with sales on busy Saturdays. He 
is the only in-store employee of the 
three brothers who do their own 
selling. 

Stock for the retail store is or- 
dered in quantities that will enable 
rapid turnover and in amounts that 
will not make it necessary to tie up 
very much capital in any one type 
of merchandise. On items not in 
stock quick pick-up is provided 
whenever possible. 

Another service is free delivery 
in all parts of’ Olympia and in sur- 
rounding rural areas on even small 
orders. 

Toys have served as a good 12- 


Ben Bean, one of the owners, sells 

garden goods in section just inside 

main entrance. Garden goods go on 
display in February. 





month traffic and profit builder for 
the store. The firm’s 52-week toy 
section was installed for the first 
Christmas season and has been re- 
tained since that time. Excepting 
for the holiday shopping season, 
toys occupy a small corner of the 
display room; but during Christ- 
mas season they are shown on a 
number of fixtures. 

For the store’s first Christmas 
season a stock of about $1,500 
worth of toys was shown. It was 
completely sold out several days be- 
fore Christmas. The following sea- 
son toy stocks were expanded. Vol- 
ume in these lines now runs about 
$15,000 a year, two-thirds of sales 
being for the Yuletide trade. 

Toy sales are helped by the policy 
of seeking to have the largest selec- 
tion in the city. 


Outside Selling and Theater Display 


(Continued from page 58) 


steel has wide front and side ex- 
panses of plate glass windows mak- 
ing large portions of it clearly 
visible to all traffic on two thorough- 
fares—one a highway and the other 
a local street. Fluorescent strip 
lighting, numerous spotlights and 
visual front and side make the store 
an exceptionally well lighted one. 
Fixtures and floor plan were pro- 
vided by the Illinois Retail Hard- 
ware Association. 


The showroom adjoins the firm’s 
building materials yard. It is built 
about 50 ft from both the front and 
side thoroughfares with concrete 
base parking spaces which will ac- 
commodate as many as 25 passenger 
cars and trucks at one time with- 
out crowding. 

Officers of the company are Paul 
Rosenthal, president and treasurer 
and R. P. Rosenthal, vice-president 
and secretary. 
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: ol policy No matter what kind of hunting your customers prefer, you can feel 
rgest selec- confident recommending Peters ammunition to them. Peters has 
the smashing power hunters want for every kind of game. 
You won’t have to “‘sell” either, for more and more shooters are 
asking for Peters ‘‘ High Velocity.”’ The biggest advertising program 
f in Peters history is under way—aimed at your customers. That 
means more sales for you. So, be ready with a full stock of the entire 
} the firm’s Peters line. Remember, in sales—as in the gun—there’s no more 
It is built powerful ammunition in the world than Peters “High Velocity.” 
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OU PONT PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity’ is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
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Jack be nimble, 
Jack be quick, 

Jack jump over 
The Candlestick 


A sprin 1g customer 
we missed... 













Jack's famous spring over the candlestick hap- 
pened long before our time—else he probably 
would have placed an order with us for the 
spring he needed. 

If you, too, have a spring problem—any size, 
shape or design—we’re sure our engineers can 
come up with the right answer. Why not take 
advantage of their long and specialized expe- 
rience. Write or call Sales and Engineering, 
2 New Bond Street, Worcester, Mass. 

THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION—Ookland, California 
WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston * Buffalo 


Chicago * Detroit * New York * Philadelphia 
1291 


WICKWIRE SPRINGS 


AND silo eascoh. lpi (FJ 





It Takes Inventory 
(Continued from page 68) 


where, you stand a good chance of 
losing that business and other sales 
too.” 

Most of the toys at Welch’s are 
shown on one large display unit 
and in wall display cases surround- 
ing the island fixture. During 
Christmas, display space is en- 
larged. 

Though this means doubling up 
merchandise in the regular depart- 
ment, displaying toys in mass com- 
pensates in the number of sales it 
makes. During the holiday also, 
window display feature toys, and 
then again in the summer, when the 
resort business at the nearby lake 
is in full swing, windows show sea- 
sonal toys. 

Important to the store’s toy pro- 
motion is the use of the Billy and 
Ruth Toy Book, 4,000 of which are 
distributed to consumers, by mail 
and as a give-away at the store. Mr. 
Welch also ties-in with national 
magazine toy promotions. 

In a small town such as Oconomo- 
woc (population 5,500) the small 
merchant depends upon selling the 
same customers many times, re- 
ports Mr. Welch. And the residents 
of his town have always been re- 
sponsible for the bulk of his busi- 
ness with the resort trade and sum- 
mer home residents giving it an 
extra fillip. 

Now he finds that not only does 
he still get this business, but sum- 
mer people, living in Milwaukee, 
about 30 miles away, return to his 
store during Christmas to shop for 
toys. This demonstrates to Mr. 
Welch that it pays to establish a 
reputation for toys or any other 
kind of merchandise. 





Dollar Day Gimmick 


Merchants of Galesburg, IIl, 
used a gimmick that increased in- 
terest in their Dollar Day promo- 
tion. After sufficient publicity, the 
Chamber of Commerce called num- 
bers picked at random from the 
phone book. Those who answered 
the phone by saying, “Wednesday 
Is Dollar Day in Galesburg’ were 
rewarded with a fresh dollar bill. 
The phoning was done two days 
before the sales event. 
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WHAT HAPPENS AT 






®RUBBER HOSE SHATTERS LIKE GLASS 


eOIL HAS THE CONSISTENCY OF GUM 
eput THIS POWER PRODUCTS 
encins SEARTS 


Except for modifications to 
adapt it for extreme cold 
weather use, this engine is 
identical in basic design to 
the standard lawn mower 
engine shown at the right. 








you can recommend the POWER PRODUCTS as the 
world’s “EASIEST TO START” engine 


IT’S A FACT... Power Products engines supplied for certain Air Force applications actually start and 
perform at temperatures as low as —75° Fahrenheit. 

The same characteristics that make it possible to start Power Products engines under even such extreme 
conditions, assure you that you can tell your customers with confidence — and prove it — that the 
Power Products LIGHTWEIGHT is the world's ‘‘Easiest to Start'’ engine. 


THESE ARE ALSO FACTS... 

© It is the world’s most truly LIGHTWEIGHT engine. Standard 4-cycle engines of similar horsepower 
are over 3 times heavier . . . and even so-called Lightweight 4-cycle engines weigh 50% more. 

© It is the world's easiest engine to service and maintain. With only 3 major moving parts, there is 
less to wear out, less to repair, replace or maintain. 

© It is the world's most widely accepted engine for rotary lawn mowers. Over 60% of the rotary lawn 
mowers currently being produced are powered by the Power Products LIGHTWEIGHT, 

BE SURE that the equipment you sell is powered by the Power Products LIGHTWEIGHT. You can recom- 
mend it with confidence. 


POWER PRODUCTS CORPORATION 
GRAFTON, WISCONSIN 


2-CYCLE GASOLINE ENGINES 
1 TO 4 HORSEPOWER 
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KESTER 
METAL MENDER 


IT SELLS for you 
IT SELLS again and again 


The original small package of Acid-Core Solder 
introduced 30 years ago! Often imitated but never equaled. 
The flux is of the Kester proven formula ... correct 
diameter (1/8th inch) for best work. 
Remember, Kester is not a solder with Jess Tin 
so that it can be offered to you at a lower price. 


FREE: “Soldering Simplified” 16 page booklet on 
how to solder most anything. Write for your supply. 


KESTER 
SOLDER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 


Newark 5, New Jersey @ Brantford, Canada 














Builds Volume In 
Barbacue Goods 


(Continued from page 63) 


to attract interest it is a rapidly 
growing business, reports Mr. 
Pomeroy. Barbacue equipment is 
sold chiefly by the men of the store, 
the pottery and other accessory 
items being sold by women in the 
dinnerware department. A sales- 
woman is assigned to the barba- 
cue section at the height of the 
season, 


Five Numbers Featured 


Five different numbers of barba- 
cue outfits are featured in the patio 
display and a sign inside the store 
entrance calls attention to the com- 
plete department in the rear of the 
main floor. 

Wall shelving in and next to the 
patio is used to feature outdoor 
serving equipment, colored cocktail 
accessories—mostly metal, pottery 
items and woodenware adapted to 
outdoor serving. 

Plans for the future call for 
newspaper : advertising with illus- 
trations of some of the items of- 
fered and with copy highlighting 
merchandise ‘‘to be seen along the 
store’s patio wall.” 


Four Turnovers In 
Sporting Goods 
(Continued from page 69) 


Kern County Fish & Game Asso- 
ciation. At the association’s an- 
nual barbecue, attracting 6000 
people, he personally knows and 
visits with many of its 4000 mem- 
bers. Particularly interested in 
hunting for ducks and quail, he is 
also a member of the Kern County 
Wild Life Commission. 

Hunting and fishing supplies 
are displayed on 30 ft of shelving, 
fronted by 30 ft of glass display 
cases. Baseballs, gloves and caps 
are shown on four open tables. 
Golf equipment is shown on 10 ft 
of wall space, other athletic sup- 
plies are displayed on wall shelv- 
ing. 

The store is affiliated with 
Southwest Hardware Co., Los An- 
geles, dealer-owned wholesalers. 
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No. 912C 
Merchandiser with 
assortment of Power 
Auger Bits 


a 


Power Auger Bit 








No. 911 






Power Auger Bit Set 













$i 


Hand Auger Bit 








No. 904C 
Merchandiser with 
assortment of Hand 
Auger Bits 






Bore both hard and soft woods 
Sizes from %" to 1%" diameter 


SETS AND MERCHANDISERS 
Hand auger bit set consists of 6 bits in 
an attractive blue and yellow plastic 
roll. Sets are packaged in cardboard 
boxes and when placed on display, 
lend color to shelves and counters. 
Merchandiser rack is a practical com- 
bination display and container for an 
assortment of bits and sets. 


CARBIDE MASONRY DRILLS 


Regular Spiral and Fastlead Carbide 
Masonry Drills easily penetrate con- 
crete, cement, brick, slate, marble, stone 
and masonry. Fastlead type is recom- 
mended for highest efficiency on tough 
jobs. Available in sets or individually, 
both types produce clean accurate 
holes. Diameters from Ye” to Y2” for 
VY," chucks, diameters from Ye” to 1%” 
for Y2” chucks. 


Write Today for Hardware Catalog H-2 


No. 901 
Hand Auger Bit Set 


Seas 


Regular Spiral 











Carbide Masonry 
Drill Set 





Fastlead 







Order from your Hardware Jobber “Mahers of Fine Tools Since 1848" 


WHITMAN & BARES 


PLYMOUTH, MICHIGAN 
NEW YORK e¢ CHICAGO e LOS ANGELES e 












HOUSTON 
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Watch for This New Counterfeit Money! 


Here is the latest information on new counterfeit bills, as reported by the U. S. Secret Service. 
Train yourself and your salespeople to study all bills so they know where to look for the identi- . 
fication listed below. After a little practice you will be able to check bills quickly and unob- 
trusively, without offending the customer. Keep this page where you can quickly refer to it. 





SERIES 19340 


NEW. COUNTERFEIT $20 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF MINNEAPOLIS, MINN. 


——— ere ae ee 


CHECK LETTER AND 
FACE PLATE NUMBER: K 5! 

















BACK PLATE NUMBER: 676 
Printed on good quality bond paper from plates of superior 
workmanship. General appearance of front reflects gray tone 
accentuated in portrait. Check letter and serial number 
synchronize. Back of note reproduced in dark green lacking 
yellow tint observed in genuine. Under magnification, tiny 
black spots visible in border lathework, shrubbery and trees. Appeared: 3-19-53 
This counterfeit will deceive unwary handlers of currency. SS #1374 

(Card No. 275) 
SERIES 19340 


NEW COUNTERFEIT $20 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF CHICAGO, ILL. 


SD Sas SC GeO BY 


SAERICA| 
00000000 





CHECK LETTER AND 
FACE PLATE NUMBER: C 276 









BACK PLATE NUMBER: 684 











Same workmanship as counterfeit described by Card No. 275 

and reflects same characteristics except back reproduced in 

yellow green tone approximating color of genuine. Hori- 

zontal line topping numeral 7 under check letter and face 

plate number misshaped, slanting slightly downward and being 

blunt at right end. Serial number and check letter do not 

synchronize. First three digits and last three digits of Appeared: 3-23-53 
serial number, G24645113C, identical with serial number SS #1375 

note described by Card No. 275. ‘ (Card No. 276) 


SERIES 1950 








NEW COUNTERFEIT $10 FEDERAL RESERVE NOTE 
FEDERAL RESERVE BANK OF ST. LOUIS, MISSOURI 





CHECK LETTER AND 
FACE PLATE NUMBER: D 103 


BACK PLATE NUMBER: 1312 


=. 
cs ia , . 2 
SER TIS) AA Ye a 








Printed from lithographic plates of better than average work- 

manship on one piece of paper of cheap quality. Rare fidelity 

to detail reflected in portrait except for missing hair lines 

above forehead right and center. Sawtooth points surrounding 

Treasury seal blunt and irregular. Serial numbers do not 

synchronize with check letter and are printed in shade of green 

darker than seal. Serial number digits, as well as prefix and Appeared: 2-16-53 
suffix letters, unlike the genuine intype style. This counter- S$ # 1371 

feit will deceive unwary handlers of currency. (Card No. 27%) 
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on today’s booming 
do-it-yourself trend! 


Holds up to 432 standard, full- 
size 9”x9” tiles! 




























Displays over 240 square feet 
of merchandise! 


Revolutionary new 
GOLD SEAL 


Lets customers see, feel tiles 
without help! Self-service unit 
. +. saves your time! 

Stocks these nationally-known 
Gold Seal products—VinylTile, 
Linoleum Tile, Rubber Tile, As- 


gives you complete tile phalt Tile! 


department for $25 
... 5 sq. ft. of floor space 
puts you in big volume 
tile business! 


Comes stocked with your choice 
of huge tile assortment! 


Entire stock always on display 
... always selling itselft 


Holder on top displays big re- 
prints of current ads! 


Pocket for giveaway copies of 
U-Do-It edition of MY HOME 
decorator books! 100 copies 
yours FREE! 


You're looking at the biggest 
news in the floor covering 
business: the sensational new 


Gold Seal TILE-O-MATIC that sets 


Pocket for easy-to-follow U-Do- 
It instruction folders! 


Pictures and hard-selling copy 
for fast-moving U-Do-it Kit! 


Easy-to-use tile calculator! 


up a complete self-service tile 
Fold-out table for working out 


color combinations with actual 
tiles! 


department in just five 
square feet... that can put [\ ~-—~_ 
you in the booming over-the- ig : 
counter tile field for $25 

. . . that actually pays for 
itself in 2 days of 


8 sets printed price cards and 
plastic holders included! 






average sale! TABLE OPEN—> 
SPECIFICATIONS eee 
Modern black steel wire 
construction; silk-screened 3- 

color display panels; 58%” tall; 
2842” wide; 26” deep; 24 bins, each 
holding 18 9x9” tiles; 432 tile capacity. 





<— TABLE CLOSED 





DONT WAIT! First man in your area to get 
TILE-O-MATIC has tremendous competitive ad- 








Gold Seal U-Do-It program backed by vantage! Call, wire, write your Gold Seal dis- 
° ‘. tributor . . . or mail coupon right now .. . for 
biggest ad campaign any smooth surface complete how-to-get information! 
floor covering company has ever run in... Congoleum-Nairn Inc. 
Wallopi z ' . ' Kearny, N. J. 
oping promotional campaign too! I want to know more about the TILE-O-MATIC. 
Please rush complete information. 
ga 
GOLD sz a 
@eS\ FLOORS and WALLS 
SEAL \ 3 CONGOLEUM-NAIRN INC., Kearny, N.J. ©1083 ADDRESS 
CITY ZONE.....STATE....u=2 
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AMERICANA 


“H" HINGE 


with screws 
2318—for %*’ 
2#319—for flush doors 





The hardware your cus- 
tomers are looking for 
... the most popular line 
you can feature! Every 
““Americana’’ item 

is beautifully formed 

in hammered steel 
finished in “‘Star 
Brite’ Black, An- 
tique, Copper or 
Brushed Brass. 
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offset doors 


AMERICANA 


KNOB 


with screws 





Sc 


Americana 


TODAY'S a PROFITABLE HARDWARE FEATURES 


#391 





AMERICANA 


“HL” HINGE 


with screws 
##320—for fiush doors 
2317—for %'' offset doors 


AMERICANA 


DRAWER PULL 


with screws 
2394 


. WRITE TODAY 
: FOR COMPLETE CATALOG = ® 


STAR 


RWA® Butler 





META 


street, 


Sold through wholesalers only 





Brand Name Selling 
(Continued from page 54) 


company’s advertising, but he also 
urged fellow merchants in his city 
to enter the national competition. 

Mr. Haugen also devoted a lot of 
time to writing to the manufactur- 
ers of nationally-advertised lines 
that he handles, urging them to 
enroll and support the work of the 
Brand Names Foundation. 

As a result of this he managed 
to get a number of leading hard- 
ware and houseware manufacturers 
to become members of the Founda- 
tion and he also got others ac- 
quainted with its work. 


Played Up Locally 


At the local level, he instigated 
an Appleton Brand Names Week. 
He invited all manufacturers of na- 
tionally advertised products with 
plants in Appleton and its environs 
to provide samples for the purpose 
of a window display. The purpose 
of this was to make the local citi- 
zens conscious of the part that na- 
tionally known brands play in the 
economic well-being of the local 
community. It also instilled pride 
in local manufacturing and prod- 
ucts. 

Mr. Haugen also brought to Ap- 
pleton as his house guest, Dr. 
Nicholas Nyaradi, whom he had 
met at the 1952 Brand Names Day 
program, in New York, when Dr. 
Nyaradi was one of the principal 
speakers. 

Dr. Nyaradi, spoke at a meeting of 
business and civic leaders in Ap- 
pleton, and his visit produced many 
inches of newspaper publicity as 
well as radio comment. All this 
reflected credit to the local hard- 
ware store. 

However, all of this side effort 
on the part of Mr. Haugen and his 
store staff had no bearing on the 
store being cited for first place 
honors in this year’s competition, 
as all of the presentations were 
judged by an impartial panel of 
judges, all of whom were winners 
in the 1952 competition. . 





The next article in this 
series of brand name mer- 
chandising will describe the 
methods used last year by 
Jackson Hardware, Dur- 
ango, Colo. 
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one 
reason... 


Traffic-drawing 
Specialties 


What's 


behind the i 
volume |e = 










MAGHT 


OPERATES ON AUTO BATTERY 


sales 

at today s 
Electric 
Counter? 


LOTS OF LIGHT AT 
ANY PART OF CAR 


fasny 4 
iNsrause” yaad 


SCREWS 10 Doo ies 


— / | | & e!. 


AUTOMaric¢ SWITCH 


Dy 


Items that attract attention. Items that serve lighting es 
needs in unique new ways like the new install-it-yourself, 
Monowatt Closet Light, the convenient Hang-up Night 
Light, the Auto Handy Light. Specialty items that are 
good sellers, and help you do a good selling job on your 
entire electrical department. 


Your entire store benefits 
from what's happening 
at today’s Electric Counter 


fhiabtena 


WIRING DEVICE DEPARTMENT, GENERAL ELECTRIC COMPANY ° PROVIDENCE 7, R. 


Traffic-drawing electric specialties are merely one phase 
of Monowatt’s “counter offensive”. Eye-catching packag- 
ing, powerful national advertising, and good gross margins 
make the Monowatt line one of your top profit-producers. 
Stock and display the complete line — the traffic drawing 
specialties, and the steady-selling staples. 
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Sheet Metal Men See Need 
For Better Merchandising 


Distributors at two-day annual spring meeting 
told they must educate dealers to be better 
business men. More creative selling necessary 


At the 43rd annual Spring meet- 
ing of the National Association of 
Sheet Metal Distributors, held May 
14 and 15 in Columbus, Ohio, 100 
distributors met to study methods 
to improve the promotion of their 
lines from manufacturer through 
wholesaler to the retailer and the 
ultimate consumer. 

Newton T. Hess, vice-president 
in charge of sales, Vorys Brothers, 
Inc., Columbus 8, Ohio, presented 
his thoughts on how to educate the 
tinner, roofer, and sheet metal 
worker in merchandising practices. 

He said that the primary job in 
merchandising for sheet metal dis- 
tributors is to conduct their busi- 
nesses so that their customers feel 
they are dealing with the finest 
house. And to teach the customer, 
also, to conduct his business so that 
the ultimate consumer believes he 
has found the best furnace man, 
roofer, or sheet metal mechanic 
there is. 

“If we can help train him (the 
customer) to do a better job,” he 
said, “we stand a good chance of 
having the consumer buy from 
him. Then we have truly made a 
sale.” 

Remarking that merchandising 
starts with buying, the first job is 
to teach the customer to be a good 


82 


National 


buyer, he said. “He must be helped 
to decide what he wants to sell, to 
buy some of it, and to go out to sell 
the product.” 

He must be taught about credit 
—when to extend it, and when it is 
dangerous, said Mr. Hess. He must 
be taught to be a good collector; 
to maintain good credit; to pay his 
bills on time; to understand the 
meaning of cash discounts; to keep 
his business records so that he will 
know where, how, and when he is 
making a reasonable profit. 

Continuing, Mr. Hess said the 
dealer must also be taught to know 
his product; its engineering and 
application. 

“We must show how he can buy 
in large quantities,” he said, “to 
get protection against the ‘hatchet- 
carpenter’ type of competition; not 
to engage in pool buying. 

“Teach him why he should own 
his own trucks, and make his own 





ALEXANDER THOMSON 
President 
Association Sheet Metal Distributors 


deliveries; why he should pay his 
own business expenses; why he 
should not ask, accept, or encourage 
long term credit, advertising allow- 
ances, or any services, which are a 
part of the retail function.” 

These goals could be achieved, he 
said by “first training our own per- 
sonnel.” 

Narrowing those precepts to his 
own company, Mr. Hess pointed 
out “We hire the best people we 
can find to help in dealer training. 
We have product engineers and in- 
dustrial engineers, market, adver- 
tising, and sales specialists on our 
own sales staff. We try always to 
have some program underway 
which will help our customers, oF 
our industry in some way. 

“At present, we are holding 
meetings with individual dealers 
and shops on the subject of the 
handling and fabrication of stain- 
less steel. We use slides supplied 
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OBSULEIES 


THE NEW No. 420 









U. S.PATENT OFFICE 





TRADE MARK REG. 









Interlocking principle positively 
prevents slipping under any load 

. the heavier the job the greater 
the interlocking action. 





New type wide base lugs pro- 
vide maximum cross section 
strength .. . cannot shear. 





Precision machined inter- 
locking surfaces provide per- 
fect fit, thus distributing 
pressure evenly. 














New interlocking design 
minimizes stress on joint 


bolt. 









“Rite Angle’’ teeth guar- 
antee maximum bite and 
minimum wear. 









» 
- 






New nose design provides 
greater utility for gripping 
small objects. 








Patented design of tension edge 
provides more strength and eli- - 
minates stress concentration at “ & 










channels. a 
a 
= Channeliock pliers are listed in the 
eS Yellow Pages of most Telephone 
re Directories under “Toots” 


Stee new, F inqaoved Channellock Plier—bringing to you new features which 

gripping, greater strength and longer wear. The undercut interlocking 

ne e first really new idea in plier design i in years. Engineering skill has developed 

eh new patented features which give you the newest, strongest, most practical 

you can buy. Here is a plier that will last for years! Channellock Pliers—made only 
hampion DeArment Tool Company, Meadville, Pa. 


GALAALS GEA “dt 










~ 


‘CHAMPION DeARMENT TOOL CO. ” 


} 
L x tis = 
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Sel Selling 


TACK AND NAIL BAR 


@ Profit-proved by thousands of 
dealers 

@ Takes less than 1 sq. ft. of 
counter space 

@ Holds 180 packages, 6 each of 
30 items 

@ Boxes slide into selling position 
automatically 


HOW TO GET IT 


Just buy one dozen each of popular Atlas 
items listed below. Display comes packed 
in same carton. Shipping weight 60 lbs. 








Upholsterer’s Tacks, 4 sizes ¢ Carpet 
Tacks, 3sizes ¢ Furniture Nails, 3styles 
Wire Brads, 6sizes ¢ Wire Nails, 4sizes 
Metaleather Furniture Nails, 5 colors 
Wire Cloth Staples * Double Pointed 
Tacks ¢ Thumb Tacks © Linoleum Bind- 
ing Nails ¢ Glazier Points 


FAST PROFIT! SMALL INVESTMENT! 


Suggested List Price 
1 Doz. each, 30 items — 














360 Pkgs. @ 10¢ — $36.00 
Your Cost 21.60 
Your Profit $14.40 


Ask Your Wholesaler’s Salesman 


ATLAS 


TACK CORP. 


Fairhaven, Mass. 
Henderson, Ky. 
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partly by the mills, with our own 
added to make them tell our story 
to our customers. Visual education 
has been a big help in our training 
problems.” 

Roger K. Becker of the Ohio 
Valley Hardware & Roofing Co., 
Evansville, Ind., speaking on the 
subject of “Creative Selling and 
the Wholesaler,” said: 

“Plus business does not come 
without a demand for a product, 
and demand does not come until it 
is created. 

“Therefore a wholesaler cannot 
get by without merchandising pro- 
motions and creative selling. De- 
pending upon the manufacturer 
and dealers to do the job can only 
result in weakening a wholesaler’s 
position.” 

Continuing, he said, “Some prod- 
ucts have practically nothing to sell 
but price. As far as our company 
is concerned, we feel that any prod- 
uct which has nothing to sell but 
price is not an attractive item for 
us. Let us consider the creative 
means which are open to the whole- 
saler.” 

Then discussing specialty sales 
by specialty salesmen, Mr. Becker 
said that those salesmen’s job was 
not only to take orders, but also 
to stimulate consumer demand and 
retail sales. 


Co-ordinate Programs 


“Separate from the work of spe- 
cialty salesmen, but not possible 
without their assistance,” he com- 
mented, “is a coordinate program 
of dealer shdws, meetings, and 
events. 

“These may be varied in their 
approach. Each time we introduce 
the year’s line of refrigerators, 
home freezers, and major appli- 
ances, we have a dealer meeting 
and open house with men present 
who are able to arm the dealer with 
material for a powerful sales pres- 
entation in his contact with Mrs. 
Consumer at the point of actual 
sale. 

“Another important type of cre- 
ative selling is seasonal sales pro- 
motion. Special promotions, in- 
volving consumer advertising, 
dealer displays, and similar de- 
vices geared to seasonal sales of 


certain items, represent an im- 
portant form of sales program. 

“An important angle of creative 
selling is to make sales meetings 
as profitable as possible. We have 
contemplated, but have not put in 
force, a plan of auditions for any 
sales meeting presentations,” he 
said. 

“In other words, if a manufac- 
turer wishes to present a line to 





THOMAS A. FERNLEY, JR. 


Executive Secretary 


our salesmen in a meeting, his pres- 
entation must be auditioned by our 
vice-president in charge of sales or 
department manager before it is 
presented to a _ general sales 
meeting. 

“Not only is the cost per hour 
of the sales meeting very high— 
even in a comparatively small or- 
ganization it is over $100 an hour 
—but a weak, or ineffective presen- 
tation of an item may have a de- 
cided, adverse effect upon sales.” 

Other topics at the two-day meet- 
ing were concerned with the opera- 
tion of a sheet metal warehouse, 
costs of operating trucks, storage 
of sheets and rigidized metals. 

Alexander Thomson, Tanner & 
Co., Indianapolis, Ind., president of 
the National Association of Sheet 
Metal Distributors presided at all 
meetings. Other officers of the as- 
sociation are: 

William H. Bowe, Herrick Co., 
Boston, Mass.; Roger K. Becker, 
Ohio Valley Hardware & Roofing 
Co., Evansville, Ind., and Lee J. 
Haines, E. E. Souther Iron Co., St. 
Louis, Mo., vice-president. Thomas 
A. Fernley, Jr., and Robert C. 
Fernley are executive secretary 
and secretary, respectively. 
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ne with PLUS VALUES 


stock 
.». the li 


3 ae One Source for all of your require- 
> PLUS 





; ments in hanging and fastening 
P VALUE devices. Saves you paper work — 
4 can save you on freight. 


f PLus  ‘/0p-Flight Quality. The newest and best in manu- 
VALUE facturing methods and quality control give you flaw- 
less products your customers like to use. 


PLUS Strong, Colorful Cartons with complete easy 
\ VALUE reading content identification. 
Customer Demand stimulated 
PLUS with abundant promotion that 


VALUE includes advertisements like 
MNS 6 ee 





_ tor 


1 12 sizes 
4 ” to 
| 1 5/ 16 ho 





Send me complete literature and details on the Paine 


story for distributors and dealers. 


Name. 








Company. 





te / Address. 
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THE PAINE COMPANY, 5 Westgate Road, Addison, Illinois 





Books for the 


Hardwareman’s Library {| 





“How to Satisfy Customers and 
Win More Sales,” by Maxwell I. 
Schultz. This training manual is 
designed to assist store personnel 
in achieving higher sales records 
and improved service. The report 
stresses suggestive selling and out- 
lines a sales plan that the author 
calls the “ABC’s of Selling.” The 
manual tells how to suggest com- 
panion items, ensemble items and 
better grade, higher priced mer- 
chandise to build up a sale. Bureau 
of Business Practice, 100 Garfield 
Ave., New London, Conn. Copies, 
50¢ ea. Sample copies available to 
store executives on request. 


“Sprayer and Duster Manual”’— 
This 48-page, exceptionally well il- 
lustrated manual, answers most of 
the questions on sprayers and dust- 
ers being asked by county agents, 
agricultural specialists, etc., and 
should be useful for anyone selling 
this type of equipment. The manual 
discusses the selection of equip- 
ment, handling power sprayers, and 
contains formulas for determining 
equipment, and adjustment for ap- 
plying a given amount of material 
to a specific area, etc. National 
Sprayer & Duster Assn., 4300 
Board of Trade Building, Chicago 
4. Price, $1; discounts available 
on quantities. 





HARDWARE HUMOR 
By Hardware Age 











“Don't stand there Johnson. Show 
the gentleman our assortment of 
bolts and oil cans." 
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ATION DOOR \ 


\ OLE 


“A COMPLETE poo 
ing you need in @ matched set—to door as quickly os 1-2-3-4. Oley’s complete kits save 
tly and satisfy every customer. Installers you needless stocking of odds-and-ends and “slow 
valuable minutes by having all items, movers’ - This is your profitable wjack""-in-a-box for 
and screws right at hand .- - *° install o the screen and storm door market 
Sold in individual packages if preferred 
= 920—TUBULAR LATCH 


44.2010—UNIVERSAP 
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duty, + 1001 
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COMBIN 
HARDWARE KIT 


R HARDWARE set IN A Box" 


for Wood Doors 


ed latch set — be- 


rica’s most want 
sly for screen 


Ame 

cause it is designed expres 

and storm doors. Natural turn action 
knob and lever handle with @ fingertip 
action lock. Extra long /16" bolt 
throw: Only 2 round holes needed for 
fast, easy installation. available in 
Aluminum or Brass trim. 
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Heavy duty welded ¢ 
Weather and rust 


to wind. 
springs: #1515 for medium 
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4.202—SAFET 


finer limit chain on the market. 
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THE GREAT NEW 
“EVEREADY” No. 950 


BRAND 


FLASHLIGHT BATTERY! 









NOW! rue BIG BRAND BRINGS YOU A 
WONDERFUL NEW BATTERY WITH 
PLUS-FEATURES FOR EVEN GREATER sALEs! 












NEW DESIGN! 


Eye-catching label highlights famous 
“Eveready” and “Nine Lives” trade-marks. The durable, vinyl- 
coated jacket is crimp-sealed, top and bottom, and adds a 
rattle in 





, c= 
TWNCES Back Fon extaa Hl 


” 


sleek, smooth, streamlined appearance. No “tinny 
flashlight. 














LIST 
PRICE 


| 2 For 25¢ 
| 3 


A GUARANTEE! 





Flashlight replaced free, if damaged by 
this battery. With this extra protection 
,.. the user can’t lose! : 


ie 









© LONGER LIFE! | Longer life in every kind of service, 


as proved by all standard battery tests, and longer “shelf-life” 
— no dating required! This new “Eveready” brand battery gives 
longer life than even the former No. 950 which established a 
reputation — against all competition — for remarkable, long- 
lasting power! 






TRADE -MARK 


to give you the best...first...with the greatest sales potential! 
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DUPLEX 
Display Package 
Makes Iwo Displays! 


OUR new “Eveready” No. 950 batteries are 

shipped in a unit package containing not one, 
but two display boxes .. . for extra display impact! 
Unit package contains 48 batteries—24 to each display 
box. Put ome customer-catching display near the cash 
register, the other in your flashlight department or 
other high-traffic area. Double display means extra 
impulse-sales for you. 


CONSUMER BRAND PREFERENCE 


You know the overwhelming consumer pref- 
erence for “Eveready” “‘Nine Lives” batteries. 
Concentrate on this ove big brand! 


SUPERIOR PERFORMANCE 


Longer life— the “newest look” in batteries 
and ...they’re guaranteed! 


NATIONAL ADVERTISING 


The world’s most widely-advertised battery! 
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A DOUBLE-BARRELED 
MERCHANDISING PLUS! 





ORDER NEW 
“EVEREADY” 


BRAND 


NO. 950 BATTERIES 
NOW! 


® Biggest news in batteries 
@ Best-known battery 


® Best buy for greater sales 
and profits 











The terms “Eveready”, "Nine Lives’”’ and the Cat Symbol are 
registered trade-marks of Union Carbide and Carbon Corporation 
NATIONAL CARBON COMPANY 
A Division of Union Carbide and Carbon Corporation 
30 East 42nd Street, New York 17, N.Y. 

District Sales Offices: Atlanta, Chicago, Dallas, Kansas City, 
New York, Pittsburgh, San Francisco 
IN CANADA: National Carbon Limited, Montreal, Toronto, Winnipeg 

J 
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this test 
and see for yourself 








Take a couple of competitive caulking 
compounds and run a bead of each on 
a plain white blotter. Alongside them 
run a bead of FLEXISEAL CAULKING 
CoMPOUND. Put the blotter aside for 
a few days, then look at it. Most com- 
pounds bleed their oils into the blotter 
(just as they will, in time, into any 
construction material) and thus be- 
come dry and lose their adherence and 
flexibility. 

After several days cumpetitive com- 
pounds (B and C) could be pulled 
from the blotter as illustrated. In a 
week they were almost brittle! 


FLEXISEAL CAULKING COMPOUND (A) 
retained its oils—adhered so tightly it 
could not be removed without destroy- 
ing the surface of the paper! 


The amazing flexibility and adherence 
of FLEXISEAL CAULKING CoMPOUND is 
very important to you! A good caulk- 
ing job depends on good caulking com- 
pound to prevent moisture damage 
and heat loss. A poor caulking com- 
pound leads to unsatisfactory results, 
can give you a bad headache and cost 
you and your customers money. When 
it comes to caulking compound, YOU 
CAN’T AFFORD TO SELL LESS 
THAN THE BEST! 


Stock FLEXISEAL CAULKING 
COMPOUND and be sure! 


Order FLEXISEAL CAULKING 
COMPOUND from your jobber; or 
write the factory for information and 
prices on all FLEXISEAL Products. 


LANDEN PUTTY WORKS, inc. 


437 IRVING ST., MALDEN, MASS, 











Letters to the Editor 
Panne 


Old Tool Chest 


Dear Sir: 

A hardware dealer in Chicago 
told me you might be able to give 
me some information concerning 
the value of a chest of very old car- 
penter and cabinet makers’ tools 
(hand). These are not practical for 
present day use, only as antiques. 
I am told they were used 75 to 100 
years ago, to finish lumber which 
is now mill finished. 

I would be grateful if you could 
give me even a slight idea of what 
they might be worth and if there is 
any market for such things. 

Yours very truly, 
(Mrs.) Mildred Christie 
5490 South Shore Drive, 
Chicago 15, IIl. 





Editor’s Note: It is extremely 
difficult to tell you the value of the 
tools. We would suggest that if you 
would give us more details on what 
the chest contains and the approzi- 
mate age, we will list it here in 
HARDWARE AGE so that any reader 
interested in the collection will be 
able to get in touch with you 
directly. 


Out of Stock— 


Dear Sir: 

I say amen to “A Dealer’s” letter 
that appeared in HARDWARE AGE, 
April 30, p. 159. 

We just received a bill for Hard- 
ware Week merchandise—the order 
was taken February 4. That means 
next week we will get our Hardware 
Week specials—three months after 
date. 

You had better turn your guns 
on the wholesaler, too! Recently 
we had a customer who wanted a 
power saw in a hurry. We called 
the wholesaler—“Sure we have it 
on hand—ship one at once.” A 
week later we called back. “Sorry, 
no stock.” Customer gets mad at 
us, stalks out, never to come back. 


Most jobbers today are fair, but 


perhaps they should clean their own 
glasses first before they peer 
through them and see the retailer 
as the bad boy. 

Another Retailer 





Editor’s Note: Yes, wholesalers, 
too, are sometimes guilty of failing 
to maintain adequate stocks, as we 
have pointed out in previous discus- 
sions on this subject. But the over- 
all problem will never be solved by 
pointing fingers at one another. 

Dealers have a responsibility to 
undertake more futures buying 
than they have been doing in the 
past to help wholesalers do a better 
buying job. Wholesalers are only 
human and it is impossible for them 
to be right on every estimate of 
future needs they must make in 
making a purchase. 

If futures buying were resumed 
by dealers, it would remove one of 
the most important causes for short 
stocks at the wholesale level. 

Carrying adequate stocks is one 
of the basic functions of both re- 
tailers and wholesalers. Without 
stocks, you cease to be a merchant 
and become, in effect, a broker, and 
under those circumstances you can 
hardly lay claim to the mark ups 
that have been established to cover 
stock-keeping operations. 


Futures and Rentals 


Dear Sir: 

Will you please send me a copy 
of the article, “Why Buy Futures,” 
which was published in your No- 
vember 27 issue. 

I should also like a copy of a tool 
rental system and schedule of rates 
as listed in a past issue of your 
wonderful magazine. 

Yours truly, 
Mrs. Alfred Walker 
Walker’s Marshall Wells Store, 
Sunnyside, Wash. 





Editor’s Note: We are sending 
this material to you by mail. 
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SPEEDWAY... sells the “do-it-yourself” market 
with a top quality line of electric power tools, real- 
istically priced for today’s buyers. Regular adver- 
tising in leading national magazines, plus special 
dealer promotion and display material, is doing an 
all-out pre-selling job of the complete SpeedWay 
line. To get more information on this progressive 
outfit, write to the SpeedWay Manufacturing Co., 
1836 So. 52nd Avenue, Cicero 50, III. 





CLING SURFACE...is a comparatively new product, attractively pack- 
aged, that’s bound to find many users in the ever-growing home workshop 
brigade—now estimated at more than 11,000,000. And besides being used 
on power tools, Cling-Surface fan belt dressing does an anti-slipping job 
on cars, washers, dryers, furnace blowers, snow plows, power lawn mowers 
—anything that uses a V-belt. For dealer information, write to The Cling- 
Surface Co., 1048 Niagara Street, Buffalo, New York. 


SMOOTH-ON NO. 1 IRON CEMENT...“ 
man’s standby”. 
est household has need of it. The Smooth-On Company is 
making certain that the widest possible audience knows 
of this utilitarian product by advertising regularly in 
leading national magazines with ads especially slanted to 
play up Smooth-On’s many uses. For information about 
this ready-profit item, contact the Smooth-On Mfg. Co., 
570 Communipaw Ave., Jersey City 4, New Jersey. 


the repair- 





MECHANIX ILLUSTRATED 
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Reuben Swanson 





the Color Gallery has 
our interior paint 
at least 


— say the Swansons, 





St. Paul, Minnesota 








As “Dutch Boy” dealers see it, the Color Gallery 
is the “sweetest story ever told.” 


For the Swanson’s of St. Paul, Minnesota, (see 
letter at right ), it has sweetened up “interior paint 
sales at least 17%.” 


For Mr. D. C. Savage, Savage Paint Store, 
Newark, Ohio, “it has increased my business at 
least 25 percent.” 


For Manager Leo Roddy, Model Wallpaper 
Shop, Dearborn, Michigan, the Color Gallery has 


Why you sell more paint 
with the Color Gallery: 


Simple system — easy for your customers to under- 
stand and use. 


The colors you need to meet today’s demands, either 
traditional or modern . . . pastels, in-between shades, 
deep tones. But not so many colors that customers are 
confused, sales slowed down. 


Shopper stopper display case — exquisitely beauti- 
ful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


stepped up wall paint sales “about 50%...We 
would sure hate to be without it.” 


All this, the “Dutch Boy” Color Gallery has 
done for other dealers. Will it do as much for you? 

No reason why not! 

So look into it... whether or not you now have 
a color system. Just write or phone our nearest 
branch office. A “Dutch Boy” salesman will be 
glad to show you the Color Gallery in your own 
store... glad to explain why it’s “the sweetest 
story ever told” in paint sales and profits. 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition—a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised... that 
people know and have confidence in. 


Outstanding paint value—every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels ... with all this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right— customers pay no premium for Color 
Gallery paints. They’re popularly priced, to appeal to 
the widest market. 
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Able Swanson 


ip Why you make extra profit 
on every gallon sold: 


No Complicated Mixing—you save time. The Color 
Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 


Small Investment — you don’t tie up a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color blenders. 


Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 


Exceptional Turnover —as you carry only a few 
base paints, you get much faster turnover with the 
Color Gallery than with regular paints. 
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iE, Big help with 


big buyers 


The Pocket Edition of the 
Dutch Boy* Color Gallery 
is a special “tocol” for sell- 
ing real estate develop- 
ments, factories, hotels, 
schools, etc. With it, one dealer landed the order 
for 17 college buildings. 





NATIONAL LEAD COMPANY: New York 6; Atlanta; 
Buffalo 3; Chicago 8; Cincinnati 3; Cleveland 13; Dallas 3; 
Philadelphia 25; Pittsburgh 12; St. Louis 1; San Francisco 
10; Boston 6 (National Lead Co. of Mass.). *Reg. U. 8. Pat. Of. 
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Wantz water filter 


Dealers all over the country are 
stocking ... and selling ... this sim- 
ple, sure-fire water filter! It’s the 
convenient, low-cost way for your 
customers to get the kind of water 
(mineral-free) their steam irons need 
... right from the kitchen tap. Water 
is also ideal for use in vaporizers, 
bottle-warmers, ice cubes, batteries, 
etc... . Nota “gadget,” but a scien- 
tific filter made by a well-known 
company in the industrial field.... 
Profit from filter and refill sales: 


No.C-600: Filter and 
six tubes of filter com- 
pound in counter-dis- 


play carton. -$2.98 


No.FS-100: Filter and 
one tube of filter com- 





pound...... ---98¢ 
No.R-200: Two refills 
98¢ 


AS Write today for description of items 


and promotional helps. Address: Illinois Water 
Treatment Co., Rockford, Illinois. 


WATER FILTER 
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ashington 
NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Introduce Bill to Drop 
Excise on Lawn Mowers 


While congressional committees 
continue to look at the problem of 
excise taxes from a broad view- 
point, some members of Congress 
are trying a more direct approach 
by attempting repeal of excises on 
individual items. 

Latest move in this direction in 
the interest of hardware dealers 
and their customers has_ been 
made by Rep. Noah M. Mason, R., 
of Ill., and Rep. Clifford Case, R., 
of New Jersey. Under the Mason 
bill (HR 4900), the manufacturer’s 
excise on power mowers would be 
thrown out. A similar tax on elec- 
tric floor polishers and waxers 
would be repealed under the Case 
bill (HR 4904). 


Navy to Buy Paints 
From Private Sources 

Private industry is getting the 
job of supplying the Navy with 
all paint for its shore installations 
and much of its paint for ship- 
board use. 

This new policy will take the 
Navy out of the large-scale paint 
manufacturing business. Plants 
at Norfolk, Va., and Mare Island, 
Calif., will close out operations 
gradually, retaining only those 
facilities needed to produce less- 
than-commerical-order quantities 
and certain paint for research use. 

The chief of the Bureau of Ships 
has been directed to make up a list 
of those paints which the Navy 
will buy from private sources as 
standard supply items. Included 
in the list will be all except cer- 
tain shipboard paints which must 
meet “performance-type  specifi- 
cations to assure adequate qual- 
ty.” 

Adoption of the new policy is 


viewed as recognition that paint 
manufacturers can supply vir- 
tually all of the Navy’s needs, even 
under emergency conditions. 

The Bureau of Ships, which 
handles the production of paint, 
and the Bureau of Supplies and 
Accounts contributed advice lead- 
ing up to the preparation of rec- 
ommendations which were sent 
from the Office of Naval Material 
to Under Secretary Charles S. 
Thomas. 


Bar Return to Former 
Parcel Post Limits 


The Post Office Department has 
apparently closed the door to any 
hope that previous parcel post size 
and weight limitations would be 
restored through administrative 
action, in spite of a determined 
fight by retail groups. 

Official position of the postal 
department was expressed in 4 
brief filed with the Interstate Com- 
merce Commission in connection 
with the department’s request for 
increases in parcel post rates. 

Primarily, it is felt that the de- 
partment would not be justified in 
taking any possible administrative 
steps despite the mounting pro- 
tests against the current limita- 
tions. It is contended that Public 
Law 199, enacted two years ago, 
gives the department little or no 
choice in the matter. 


Construction Activity 
Promises Banner Year 

Construction reports received to 
date by the Department of Com- 
merce indicate that the country is 
off to a banner year of building 
activity in almost all fields. Over- 
all figures to date are already 
ahead of 1952, a record high, by 
more than 7 pct. 

(Resume reading on page 11) 
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Clown Clock 


* A good line to carry - because it's the line that Sells and Stays Sold! 
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HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 


LOCK-EASE4 


GRAPHITED 
LOCK FLUID 


Protects 

all kinds 

of locks 

against 

freezing, 

sticking, ee 

rust and wear. Contains col- 
loidal graphite in a fluid car- 
rier. Helps free stubborn or 
frozen locks. List 35c for 4 oz. 
“controlled flow” can. Display 
merchandiser, as shown, with 
each dozen cans, 


stainess DOOR-EASE 


STICK LUBRICANT 


Nationally known, steady 10c 
seller. Stops squeaks, prevents 
sticking of drawers, doors, win- 
dows, zippers and other ex- 
posed surfaces. Packed one 
dozen in display — 
box, as shown, 

or on individ- |j 

ual cards. Al- /j 

so large 
39c sell- 
er, push- 
bottom 
metal container, 

packed six to display box. 





AMERICAN 
DRIPLESS OIL} 


Penetrates, 

lubricates, 

rustproofs 

—the finest 

oil on the 

market for 

home and 

shop. “Runs in—will not run 
out.” Display card with each 
dozen cans. List 25c for 4 oz. 
“controlled flow” can. 

Ties in perfectly with DOOR- 
EASE and LOCK-EASE to give 
you everything your customers 
need for household lubricating 
jobs. ORDER FROM YOUR JOBBER. 


AMERICAN GREASE STICK COMPANY 


Muskegon, Michigan 














1953 


June 


July 
13-16 Nat. Retail Hardware Congress 
13-!7 Nat. Housewares and Home 
Appliance 
26-29 Surplus Dealers 


August 
3-14 Merchandise Mart Gift Show 


9-14 Nat. Fishing Tackle Show 





Convention Check List 


For complete details about the convention listed by dates, below, see 
the alphabetical listings following this quick check list. 


September 
22-July 2 Int. Home Furnishings Market October 


1954 


January 


February 


3-14 China, Glassware, Pottery Market 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








7-12 Hardware Golf Assn. Tournament 


5-9 National Hardware Show 
11-14 Atlantic City Hdwe. Convention 


12-14 Garden Supply Show (Chicago) 
17-20 Nat. Sporting Goods Show 


2-4 Garden Supply Show (New York) 
9-10 lowa Assn. 
16-18 Michigan Hdwe Assn. 














National Events 


American Hardware Manufacturers 


Assn. annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Mariborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Arthur L.,Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is executive 
secretary of the wholesalers’ asso- 
ciation with headquarters at 1900 


furniture, floor coverings, house- 
wares, major appliances, electric 
housewares, radio and TV, toys, 
games, wheel goods, china, glass- 
ware, pottery, and gifts. 
Hardware Golf Assn. Tournament, 
Sept. 7-12 at the Broadmoor, Colo- 
rado Springs, Colo. Actual days of 
the Tournament are Sept. 9-11. 
Sponsored by the Hardware Golf 
Assn. Secretary, William J. Shaw, 
4415 W. 72 Terrace, Prairie Vil- 
lage 15, Kan. Reservations should 
be made directly to the Broadmoor. 


International Home Furnishings Mar- 
ket, June 22-July 2 at the Merchan- 
dise Mart, Chicago, III. 

National Builders’ Hardware Exposi- 


Arch St., Philadelphia, Pa. 
China Glassware & Pottery Market, 
Aug. 3-14 at the Merchandise Mart, 





Chicago, Ill. 


Garden Supply Shows (National) late 


in October, 1953, on the West Coast; 
Jan. 12-14, 1954, at the Hotel Sher- 
man, Chicago, and Feb. 2-4, 1954, 
at the 71st Infantry Regiment Ar- 
mory, Park Ave. and 34th St., New 
York City. Sponsored by the Na- 
tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti- 
more, Md. George E. Perry, director. 


Gift Show, Aug. 3-14 at the Merchan- 


dise Mart, Chicago, lll., includes 


tion, Oct. 4-7, 1953, at the Audi- 
torium, Cleveland, Ohio. Sponsored 
by the National Contract Hardware 
Assn., John R. Schoemer, managing 
director, and the American Society 
of Architectural Consultants. W. A. 
Mathewson, executive’ secretary. 
Administrative offices of both 
groups, 420 Madison Ave., New 
York 17, N. Y. 


National Fishing Tackle Show, second 


annual, Aug. 9-14 at the Conrad 
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wperflame’s 


VOLUME SALES JAMBOREE 





NEW DECORATOR COLORS 
aaa 


ONLY SUPERFLAME gives dealers this new sensational 
sales advantage! A choice of four exclusive decorator colors 
to blend with any home furnishing color scheme . . . plus 
beautiful new cabinet styling that makes SUPERFLAME 
America’s most attractively styled home heater line! No 
wonder SUPERFLAME dealers are out in front of all com- 
petition. SUPERFLAME is the fastest selling, volume pro- 
ducing home heater line you've ever seen! 













Fi LU THE BIGGEST PROFIT MAKING 


SALES PROMOTION EVER... 


ONLY SUPERFLAME has SUPERFAN the basis for the most 
successful sales promotions year after year! This year 
your SUPERFLAME promotion will be 1953's biggest 
sales event! Better than ever before! More sales helps! 
Everything planned for you! Complete power-packed sales 
kit furnished! It’s as easy as “‘falling off a log” to get vol- 
ume sales with SUPERFLAME! 


PLUS SUPERFLAME “MAGIC LIGHTER’’ AT NO 
EXTRA COST! Only SUPERFLAME offers this 
sales clincher! 






AND ALL THESE 


EXTRA SALES ADVANTAGES 


@ ONLY SUPERFLAME has the “LIVE-DEMONSTRATOR” that proves how 
SUPERFLAME’S exclusive "FUEL-SAVER™ reduces chimney temperature 
350 degrees . . . SAVES ONE-THIRD ON FUEL! 

















@ ONLY SUPERFLAME has the “Triple-Combustion” Burner. Low draft! 
Super efficient! Gives more heat from every penny’s worth of fuel! 






@ ONLY SUPERFLAME has 12 new design improvements for greater-than- 
ever-efficiency. Heat circulation increased 33%! 






@ ONLY SUPERFLAME offers America’s most complete line. A model for 
every need! 






PROFIT MORE WITH A SUPERFLAME FRANCHISE! 


TO: QUEEN STOVE WORKS INC. DEPT. HA-63 
ALBERT LEA, MINNESOTA 


Send FREE "29-Way” Book ond details of big 1953 SUPERFLAME pro- 
motion. Also name of my distributor. 


SPACE 1775 - 1776 - 1777 
AMERICAN FURNITURE MART 


‘ 
| 
! 
| 
| 
- I 
I 
| 
Methods of | 
J Firm name... cece cee cece renee ersenressreceeenerenee : 
Successful 1 
Heater Dealers. | 
1 
i 
i : 
‘ 


QUEEN STOVE WORKS, INC., ALBERT LEA, MINNESOTA 
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Increase your profits by investing one square foot of your valuable 
floor space in a Wagner display. You'll find that the Wagner will 
earn more profits for you per square foot than most items. 


Here's why! 


When you show your customer that only the Wagner has Mov-O- 
Matic Combs that move in and out of the brush to keep it clean so 
it can sweep clean, she'll not accept anything less. And Mov-O- 
Matic Combs are just one of the ten exclusive features found only 
in a Wagner. 


Boost your sales by selling that “extra something" found only in a 
Wagner! 


You need a Vacuum Cleaner once a week 


YOU NEED A 


EVERY DAY 


E.R. WAGNER MANUFACTURING CO. 
Dept. HA, Milwaukee 16, Wis. 






















ee 
Hilton Hotel, Chicago. Sponsored 
by The Association Fishing Tackle 
Manufacturers, 430 Bond Bldg., 
Washington 4, D. C. John M. 
Holmes, secretary-treasurer. 


National Hardware Show, Oct. 5-9 at 
Grand Central Palace, New York 
City, Fishing and Hunting Division 
of National Hardware Show to be 
held at 7ist Regiment Armory, 34th 
St. and Park Ave., New York, Oct. 
5-8. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank Yeager, di- 
rector. 


National Housewares and Home Ap- 
pliance Show, July 13-17 at the 
Atlantic City Auditorium, Atlantic 
City, N. J. Sponsored by the Na- 
tional Housewares Manufacturers 
Assn., 1140 Merchandise Mart, Chi- 
cago 54, Ill. A. W. Buddenberg, ex- 
ecutive secretary. 


National Retail Hardware Assn., Con- 
gress. July 13-16, at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis, Ind. 


National Wholesale Hardware Assn., 
annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan, at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the whole- 
salers’ association with headquar- 


ters at 1900 Arch St., Philadelphia,, 


Pa. Arthur L. Faubel, secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 


Sporting Goods Show and Convention 
(National), Jan. 17-20, 1954, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., One North LaSalle St., Chi- 
cago 2. Secretary, G. Marvit Shutt. 


Surplus Dealers Trade Show and Con- 
vention, July 26-29 at the Palmer 
House, Chicago, sponsored by the 
National Surplus Dealers’ Assn. 
Horst H. Backer, executive director 
of Convention Committee, 566 W. 
Roosevelt Rd., Chicago 7. 


State Events 


Iowa Retail Hardware Association, 


convention and exhibit, Feb. 9-10 
at State Fair Grounds, Des Moines, 
Iowa. Convention headquarters 


Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel, exhibit, Civic 
Auditorium. Harold W. Schumacher, 
Olds Bldg., Lansing 8, manager. 
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Beautiful design and guaranteed 


‘Fastest Selling plastic dinnerware on two counts... ae 


hreak-resistance! oY i. 
() styled by Joan Luntz 





BROOKPARK Modern Design 


Replacement is guaranteed on any 
piece of Brookpark dinnerware which chips or breaks in 
normal household use within a year. 


Nationally advertised in 
Better Homes & Gardens, American Home, 
House Beautiful, House & Garden, Living, 
New Yorker, Good Housekeeping 


molded plastics, inc., cleveland 9, ohio 


creators of BROOKPARK, ARROWHEAD and EFFICIENCY WARE 


molded of Melamine plastic 


BROOKPARK Desert Flower 


Ask Your Jobber for BROOKPARK by name or send 
for catalog sheets and full information. 


International Molded Plastics, Inc., Dept. HA 
Cleveland 9, Ohio 


Rush catalog sheets and full information on Brookpark to: 
~— 

Sore Mame 

eS... 
City, State 


My jobber is 








Bigger and Betton than overt Your choice of 




















Arvin 
Early Bird 





FOUR 


profit-packed plans 





ONE ARVIN FOLDING ROCKER FREE WITH: 
Assortment of 9 or more heaters, any mod- 
els, with total shipping weight of 100 Ibs. 


TWO ARVIN FOLDING ROCKERS FREE WITH: 
Assortment of 18 or more heaters, any mod- 
els, with total shippirig weight of 200 Ibs. 


ONE ARVIN FOLDING ROCKER FREE WITH: 
3 model 6000 Coffee Perks 
2 model 3550 Lectric Cooks 
2 model 2100 Electric Irons 
1 model 2300 Electric Iron 
1 model 4200 Automatic Toaster 
1 model 5630 Heater 
1 model 5200 Heater 
1 model 5030 Heater 


ONE AKVIN FOLDING ROCKER FREE WITH: 

3 model 6000 Coffee Perks 

2 model 3550 Lectric Cooks 

Plus any 6 of the following heaters— 
Model 5630 or 5530 Heaters 








. Model 5030 or 5130 Heaters 
Model 5200 or 5230 Heaters 


Arvin pays the freight on ali Early Bird 
orders! Order from your Arvin distributor now 
and be among the first to relax in the comfort 
of the new Arvin Folding Rocker! 


...with an “Early Bird” order, the 
Arvin “Merchantman” Display 
AT NO COST TO YOU! 













Never before such a line of Arvin 
Heaters to help you pile up fall 
profits! Never before such an at- 
tractive assortment ofspecial Early 
Bird plans! Order your Fall stock 
of Arvin Heaters any time between 
June 1 and September 1, and re- 
ceive, without one cent of extra 


100 


4 3 
cocccefoeseseeeeseees \eeeeeeeeee 
‘ 


Here’s a “bonus special’’ available to all 
Arvin Early Birds! 

Order the ‘‘Merchantman”’ display at 
$25.00. Arvin gives you absolutely FREE 
one model 5530 automatic heater or one 
model 6000 Coffee Perk, each with $29.95 
retail value. 

Sale of heater or Perk pays for the display 
and gives you a profit of $4.95 besides. Ac- 
tually, the display costs you nothing! 

Display is all-metal, only 41” high, 30° 
square. Holds complete Arvin line, Per- 
fect for any traffic area. Get it now! 


cost, this new Arvin Folding 
Rocker with green canvas seat and 
back and white enamel steel frame. 
It’s lightweight and folds ina flash. 
Uses galore: indoors as an extra | 
chair for television, bridge, game 
room, parties of all kinds: outdoors 
for porch, lawn, beach, picnics. 


XQ 
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Two new models confirm 
Arvin Automatic Heater 


leadership... 





Big heating capacity—thermostat controlled! 















MODEL 5630 Arvin Automatic DeLuxe is 
the absolute finest in portable electric room 
heaters. Incorporates 1320 and 1650 watts 
capacity, choice by selection. Combines 
fan-forced and radiant heat. Furnace-type 
thermostat; long-life range-type rod heat- 
ing units; two-heat switch, red glow signal 
light, plastic top handle. Safeguard Safety 


Switch. Handsome gray 
$34°%° 





Model 5530 Arvin Automatic, 
1650 watts, thermostat 


controlled. Safeguard 
Switch; induction motor; 
green enamel finish. ae. 
wt. 17! Ibs. $29.95 


enamel finish with maroon 
plastic trim. Ship. wt. 17% lbs. 





MODEL 5230 Arvin Custom Safety, designed by 
famed Raymond Loewy Associates, is a fresh, 
new note in portable heater styling. Finished 
in attractive silver-gray enamel with sparkling 
chrome finish and black plastic feet. 1320 watts, 
combining fan-forced and radiant heat. Tilts 
vertically to. provide indirect heat and act as 


air circulator. Special Safety Switch $189 | Medel $200 Arvin Custom, 
oewy desi copper 










cuts current instantly if heater is enamel fini 13 20 watts 
overturned on face. Ship. wt. 9 Ibs.” 


fan-forced heat. Ship 
weight 4 a $16.95 














Model Model 
5030 SIA 
Cool- Arvin 
R-Hot Standard 
eeeeee 
7 $1995 $1995 
ble to all - 
1650-watt fan-heater cools, The 1320-watt version of Model Designed for the medi price A hand flici: fan-forced Designed for unusual compact- 
isvl at circulates, according to 5130, with the same year-round bracket, this fan-forced heater in heater at a budget price. It’s ness, but delivers just as much 
isplay E season. Exclusive airscoop- utility and the same amazing ivory enamel offers Arvin design been a big seller in the best stores fan-forced heat as larger 1320- 
ly FRE design; non-interfering induc- capacity to move a lot of air fast, and extra-value features includ- for years! 1320 watts. Induction watt models. Measures only 
er or one tion motor. Head adjustable whether you want warmth or ing on-off toe switch, carrying motor—no radio interference. 744" x 7)4" x 5”, plus 14" ex- 
th $29.95 to any angle. Safeguard coolness. Induction motor—no handle, Safeguard Safety Switch Convenient hand-hold in back tended rails. Silent induction 
y Switch. Green enamel radio interference. Finished in that turns off current automati- for easy lifting. Willow-green motor. Beautifully finished in 
he display finish, Ship. wt. 12 Ibs. bronze enamel. Ship. wt. 12 lbs. cally ifunitisupset.Ship.wt.8lbs. enamel finish. Ship. wt. 8 lbs. sun-tan enamel. Ship. wt. 6 ibs. 
sides. Ac- 
‘ing! 
wa go Distributors and dealers are invited to-visit the Arvin showroom at 150 North Wacker Drive, Chicago 
line, Per- 
wl 
Electric Housewares Division, ARVIN INDUSTRIE S, Inc., Columbus, Indiana 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 103. 


(Continued from page 13) 
ed end for long wear and handy 
hanging ring on other end. Broom 
will be nationally advertised in 
Better Homes & Gardens. Ox Fibre 
Brush Co. 


For more data circle No. 8 on postcard, p. 103 


Electric Drill Kits 

Model 114 Shop Kit, illustrated, 
consists of steel carrying case, 4 
in. electric drill, set of 13 high- 





speed twist drills, horizontal drill 
stand, 4 in. wire wheel brush, 3 in. 
buffing wheel with stick of rouge, 
3 in. grinding wheel for implement 
sharpening. Model 113 Home Kit 
includes 14 in. electric drill, carry- 
ing case, four high-speed twist 
drills, 5 in. rubber back-up pad 
with three abrasive discs, lambs 
wool buff. Porter-Cable Machine 
Co. 


For more data circle No. 9 on postcard, p. 103 


Cylindrical Locksets 


Defender line of standard duty 
cylindrical locksets features ball 
bearing latch bolt retractors, dual 
bearings to prevent knobs from be- 
coming wobbly, and concealed at- 
taching screws and knob retainers. 
Installation is self-aligning and re- 
quires the drilling of two holes in 
the door and a shallow mortise for 
the face plate. Locks are fully re- 
versible and adjustable for doors 


102 





13g to 1% in. thick. They can be 
masterkeyed with other Corbin cyl- 
inder locks. P & F Corbin Div., 
American Hardware Corp. 


For more data circle No. 10 on postcard, p. 103 


Metal Surface Primer 


In an aerosol Spray Pack can, 
this Zinc Chromate primer protects 
all metal surfaces as it primes. On 
surfaces where rusting has already 
started, it isolates rust spots and 
prevents their spreading. Available 
in standard zinc chromate yellow, 
it adds depth to the finish coat and 
will not affect the color of the finish 
coat. Built-in agitator makes mix- 








ing a simple matter of shaking can 
before using. Sales kits are avail- 
able. Seymour of Sycamore, Inc. 

For more data circle No. 11 on postcard, p. 103 


3-in-1 Shaker 

With compartments for salt, pep- 
per and sugar, this handy 3-in-1 
Swirl Shaker operates by revolving 


the cover to select desired condi- 
ment. Shaker closes tight for 
travel and can be used on picnics 
and trips. It is easy to open and 
fill, and revolving cover is per- 
forated for easy turning. Body is 
clear translucent; cover is red. Re- 
tails for 49¢. Rochow Swirl Mixer 
Co. 


For more data circle No. 12 on postcard, p. 103 


Vise Jaw Faces 

Variety of special vise jaw faces 
for use with standard machinists’ 
vises includes smooth jaw faces of 
hardened steel to protect soft ma- 
terials and finished surfaces, and 
copper non-sparking, non-magnetic 
faces. Special faces, designed and 
machined out to fit irregular shaped 





pieces, are also available. Speciai 
faces are easily inserted in vises. 
Columbian Vise & Mfg. Co. 


For more data circle No. 13 on postcard, p. 103 


Floor Sanding Paper 
Red-I-Cut floor paper contains a 
new type of backing material man- 
ufactured under a new coating pro*- 
ess. It provides faster cutting ac- 
tion, longer life and greater ease of 
handling. Available in grit sizes 24 
through 100, it comes in rolls, cut 
sheets and edger discs. Carborun- 


dum Co. 
For more data circle No. 14 on postcard, p. 103 


Plastic Pipe Fittings 

Durex plastic pipe fittings come 
in a complete range of sizes and 
types. Precision-molded of virgin 
polyethylene, they have hexagonal 
centers that permit use of ordinary 
wrench for loosening. Specially de- 
signed barbs assure leak-proof 
joint. Size is plainly marked on 
face of each fitting. It is 13 times 

(Continued on page 106) 
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A NEW 
HARDWARE AGE SERVICE 


A successful hardware dealer 
keeps up to date on What's 
New in merchandise. The new 
Quick Check Card on the 
bottom of this page will help 








we 


jaw faces 
nachinists’ you get more information on 
goog . new products described in 
oe ae this issue, quickly and easily. 
ce HARDWARE AGE brings 
sane eal you more new product de- 
fo dhendl scriptions than any other 
magazine. The new Quick 
Check Card service will now 


get you all the information 
you need, quickly. 


(he — 


Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 








e, Speciai 

1 in vises. FIRST CLASS 

Co. PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
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Name and Address | 
Ss | Postcard valid 8 weeks only. After that use own letrerhead fully describing Item wanted 6/11/53 
ings come , Please send me further information on the WHAT'S NEW items, code numbers 

sizes and Y for which | have circled below. 
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Here is the new Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 
complete addresses. 
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Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 6/11/53 

Please send me further information on the WHAT'S NEW items, code numbers 

for which | have circled below. | 
3 3 5 10 11 12 13 14 15 A big help for busy 
18 19 20 25 26 27 28 29 30 d f U thi d 
33 35 40 41 42 43 45 earers. Use this Car 
yo for free information 

on new products de- 
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PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N, Y. 

















BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 











POSTAGE WILL BE PAID BY Be sure to give your 
full name and your 


HARDWARE AGE full address. 
Post Office Box 60 


Village Station 
NEW YORK 14, N. Y. 





WESLOCKS ARE “DEALERS” LOCKS 


because Weslocks are easy to sell 


There are good reasons why 
WESLOCKS have become much 
demanded locks in the building field: 


WESLOCKS carry an unconditional 


guarantee. 


WESLOCKS come in a wide range of 
types, finishes, handles, and escutcheons 
to meet every specification. 


WESLOCK’S self-aligning feature, and 
job-proved installation aids mean 
reduced installation costs. 


WESLOCK sales aids, powerful 
national, advertising and expert field sales 
assistance help you to build sales. 


If you have not yet stocked WESLOCKS, we suggest 

that you contact your jobber at once, or write for 

complete information. Prove to yourself that 
WESLOCKS are the best locks to stock. 


mFc.co. ,F¥, 


‘ P.0. BOX 2261, TERM. ANNEX WESLOCKS 
WE | LOS ANGELES 54, CALIFORNIA 


MANUFACTURERS OF RESIDENTIAL DOOR LOCKS 
BATH ACCESSORIES * CABINET HARDWARE 








Easier to identify see how the tabet 


stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 


bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


o 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


* 
Easier to sell Pheoll products are 
money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 103. 


and has 1% 
It can be 


lighter than steel 
times less friction loss. 


| cut to any length with a pocket 


| hunting knife, 








knife, and freezing has no harmful 
effect upon it. Durex flexible 
plastic pipe is also available. Frank- 
lin Plastics, Inc. 

For more data circle No. 15 on postcard, p. 103 


Sheathed Hunting Knife 


Hunt-master No. H-36, sheathed 
has_ high-carbon, 
blade that is 


heavy-gage steel 





brightly polished and hand edged. 


| For fishermen, Model No. H-37 has 


fish scaler on back of blade. Well 
rounded, full grip handles come in 
assorted pearl, red and black. Each 
knife is encased in attractive, simu- 
lated leather sheath. Six are packed 
on three-dimensional counter dis- 
play, printed in six colors with an 
illustration and selling copy. Six 
additional knives are in reserve 


stock; 12 to assortment. Knife re- 
tails for 79¢. Imperial Knife Asso- 


ciated Cos., Inc. 
For more data circle No. 16 on postcard, p. 103 


Enamel Spray 


This 6 oz. can of Self-Spray 
Touch-Up enamel contains paint, 
pressure and precision spray in one 


¢ 


ENAMEL 
WO. 201 APPLIANCE WHE 





unit. Small touch-up and refinishing 
jobs on appliances, radiators, ham- 
pers, grillworks, autos, etc., can be 
done. Available colors: appliance 
white, aluminum and black. Free 
window streamers, ad mats and dis- 
play cards are offered. Plasti-Kote, 


Inc. 
For more data circle No. 17 on postcard, p. 103 


Fry Basket 

For deep fat frying, this No. 
407X all stainless steel basket has 
been added to the line of Androck 





wireware. It fits a 3 qt sauce pan. 
Stainless feature allows use for 
vegetable washing and blanching, 
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A NEW ADDITION to the “ALL FROM t SOURCE” FAMILY 


NATIONAL LOCK 422 | 


series rm 


Patent Applied . 








Budget-priced Lock...for every home in the block |— 





208 


OINIO1TWNON 





NEW...LOW PRICED...to meet A/QW/ 2 GREAT Lines 
every competitive situation! NATIONAL L0(KeZ 


This completely new line of locksets by NATIONAL LOCK —_ series **410”’ 
opens bs, 4 the volume market with class at a price. Low-cost Superlative Loc tone Ekin 
Series ‘440”’ features rugged construction with no zinc die cast Sati ces meas 

materials; appealing beauty accented by an excellent selection of for Discriminating People 
finishes and split finishes; many new mechanical advantages in- 
cluding speed and ease of installation. For all doors in the home. 
WRITE US FOR CATALOG OR ASK YOUR SUPPLIER 


: P ecterPr "440" 
| Budget-Priced Lockset 
a Line for Every Home 


NATIONAL LOCK COMPANY 


DIVISION 





ROCKFORD, ILLINOIS © MERCHANT SALES 
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Ne. CS-13 
6-Piece Set 
Retail $13.95 











| 


Bi 


“BOOK-LIKE PACKAGES FOR BETTER GIVING 


Imperial Veri-Sharp DeLuxe sets, packed in these sales promoting “Books,” are as 
outstanding a cutlery gift as one can find... anywhere. Frigid Tempered, high-carbon 
stainless, hollow ground, precision honed blades with Strata-wood Handles, provide all the 
successful sales features expected of fine cutlery—at prices that are suprisingly reasonable. 

The beautiful “Book” packages, with gold lettering on green leather-finish binding stand 
out on the counter—stop traffic—make sales. Ask about this DeLuxe cutlery line now. Sold 
only through distributors. 





THE KNIFE THAT MADE STAINLESS HISTORY 


Imperial pioneered it... the first Stainless Dinner Knives produced with hollow handles. 
They have high-carbon Stainless blades, Frigid Tempered to hold a keen edge...make 
tough cuts easy. A permanent joint prevents loose blades. The complete Stainless line by 
Imperial is a joy to behold. The high polish and warm lustre look like Sterling. Yet the 
prices are surprisingly low... Dinner Knives illustrated, No. K2-4 “Felicity,” left and K1-4 
“Cape Cod” right, retail for $1.25 each. Try this fine Stainless...and see it sell. Sold 
through distributors. 


Wy 
mper ial KNIFE ASSOCIATED COMPANIES, INC. 


PROVIDENCE, @ 1. 


General Sales Office: 1776 Broadway, New York 19, N. Y. 


7 ONE OF THE LARGEST PRODUCERS OF CUTLERY IN THE WORLD 


Imperial Veri-Shorp Deluxe Household Cutlery Imperial Jack-master Pocket Knives 


Ulster Pocket Knives 


Imperial Veri-Sharp Household Cutlery 


Stainless Tableware by Imperial Schrade-Walden Pocket Knives 
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without corrosion or discoloration. 
Approximate retail, $1.69. Wash- 
burn Co. 

For more data circle No. 18 on postcard, p. 103 


Machine Vises 

Complete line of drill press and 
machine vises in jaw widths of 3, 
4% and 6 in. are built to close toler- 





ances and fitted with a precision 
cut Acme spindle. Main parts are 
cast of high grade gray iron. Vises 
can be used flat. (as illustrated) 
or on either side, as all sides are 
fully machined. Jaws have verti- 
cal and horizontal V-grooves fox 
clamping of rounds. Two slide 
bars, of heavy gauge cold rolled 
steel, make vises strong enough for 
use on any machining operation. 
Six inch vise (illustrated) has re- 
movable crank handle; 4% in. 
model has slide bar handle in addi- 
tion to hex-head for wrench tight- 
ening. Wilton Tool Mfg. Co. 


For more data circle No. 19 on postcard, p. 103 


Close-Joint Tool 

Suited for laying tongue and 
groove flooring or sub-flooring and 
roofers, this close-joint tool can 
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MERCHANDISE RACK! 


You buy a sales-tested assort- 
ment of 108 Super Frostofold 
items—and you get this beauti- 
ful, sturdy “headquarters” dis- 
play rack! 

FROSTOFOLD 


FROZEN FOOD PACKAGING 


Gees 


Hiai ey re ae : uf 
| 1 


Sa 


POSE PIrs PPN ee 


1 
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NATIONALLY ADVERTISED! GOOD HOUSEKEEPING APPROVED! 
Food freezing season is coming up, and consumers are pre-sold on the exclusive 
features of nationally advertised Super Frostofold. The profits can be yours! 
Order today, or get full particulars from— 


Guaranteed by @ 
Good Housshooping 


9 45 soyeansce 
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GUARANTEED AGAINST BREAKAGE:* 


Every feature you and your customers demand 
went into these perfect table tumblers: 


* Safety: Written guarantee against breakage for one year! 
No smash-up hazards, no treacherous glass slivers 
. .. No dangerous cutting edges! 
Safe for baby, tots, teens . . . all the family. - 
Beauty: Beauty of material specially formulated for 
table tumblers. Smooth, pleasing to the touch, 
lovely to look at. 
Design: Contoured to nestle in the hand. Elegant 
in outline—will grace finest table setting. 
Balance: Scientific balance, no easy upsets or tip-overs! 
Colors: Popular decorator shades, in perfect taste for 
all occasions—Ice, Raspberry, Mint, Lemon. 
Capacity: Tested requirement for general use. 
Large 91/2 oz. size holds half-pint of milk with 
room to spare. 51/2 oz. juice size also available. 
Packaging: Stunning Gift Carrier Package holds set of six. 
Stacks high as you like for striking display > 
on small counter space! 


First Tumblers 
in Plastics Field 
Beautifully 
Designed 

for General 
Table Use! 


LAURELINE TABLE TUMBLERS open a profitable new field 
ef housewares selling to you — get your order in now! 


Made by the makers of Boontonware.” BOONTON MOLDING COMPANY, Boonton, N..J. 
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@ For more information 
on these products and 
services use free post 
card on page 103. 


also be used for all types of work 
in holding or drawing boards to- 


gether. Tools come packed six in 
a display box. Retail price is $2.50 
per tool. Collins Co. 


For more data circle No. 20 on postcard, p. 103 


Insect Killer 

Made of sturdy cast aluminum, 
Fly-Gone_ kills insects without 
spraying, fumes or odor by using 








a standard 25 watt light bulb to 
vaporize insect chemical Lindane. 
Operates by fastening unit to wall 
with one screw, plugging into light 
socket and pouring in chemical. 
Comes in red, blue, green or silver. 
Can also be used as TV or night 
lamp. Home Mfg. and Sales Co. 


For more data circle No. 21 on postcard, p. 103 


Musical Doll Carriage 


Called the Musi-Kab, this new 
doll carriage has a music box at- 
tached to the wheel. When carriage 
is pushed, it plays ‘“Rock-a-bye 
Baby.” Musical unit can be easily 
disengaged without removal when 
music is not desired. Carriage is 
available in stroller, folding and 
fibre models. South Bend Toy Mfg. 
Co. 


For more data circle No. 22 on postcard, p. 103 
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Splicing Tape 

For all electrical applications, 
this new splicing tape contains a 
pressure-sensitive compound and 


can also be used for many other 
taping jobs. Added to the Bull Dog 
line, it resists weather, corrosive 
chemicals, water, oils and abrasion. 
It is extra thin with high tensile 
strength, high adhesive qualities 
and it conforms to irregular sur- 
faces. Dielectric strength averages 
more than 1,000 volts per mil of 
thickness. It comes in 60 and 20 
ft rolls in 34 in. widths, and in 1214 
ft roll with % in. width. Boston 
Woven Hose & Rubber Co. 


For more data circle No. 23 on postcard, p. 103 


Rotary Power Mower 


Cyclo-Mo rotary power mower 
features design in wheel placement 
that permits mower and cutting 
knife to follow lawn contour with- 
out scalping. Grass chute evenly 
delivers all grass cuttings in the 
form of fine mulch, eliminating 
windrowing and balling. Solid 
aluminum deck is designed for 
highest possible safety margin and 
ease of handling. Power plant is 





(Continued on page 114) 


HARDWARE AGE, JUNE 11, 1953 












































complete line of 
stainless 
steel hakeware available 


Stainless Steel has now proved 

its merit for BAKEWARE! There is 
nothing like it in performance, durability, 
appearance and easy to clean. 


In Fletcher's complete line of BAKE-WELL 
STAINLESS STEELWARE—you have 
everything required for sales-appeal— 

It adds a modern slant to the entire 
department . . . gives your sales people 
something new to sell . . . extra items fo 
suggest to every customer that buys 
anything made of Stainless Steel. 


Each BAKE-WELL pie pan, cake pan, cookie 
sheet, etc., is labeled with a 4-color sales 
tested label, featuring appetizing 
pictures and recipes, together with a 
telegraphic selling message that 
sells these items for youl 


Save on freight—It’s smart to Buy 
the Complete Fletcher Line. 
18 popular BAKE-WELE 





were department. 
Write for circular 











Standard Duty 
Cylindrical Locks and Latches * 
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Attractive Styling 
Precision Construction 


The clean, crisp design of “Stilemanor” knobs is sure to 
appeal to the most discriminating tastes. It has plenty 
of “eye appeal” and “buy appeal”. Now available in 
wrought brass... later, in bronze or aluminum... all 
popular functions . . . includes entrance door set with 
large escutcheons, 

Some of its constructional features include: dual 
bearings on each knob to assure rigid knob assembly 
and prevent knob wobble; brass to steel bearings; self- 
aligning thrust bearing on knob spindle; latch retractor 
that glides on ball bearings for smooth easy action and 
long life; knob retainers concealed behind rose; revers- 
ible in field without using key; exclusive Russwin ball 
bearing, 5 pin-tumbler cylinder on all entrance door 
sets; all parts are precision-made . . . interchangeable. 

Be sure to see the new “Stilemanor” line. Check 
and compare all its features. It’s a “standout” for 
increasing sales and good will. Russell & Erwin Div., 
The American Hardware Corp., New Britain, Conn. 


SIMPLE INSTALLATION 
Only two holes to bore... - 
all alike for every door. 


New, handy installation aids. . . 
available to simplify work. 


HARDWARE AGE, JUNE 11, 1953 





“Stilemanor”’ 
340 entrance 
door set has 
turn-butten in- 
side, cylinder 
outside and tom- 
per-proof dead 
locking latch. 
330. . . same as 
340 but without 
dead locking 
latch. 


"Stilemanor’ 
320 bathroom- 
bedroom set has 
push button, 
automatic releas- 
ing mechanism 
and emergency 
key provision. 


322 ... same as- 


320, no emer- 
gency key but 
has auxiliary 
latch, 


"Stilemanor’ 
310 passage 
door and closet 
set operates by 
knob either side 
at all times. 


SINCE 1839 


DISTINCTIVE HARDWARE 
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Carrier 

Cover 





Pemsco’s ALL-PURPOSE Food Car- 
rier-Cover combination keeps pastries 
fresh for days; provides an easy way to 
carry pies, cakes, sandwiches, hot 
dishes and many other food items to 
parties, picnics, etc. Beautiful Hand 
Decorated Flowercraft Design and 
sparkling colors add beauty to any 
kitchen, and its ALL PURPOSE uses 
give this item year around appeal. 


NEW All-Purpose 


COMBINATION 


Pemsco’s All Purpose Food 
Carrier-Cover Combination 
.. . hand decorated in gay 
colors . . . makes it easy to 
carry pies, cakes, hot dishes 
and many other foods to 
parties, picnics, etc. 


Use the covers to keep foods 
fresh and appetizing . . . use 
the tray by itself to serve 
cake and sandwiches. . .use 
the compact unit for carry- 
ing hot or cold food to par- 
ties and picnics. Any way 
you use it... you'll find the 
new Pemsco Combination 
one of the handiest and 
most attractive items in 
your home! 





2 
ay) 
3 AN | 


Bg ) 


Pemscos NE W All-Purpose 


Mag-Rack y 3. 


Can be used : 
in any room 
in the house 


The Pemsco Mag-Rack fits 
well into any room. Not too 
big for crowded bathrooms, 
yet is large enough to hold 
sufficient number of maga- 
zines. The Pemsco Mag- 


sooap 


Rack is attractive and rich- y 
looking, will blend into any =—=/| 
living room decorative Tilt + 
scheme. Sturdily built, the B ies 


Mag-Rack can stand heavy 
use of basement play rooms 
dens or outside patios. 


Each Item 
Retails for Only 


BASEMENT 


LIVING ROOM 


a 


5 > j —f 
rit e 


BATHROOM 


- = J ——— 
== slo. r= 


a: 


BEDROUM 


$9-95 


PEORIA METAL SPECIALTY COMPANY 


—— pays —T- i 


PL 


ert 





a 


\E 


The Pemsco Mag-Rak will give you 


.+  anitem with volume sales and year- 
= round appeal. Every family will want 
-y- one or more. An inexpensive maga- 

; azine rack, expertly made from heavy 
= gauge materials and velvet ebony 
Us’ finish with beautiful Hand Decorat- 


ed Flowercraft Design. 


Order Today 





From your Jobber 


2507 S. Washington St. 
PEORIA, ILLINOIS 
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WHAT'S NEW 


four-cycle, 2 hp engine of standard 
make. Rotary is a full trimmer 
with 20 in. cut. Cooper Mfg. Co. 


For more data circle No. 24 on postcard, p. 103 





Fire Pumps 

Form-fitting, ventilated tank of 
Indian fire pumps gives constant 
circulation of air between tank and 
carrier’s back. Tank holds 5 gal. 
of water and brass pump throws 





30-40 ft. stream. No. 90G, with 
galvanized steel tank, brass pump 
and twin nozzle, $22.50; with ad- 
justable solid brass nozzle, $23.50. 
No. 90B, with solid brass tank, 
brass pump and twin nozzle, $39; 
with adjustable solid brass nozzle, 
$40. No. 90BC, with solid brass, 
chrome-plated tank and pump, and 
twin nozzle, $48; with adjustabie 
solid brass nozzle, $49. D. B. Smith 
& Co. 


For more data circle No. 25 on postcard, p. 103 


Pigmented Primer 


For priming and sealing all pre- 
viously painted and unpainted sur- 
faces, this pigmented primer is free 
of paint odor and covers up to 600 
sq ft per gallon. Called Vinybond, 
it stops suction and absorption and 
completely primes and seals bare 
plaster, dry wall construction, all 
types of porous flat wall paints, and 
cinder and cement blocks. It also 
provides foundation coat for flat 
wall, semi-gloss or enamel finish. 
Easy to apply with brush or roller, 
it dries in two hours. Patterson- 
Sargent Co. 


For more data circle No. 26 on postcard, p. 103 
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Range Receptacle 


No. 3826-W White Range Re- 
ceptacle has long-life construction, 
easy wiring features, and a white 





finish for kitchen installation. | 
There is ample wiring room be- | 


tween cable clamp and terminal 


block so that pliers can be used to | = 
position cable. Large radius on | 
ends of heavy phosphor bronze con- 
tacts permits cap to be inserted | 


easily. Cable clamp closes opening 
completely regardless of size of 
wire used. Self-positioning-align- 
ing ribs and grooves in cover and 
block eliminates breakage of covers 
in installations. Pass & Seymour, 
Inc. 


For more data circle No. 27 on postcard, p. 103 


Automobile Light 
All-purpose utility light, Snapit 











Automobile Klip-Lite, is useful in 


case of tire or motor trouble, light | jays 


failures or for reading maps, etc. | 
Plug fits into any cigarette lighter 
socket. It can be clipped on wher- 
ever light is needed; 12 ft. insu- 
lated cord reaches any part of car. 
Comes complete with lamp; red 
plastic shade acts as safety light— 
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BUSINESS 


in 
thousands of 
stores today! 


Sanette Waxed Bags are America’s 
largest-selling kitchen garbage 
bags. Easy to sell...they are a good 
traffic item to bring customers 
in. —not only for bags but for 
other goods. Once your customers 
use Sanette Waxed Bags they will 
never do without them. 


A year ‘round Take-Home 





Item :.. Priced at the Retail 
Level to Provide Full Mark-up 








Housewives like their cheerful green 
color... tough. moisture - resistant 
quality ... and the way they keep 
kitchen pails clean and odorless. 
They fit Standard round and Deluxe 
square Sanettes, as well as other 


containers. 


Insist on the genuine GREEN 

SANETTE WAXED BAGS... 

packed in colorjul Dispenser 
packages of 50 Bags each. 


SB-3-50 SB-5-50 
for all 10,12 and 14 for all 16 and 20 qt. 


qt. waste receivers waste receivers 


| MASTER METAL PRODUCTS, INC., 321 Chicago St., Box 95, Buffalo 5, N.Y. 


Manufacturers of the Famous Sanette Standard and Deluxe Step On Cans 
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Packed 1 in a@ box. 


é6ina 


case. Weight 18 pounds. 
Year after year this handy tool is demanded by 
Carpenters, home craftsmen and manual training 


students. 


Stock this vise. You will be pleased with the 


resale and profit possibilities it carries for you. 


The 


CHAMPION HARDWARE C0. 


GENEVA, OHIO 




















3 ° This is a real 
( y) spring clean-up 
— with a nautical 
twist — a putty 
knife, Navy type, 
— Goodell guar- 
anteed. Steel is 
tested quality. 
Blade 1'/," wide, 
semi-elastic, hardened, tem- 
pered and ground under wa- 
ter. Bright metal holster 
GOODELL SPECIAL UN- 
BREAKABLE CONSTRUC. 
TION. Two brass compression 
tivets; genuine Rosewood 
handle. Colorful compact 
counter display box. 


This is a 70 cent knife retailing at 59 
cents and giving you 43!/2% profit at 
special offer of $4.25 per dozen. Offer 
good only until July 31, 1953. 


GOODELL COMPANY, 
Antrim, N.H. 
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A 70 cent knife you can buy 
and sell as a 59 cent leader. 





| GOODELL COMPANY, Antrim, N. H. 

Send us............dozen #9011 special Navy Type 
Putty Knives on $4.25 a dozen deal. 

Bill and ship through our jobber who is............ 





TIE: 1 ccsarinncaiesnineivincsssesensontoapuinadenestina eames 
SINNED scciczsnecssbsaesenbienlsaelbsssliondinaonaciicetie 7 
Use this coupon or attach it to your regular 
order. 

0 Ask for Goodell Cutlery Catalog. 
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WHAT’S NEW 





@ For more information 
on these products and 
services use free post 
card on page 103. 


can be seen 1% mile in dark. Indi- 
vidually packaged in colorful dis- 
play box, illustrating uses of the 
light. Retail, approximately $2.00. 
Cable Electric Products, Inc. 


For more data circle No. 28 on postcard, p. 103 


Spinning Reel 

Swiss Fix spinning reel now 
comes in blue perma-baked enamel 
finish in addition to the regular 





oxide finish. New finish gives reel 
double corrosion-proof effectiveness 
and is non-reflective so it does not 
scare fish away. Mats for dealers 
are available. General Products. 


For more data circle No. 29 on postcard, p. 103 


Plastic Corn Set 

Deluxe Cornette Set comes gift- 
packaged in colorful container with 
acetate cover, complete with sleeve 
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to permit customer to mail as a 
gift. Set consists of eight green 
Styron plastic Cornette holders 
and four green Styron corn dishes, 
all with hand-painted kernels. Hold- 
ers feature extra-long, twin non- 
tarnishable metal prongs to hold 
corn securely. Dishes have sepa- 
rate butter compartment for indi- 
vidual service. Set, service for 
four, retails for approximately 
$2.70. Beacon Plastics Corp. 

For more data circle No. 30 on postcard, p. 103 


Construction Sets 


Two new auxiliary parts units 
for Block City miniature construc- 
tion sets can be used to replace lost 
parts or to build larger models in 
combination with original sets. 
One set contains 200 full blocks and 
40 half blocks. The other consists 
of windows, lintels, stoops, railings, 
awnings, doors, coping and side- 
walk material. Parts in replace- 
ment sets are same as those in regu- 
lar sets. Each set retails for $2.95. 
Plastic Block City, Inc. 


For more data circle No. 31 on postcard, p. 103 


Power Sander 

Mall orbit sander finishes “wood 
and metal surfaces quickly and 
smoothly. It can be used on flat, 





curved, horizontal or vertical sur- 
faces. Made of aluminum alloy, 
sander weighs only 5 lb. Full-grip, 
trigger switch handle and front 
knob provide easy maneuverability. 
Sander has 14 in. orbital motion op- 
erating at 4500 cycles per minute 
and runs on standard 115 volt AC- 
DC. Mall Tool Co. 


For more data circle No. 32 on postcard, p. 103 
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ORDER 


your bolts, nuts, rivets and other 
fasteners easier and faster... with- 
out confusion or error. Buffalo 
Bolt’s latest catalog NO. 51 — 
gives you the information you 
need .. . in a hurry. It’s clear, con- 


cise . . . and complete. 


STOCK 


top quality Circle © Bolts in 
clearly-labeled, sturdy, corrugated 
board Handy-Pack containers. 
Simplify your handling problems. 
Write for folder explaining types 
of bolts, quantities and weights 
available in Handy-Pack cartons. 


SELL 


the high quality of the complete 
line of Buffalo Bolts which has 
never been surpassed. In com- 
bination with Handy-Pack car- 
tons, they offer a superior prod- 










uct at a price no 
higher than that 
of ordinary bolts. 





BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 


North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE @ PRODUCTS—BOLTS @ NUTS e RIVETS AND SPECIAL FASTENERS 
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small holes, and turned back to shut 
off flow and prevent spilling. Pack- 
ed six to a colorful box with cello- 
phane-covered cut out. Interna- 
tional Salt Co., Inc. 


For more data circle No. 33 on postcard, p. 103 


WHAT’S NEW 


Personal Salt Shakers 


Improved personal Sterling salt 
shakers, for picnics and use in 
lunch boxes, are tiny round salt 
boxes gaily decorated with yellow 





Stove Top-Table Mats 


Surf green and Capri blue colors 
have been added to the line of 
Linen design Pro-Tex stove top and 
table mats. Mats match popular 
kitchen table top patterns and 
dinette set designs. Textured sur- 
face is neutral pattern for kitchen 
and home. Line now includes yel- 
low, red, gray and two new colors. 





plastic shaker tops and blue, white 
and red labels. Shakers are 1% in. 
high and % in. in diameter, and 
each contains 2/5 oz. of fine-grained 
Sterling salt. Top can be turned 





Made of metal and asbestos, mats 
retail from 15¢ to 89¢, according to 
size. Ballonoff Metal Products Co. 


For more data circle No. 34 on postcard, p. 103 


Flashlight Battery 

Eveready No. 950 features longer 
service life and its long shelf life 
makes dating unnecessary. It has 
durable, attractive vinyl plastic- 
coated jacket, protective guarantee, 





and label design featuring Cat- 
With-Nine-Lives symbol in red and 
blue on white background. Edges 





to allow salt to shake out of three 











B 













IMBLE GLASS BARS 
with low-cost K 
Give your cusToMERS what they want— Kimble make it possible for us to offer 
low-cost, handsome, handy Kimble Glass _ you these popular bars at a special low 
A. Kimble Button-End Glass Bars— Bars. Sparkling bright, they’re made of cost that stimulates sales and gives you 
crystal or opol glass with adjustable velvet-smooth, clear glass... have pol- a high profit margin at the same time. 
ee ae oS ished metal fittings. Order Kimble Glass Bars today from 
B. Kimble Double-Purpose Glass Bars — Tremendous production facilities at your wholesaler, or write to us direct. 
crystal glass with adjustable fittings 
for partial or full-length use. 24’ long. Ki P 
imble glass bars won’t rust. 
¢. Kimble Bent-End Glass Bars — g ae 7 


'Y,"’ crystal or opal glass with strong, 
modernistic metal fittings. 18’ and 
24”' lengths. 
D.. Kimble Deluxe Glass Bars — 

¥/,/" crystal-clear glass with heavy, 
streamlined metal fittings. 18’ and 
24" lengths. 

Subsidiary of Owens-Illinois Glass Company 


eae 
' 
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stay new-looking! 


KIMBLE GLASS COMPANY | 


“4 
Toledo 1, Ohio ' 
a 7 
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of jacket at top and bottom are 
rolled over and crimp-sealed for 
added strength. Unit carton of 48 
batteries consists of two display 
boxes of 24 each. National Carbon 
Co. 


For more data circle No. 35 on postcard, p. 103 


White Enamel 


Non-yellowing white glisto 
enamel produces an intensely white 
surface for walls and woodwork. 
Easy to apply by brush, roller or 
spray, enamel is quick-drying and 
can cover most surfaces with one 
coat. Severe usage and frequent 














AND CHECK OFF 
THESE ADVANTAGES 


|_| quick prorit 


Generals are easy fo sell because customers 
need GF's positive filtering protection. 


[_] easy service 


Single-bolt assembly means instant, sure 
servicing — no time lost through troublesome 


“call-backs.” 


["] REPEAT SALES 


Seasonal cartridge changes aid in finding new 
filter prospects, assure lucrative, dependable 


earnings. 


[|] suPer-FILTRATION 


Finest all-wool cartridge and GF’s unique filter 
design mean the safest filtering known! 





Made for General Filters, Inc. 


GENERAL FILTERS 
INCORPORATED 


ANOTHER MONEY-MAKER! 


CLEAN RIGHT Soot Remover works safely, 
gently, quickly cleans any heating plant. 


scrubbings do not impair its white- 
ness. Available in pints, quarts 
and gallons. Sapolin Paints, Inc. 


For more data circle No. 36 on postcard, p. 103 


Diaper Hamper 


Sanitary convenience and modern 
styling are features of this new 
Lustro-Ware diaper hamper made 





It will not 
Cover fits 
odors from 
not rattle or 


of high-impact plastic. 
dent, chip or crack. 
snugly preventing 
escaping. It will 


create disturbing noises. It is light- 


2A-700 
for average needs 








OIL FILTERS 








weight, rustproof and leakproof and 
easy to clean with soap and water. 
It will not stain and comes in soft 
pastel colors with white lids. Re- 
tails for $3.79. Columbus Plastic 
Products, Inc. 


For more data circle No. 37 on postcard, p. 103 


Automatic Coffee Maker 


New No. A-8, eight-cup, fully 
automatic coffee maker, has same 
basic design as the No. A-10 and 
No. A-12, 10- and 12-cup automatic 
coffee Robots. It also has Flavor 
Guard which leaves nothing to set 








peg 
hal 


Nas 


1A-25 
for small stoves, 
heaters, etc. 





Veteran fuel oil service men enthusiastically agree that GENERAL FUEL 
OIL FILTERS are the finest all-wool-cartridge filter money can buy! Easily 


replaceable felt cartridges not only reduce maintenance to a few simple 
steps but assure positive filtering which puts an end to unprofitable service 


“call-backs.” 


One cartridge change covers the entire 
season. In addition, GF’s quick, out-in-the-open installations 
save you time and money on every job. 


43800 Grand River Ave. 
Novi, Mich. 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 
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CUTTER #1 
FOR FAST SCRAPING 





curren *3 
eon vest ROE 


Serres EOORS 












—) FOUR CUTTING EDGES 
—b EASY GRIP, HAND CONTOURED HANDLES 
—+ COLORFUL MARKINGS 

—} FAST CUTTING, TOOL STEEL BLADE 

— TWO SIZES, No. 1 and No. 2 





The rugged BIG HAND Scraper is the ideal scraper 
for all around use because each blade has 4 cut- 
ting edges—2 are corrugated for quick removal of 
thick finishes, 2 are smooth for fine work. Blades 
are replaceable. 


BIG HAND Scrapers are available in standard stock 
boxes or in the new merchandising display. Ask 
your jobber about the BIG HAND LINE. , 


New No. | BIG HAND DISPLAY 


BIG SALES © BIG PROFIT 
with the BIG HAND LINE! 


#25 T YL. #3425 


HOOK SCRAPER MFG. CO. 








Queens Village, New York 





Sales Representatives 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street, New York 8, N. Y. 
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WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 103. 





and nothing to forget. Added to 
the Farberare line, it comes in 
chrome, complete with plug-in cord. 
It operates on AC current only. It 
retails for $24.95 East of the Mis- 
sissippi, and $25.95 West of the 
Mississippi. S. W. Farber, Inc. 


For more data circle No. 38 on postcard, p. 103 


Crack and Hole Filler 


Here is a new water-mix filler, 
called Ced-Air Crack and Hole 
Filler, for fixing cracks, nail holes, 





furniture splits, etc. It will not 
shrink; dries completely in about 
30 minutes; will take oil stains 
readily when dry and sands like 
wood. Filler adheres to wood, tile, 
cement, plaster and stone. Comes 
in 1 lb. containers. Ced-Air Prod- 
ucts, Inc. 

For more data circle No. 39 on postcard, p. 103 


Vegetable Tool 


Now supplied with a fourth disc 
for extra fine shredding, the Mouli 
Julienne provides housewives with 
a tool for easy slicing, chopping, 
shredding and julienne of vege- 
tables. Rotary action makes it 
fast-working. Tool is safe to use, 
as hands do not touch cutting parts. 
Individually packaged in multi- 
color box; retail, $2.69. Mouwli Mfg. 
Corp. 

For more data circle No. 40 on postcard, p. 103 


(Resume reading on page 13) 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


ing displays for this new vinyl 
flooring. Available free, cards are 
die-cut and printed in red and yel- 
low, each to fit on back of KenFlex 
carton after top of carton has been 
cut away. Each card has cartoon 
style picture dramatizing sales 
point the card features and also 
descriptive copy. One card stresses 
durability of tile; second card sug- 
gests kitchen use; third card stres- 
ses beauty, and fourth card de- 
scribes how easy it is to clean. 
Kentile, Inc. 


For more data circle No. 41 on postcard, p. 103 


Sliding Door Hardware 


Bulletin No. 87-L gives a graphic 
discussion of sliding door hardware 
installation and operation. Printed 
in two colors, it lists specifications 
and descriptions of door hangers, 
guide strip, guides, facia strip, 
track, door pulls and door stop. 
Leigh Building Products Div., Air 
Control Products, Inc. 


For more data circle No. 42 on postcard, p. 103 


Sponge Size Labeling 


New feature in labeling of ‘cellu- 
lose sponges is the addition on the 
cellophane wrapper of description 
of size of sponge, such as “giant,” 
“large,” “medium” or “handy.” 
This is to aid customers in identify- 
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GET READY / 


FOR THE PROFIT PARADE 


OT 








WALL INDUSTRIAL 
SOLDERING IRONS 


The perfect production-line soldering iron. Designed to take punish- 
ment, so it appeals to all industrial users who are economy-minded. 
© Thermostatic action prevents tip burning! ® Built to withstand con- 
tinuous heavy duty! ® Heats 4 times faster than most other irons! 
®@ No radionic interference while in use! @ UL and Canadian Stand- 
ards approved! ©@ Successfully passed the 65° below zero test! 

@ Precision wound on pure mica sheet! ® Heat-Control 
means greater economy! ® Complete size range...20 A\% Sf a 
to 1000 watt! © Operates on 110-120 volts, ACorDC! /s iy e\ 


OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 “ 


WALL MANUFACTURING C 








GROVE CITY © PENNSYLVANIA 
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Sell the Spiral 
Screw Driver 


that's enclosed... 
for long life, safety 


boost hand tool department 
profits with this Greenlee 


high-quality tool g Z 
Here’s the Spiral Screw Driver that immediately 
takes the customer's eye. It’s easy for him 

to see how well he’s protected . . . fingers can't 
get pinched when working with this fine 2 
tool. And since it is enclosed it stays dirt and 
grit free for long years of good service. A glance 
at the Green.eeE Enclosed Spring Return 
Spiral Screw Driver also tells that it is of high 
quality through and through. All parts are j 
made to stand up under hard use . . . inside and ; 
outside sleeves and nose of stainless steel, { 
drive nuts of phosphor bronze, other parts of 
high strength aluminum and steel. Hard- 
Wear handle of attractive, durable green 
plastic. Made in small and medium sizes... 
individually packed with three sizes of 

bits in handsome package. Get complete 


1 
details on this sales-maker now. | j 








siete) Rie) Ba 7 Nas). 14, | 


il tl 


STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL CO., 1806 HERBERT AVE., ROCKFORD, ILLINOIS 
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TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 103. 


ing sponge size for repeat pur- 
chases. O-Cel-O, Div. General Mills, 
Ine. 


For more data circle No. 43 on postcard, p. 103 


Arms, Ammunition Aids 


Year-round shooting fun is theme 
of new, colorful point-of-purchase 
displays for arms and ammunition. 


at 
WW PYINTL STAR 


22's 


: 
‘Sart ew ot sgt th Che satect, some cohabit Mek 


WINCHESTER | 





Fully illustrated, material includes 
two counter cards, one on plinking 
and one on pest shooting; 40x13 in. 
window or wall streamer that fea- 
tures father and son, and one based 
on the theme Shoot For Fun; wall 
hangers and banners. All items are 
available free. Arms & Ammuni- 
tion Div., Olin Industries, Inc. 


For more data circle No. 44 on postcard, p. 103 


Wire Hardware Catalog 


Special wire forms, general wire 
hardware and metal stampings are 
covered in this 20-page Catalog No. 
52. It has simplified index for easy 
reference and shows screw eyes, 
screw hooks, square end screw 
hooks, curtain hooks, harness studs, 
gate hooks and eyes, and many 
other items. It gives specifications, 
and features a wire gage chart. 
Parker Metal Goods Co. 


For more data circle No. 45 on postcard, p. 103 
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General Motors Engineering 
Delco Production Skill 


..Your keys to Sales Success 








Plus features for plus sales 
in DELCO Water Systems 


Unique pebble trap 
for deep well jets 



















Here’s a perfect example of how 
General Motors builds extra fea- 
tures into Delco Water Systems to 
make your selling job easier, to give 
you extra assurance of perfect per- 
formance on every installation. 
This outstanding pebble trap is 
built right into the double pipe jet 
body to keep all pebbles, pipe chips 
and other foreign material that 
might get into water stream away 
from the jet nozzle. 

Delco Water Systems offer a 
complete line of pumps for every 
kind of installation, built 
and backed by General 
Motors to put extra dol- 
lars in your pockets. Un- 
usual flexibility cuts stock- 
ingofmodelstoaminimum. 
Easy installation of pack- 
age units and trouble-free 
service leaves more profit 
for you. Competitive pric- 
ing and national advertis- 
ing make your selling job 
extra easy. 





Unique 
Pebble 
Trap 





Select new franchises available now! For facts and 
information write or wire Dept. HA, Delco Appliance 
Division of General Motors, Rochester, N. Y. 


For a good deal- 


DEAL WITH DELCO 


Manufacturers of famous Delco-Heat oil- and gas-fired 
burners, Conditionairs, boilers, and water heaters. 
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Model No. 208 


@ provides consistent, all- 
Wg over moistening of gummed 


ig surface. 
@ automatically dispenses 3, 4, 6, and 
8 inch lengths of label or tape, cut and 
ready to use. 
®@ cuts down wrapping time, eliminates waste, saves labor. 


@ insures neat, smart packages that are permanently sealed. 


Make Your Package ‘’Sell’’ with 
Printed Labels 


> since laaaleiaane sa aectige 


NASHUA PACKAGE SEALING | 


DIVISION OF NASHUA CORPORATION | 
Nashua, N.H. 
World's largest manufacturer of tape 
moistening machines and gummed tape. 





Please send me a National Package Sealer 
for a FREE 10 day trial. 
Name 
Company 
Address 
Dept. 14 
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ing Equipment y 


No. 29 FULTON FRAME-BUMPER HITCH 
One Model to Stock! 


For really secure attachment 
of boat and utility trailers, 
Frame-Bumper Hitch at- 
taches to both bumper and 
car frame. Heavy steel frame 
support reinforces frame 
without drilling. Pull is di- 
rectly on car frame. Bumper 
supports vertical load. Tie- 
bands give added strength. 
One model fits most cars. 
Easy to stock—easy to sell. 





NO. 0-7 

TRAILER COUPLING 

For use on 2-wheel boat 
and utility trailers, loads to 4,000 lb. No. 
B-6 for loads to 6,000 lb. Heavy-duty 
No. A-6 fur use with trucks, tractors and 
farm machinery, to 8,000 lb. Extra Ball 
assemblies also available. 









NO. 25 BUMPER CLAMP 
Secure, all-steel anchor 
for trailer coupling. 
Adjustable for most 


1} NO. 30 TRAILER 
TONGUE STAND 


Supports 2-wheel utility 
trailers and many farm 
implements at hauling 
level for easy loading, 
unloading and parking. 
Bolt or weld to trailer 


bumper shapes. Rubber 
cushion protects bumper 
face. No. 24 is a lighter, 
lower-cost clamp for 
moderate loads. Good 
price leader. 


tongue. Swings to hori- 
zontal position for haul- 
ing. 





NO. 26 BUMPER CLAMP CONNECTING BAR 
Use with two No. 25 Bumper Clamps where 
center mounting is impossible and for better 
load distribution desired. Complete with 
bolts, nuts, lock washers. 





THE FULTON COMPANY 


1912 S. 82nd St., Milwaukee 14, Wis. 
* In Canada: J. C. Adams Co., Ltd., Toronto 
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TO HELP YOU SELL 


Workshop Display 


Counter display is designed to 
boost sales of the new Ball o Rite 
portable electric workshop. Offered 
free, it is an attractively printed, 








illustrated card that makes self- 
contained counter display of kit 
case. Ball o Rite kit is deluxe 
quality model offered as king-size 
home workshop. Powered by Cum- 
mins super-powered Ball o Rite 44 
pistol grip drill, it includes more 
than 50 pieces and retails $49.95. 
Cummins-Chicago Corp. 


For more data circle No. 46 on postcard, p. 103 


Chamois Gift Package 


Sunshine French process genuine 
chamois skin cleaner now comes in 
attractive new package, the Em- 
bassy Gift Box. Available with 
three different combinations of 
skins: Auto Pak contains two heavy 
duty chamois for car and general 
man’s use; Home Pak is for the 
house and woman’s use. Both are a 
combination of one heavy and one 
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medium duty skin. Green and white 
box has transparent cover, and on 
bottom of box is printed a full de- 
scription of uses and care of a 
chamois. Brochure is enclosed. Hoyt 
& Worthen Tanning Corp. 


For more data circle No. 47 on postcard, p. 103 


Hand Sprayer Catalog 


Pestop, new line of hand spray- 
ers, is featured in this dealer cata- 
log, No. HS-53. Printed in two 





colors, 24-page catalog gives specifi- 
cations for complete line of hand 
sprayers for landscape caretaker, 
small grower and home gardener. 
Section is devoted to spray nozzles, 
hose fittings and other accessories. 
Also included are specifications for 
line of power sprayers for home 
gardens, greenhouses, estates, etc. 
F. E. Myers & Bro. Co. 


For more data circle No. 48 on postcard, p. 103 


Lock Displays 


Point-of-purchase merchandising 
displays create impulse sales of 
telephone locks and the Nugget 
lock, small padlock for bowling 
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‘DRAPERY “DO a1 
RD 
market 





os pune RAPES 





por AML rrets 









DRAPERY 
CORD 





VENETIAN 
BLIND 
CORD 










The 
King Cott 
Ne guy w ho wants to re-cord |} Roh dale 2-talctilelal 5. Line 
blinds. Big sales potential tc rs. 40 ft. coils of 
number 6 cord. Cellophane w 1 6 coils to a 


"SELLCORD ‘counter display. All vene blind cord colors 


© Sash Cord 
® Clothesline 
© Dryer Cord 
© Twine 

® Mason's Line 
© Chalk Line 
© Cotton Rope 





















6 wt ret OFF 


CORDAGE 
JOHN H. GRAHAM & CO., INC. 


105 DUANE STREET, NEW YORK 8, N. Y. 
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TO HELP YOU SELL 





bags, cabinets, golf bags, tackle 
boxes, etc. Telephone locks come in- 
dividually packed in transparent 
polyethylene bags; Nugget padlocks 
are individually carded and enclosed 
by a transparent plastic bubble. 
Both types are mounted on colorful, 
expendable display cards. Yale & 
Towne Mfg. Co. 


For more data circle No. 49 on postcard, p. 103 


Tool Catalog 


Three-color tool catalog illus- 
trates 13 new Metcoid socket sets, 
hot forged from alloy steel and 
heat treated for hardness. Tools 
come in various styles of metal 
boxes and sets include sockets, 
wrenches, ratchets and attach- 
ments. Ratchets have one-piece 
handles and stainless steel parts. 
New 91-piece Master socket and 
wrench sets, illustrated, consist of 
6, 8 and 12-pt. sockets, heavy-duty 


and deep spark plug sockets, acces- 
sories, box-end, open-end and com- 
bination wrench kits, and assorted 
tools. Metal Engineering Co. 


For more data circle No. 50 on postcard, p. 103 


Display Table 


This new floor unit display table 
is made of plywood in natural 
finish with recessed black base- 
board; end posts and top are oak. 





Center back finished natural or 
enameled any color desired. Base 
is 49 in. wide with a 24 in. wide 


platform on each side. Available 
in four styles, two with double 
sides, two with single; all come 
with 10 in., 12 in., and 14 in. glass 
shelves complete with standards 
and brackets. Prices range from 
$69.95 to $154.30. W. C. Heller 
& Co. 


For more data circle No. 51 on postcard, p. 103 


Varnish Display 


Designed to prove the durability 
of Cosmo Spar Varnish, this point 
of sale display features full size 
horseshoe suspended by chain in 
front of panel finished with Cosmo 
Spar. Customer can slam horse- 
shoe against panel, showing that 
the panel may be dented without 
marring finish. John W. Masury 
& Son, Inc. 


For more data circle No. 52 on postcard, p. 103 


Ironing Table Cover Rack 


Self-service display rack holds 
new scorch-resistant Zedalon iron- 
ing table covers and contains all in- 
formation necessary to inform cus- 

















~~ 
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ENGINEER’S AND 
THICKNESS GAGES 


A precision made, pocket size 
set of wire, taper and thickness 
gages. Taper gages are for 
checking slots, grooves, etc. 
Thicknesses are ground and 
marked from 1/64” to 3/16” 


by 64ths. Reverse side is 3” rule in 16ths and 8ths of 


an inch. 








@ Send your new catalog to... 


The Birmingham Standard wire gage has sizes 
slotted and numbered from 19 to 36. Slots 1/16” and _ ‘ome 


1/8”. Decimal equivalent of numbered sizes shown 
in thousandths of an inch on reverse side. 


Address - 


The 9 tapered thickness feeler gage leaves of tem- _ i. 4 veo 
pered, polished spring steel: .002, .003, .004, .006, .008, 
010, .012, .015, and 1/16”, are plainly marked. Leaves i ee 


fold and lock into 4 1/2” Silver Mist chromed case. a PE NNE La ae SED CRON: NE AE ASTRO 
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THICKNESS GAGE 


of hardened, tempered, and 
polished spring steel. Leaves 
are V2" wide, 2% long 
and from .004” to .025” in 
thickness. Each is clearly 
marked. Leaves fold and 
lock into Silver Mist chromed 






THICKNESS GAGE 


No. 802 
No. 801 
ENGINEER'S )} Sere . 
GAGE 
No. 814 Twenty-two straight leaves Twenty-six straight 


leaves of hardened, 
tempered and polished 
spring steel. Leaves are 
V2" wide, 3” long and 
thicknesses are: .0015, 
.002, .0025, and even 
thousandths through 
.025. Each clearly 
marked. Leaves fold 
and lock into Silver 
Mist chromed case. 


No. 802-T 
@ 


Exactly same as No. 802 except the 
twenty-six leaves are tapered to ap- 
proximately 4"’ for use where access 
to narrow openings is required. 


TUBULAR MICROMETER COMPANY 


Box 1, St. James, Minnesota 





a 


Send for 
new catalog! 


State Latest information on micrometers, ; 


calipers, gages, Verniers, dial indi- : 
cators. New methods. New ideas. ; 
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New ideas. ; 


tomer, plus an actual swatch of 
Zedalon, one of asbestos and an- 
other of high-quality cotton. The 
swatches each had a hot iron at the 





linen setting, 500 deg, placed on it 
for five minutes. The resultant 
scorch imprint showing the entire 
soleplate of the iron over the three 


Clamp, Handscrew Catalog 


Catalog No. 18 in 28 pages de- 
scribes the complete Jorgensen and 
Pony line of clamps and hand- 
screws, including new designs. 
Among new styles are Pony spring 
clamps and Jorgensen band clamps 
and machinists clamps. Catalog is 
intensively illustrated and descrip- 
tive, and includes many how-to-do- 
it suggestions. In two colors, it 
contains complete specifications for 
each item. Available free upon re- 
quest. Adjustable Clamp Co. 


For more data circle No. 54 on postcard, p. 103 


Mower Service Guide 


“Service Station Directory 1953” 
lists all authorized service stations 
and servicing dealers on Jacobsen, 
Worthington and Johnston mowers. 
Directory has 27 pages and denotes 
service stations by bold face type 


and servicing dealers by light type. 
Service stations carry substantial 
parts stock and are factory trained 
to meet all service requirements. 
Servicing dealers are equipped to 
perform all ordinary service and re- 


swatches gives visual proof of 
Zedalon’s quality. Rack requires 
28x15 in. of floor space and is free 
with order for two assortments of 
24 each. Proctor Electric Co. 

For more data circle No. 53 on postcard, p. 103 


pairs. Listing is alphabetical ac- 
cording to states. Jacobsen Mfg. 
Co. 


For more data circle No. 55 on postcard, p. 103 


Socket Display Board 


Merchandising display board for 
Y% in. sq. drive sockets and parts 
has been added to line of Life-Time 
wrenches. Finished in royal blue, 


> BILUNGS .... 


Og 
- 





it has trade mark and wrench class 
numbers imprinted in yellow. Items 
are arranged on board for quick, 











Holds down fence repair costs 


more than pays for itself 


in what it saves 


over 300 

inquiries 

first time 
ad ran! 


Advertised to the farm market in 









... you'll save time ... no need for ex- 
pensive corner posts. 





April for the first time, the new 
Chance Earth Anchor is already 
selling in volume. One dealer in 
a town of less than 3,000 popula- 
tion has sold 548! Investigate 
now. Get your share of profits— 
right from the start. Call your 
hardware jobber. If he can’t 
supply you—write us for full 






See your dealer 
or send coupon for 
more information. 


information and prices. 


> A-B-CHANCE CO- 





TO 
ADDRESS 





CENTRALIA,MO. 
DEALER'S ADDRESS 


You’ll improve the value of your farm and avoid 
repair costs on fences, grain bins, and other farm 
structures—if you strengthen and guy them now 
with Chance Earth Anchors. Especially made for, 
farm use, it is an inexpensive one piece anchor 
that requires no digging, hammering, or special 
tools to install. Just screw it into the ground 
and attach your guy wire or cable. Your 
fences will look better and stay that way 


eS 
APE ARBORS 





MY DEALER'S NAME____ 





























LINES 
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: You'll Agree 
H° “UNIVERSAL” 


IS Lrayerds 


IS BY LONG ODDS 
THE BEST LINE TO HANDLE! 


EE RA TEE 
A thoroughly complete line for every hand-spraying and dusting 
application. 


Sold only through jobbers —with the same square deal for 
everybody — assures quick delivery and a full 50% mark-up. 














Finest designs and workmanship — products of the 
most modern factory manufacturing sprayers exclusively. 


Backed by sensible and effective merchandising aids. 

* 
Ask your jobber for complete details. You'll 
agree that UNIVERSAL is by long odds the best 
line to handle. 






s Dg 


UNIVERSAL METAL PRODUCTS CO.) a |. 


SARANAC. MICH. ae 








It’s easy to spot the dealer who carries 






S f 


GAS HEATERS! 


A correct style and size for every need 


® 8 FULLY VENTED HEATERS 





15,000 BTU to 85,000 BTU Over 
© 22 UNVENTED HEATERS 45 Years Stove 
10,000 BTU to 50,000 BTU nee 
All AGA approved for natural, liqui- - eciere 
fied and manufactured gases. All mag 


equipped with automatic safety pilot. 





Write your jobber or direct for complete catalog 


MARTIN STAMPING & STOVE CO., Huntsville, Ala. 
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TO HELP YOU SELL 








@ For more information 
on these products and 
services use free post 
card on page 103. 


easy identification and_ selection. 
Chrome-plated hooks are rigidly 
fastened to plywood board, 12x24 
in. Called LS-75, it contains 70 
pieces, full line of sockets and 
parts. Fourteen sizes of 12 pt., 
double hex sockets, five sizes of 8 
pt., double square sockets and re- 
versible ratchets, flex handles, slid- 
ing T handles and other parts are 
offered. Billings & Spencer Co. 


For more data circle No. 56 on postcard, p. 103 


Tool Catalog 

New catalog No. 105 contains 
176 pages describing a variety of 
cutting tools, including drills, 





reamers, countersinks, carbide 
tools and tool bits. Each section 
is visibly indexed. All listings are 
complete as to types and sizes. 
Other features are: complete al- 
phabetical and numerical index, a 
technical data section containing 
helpful information, standard pack- 
aging information. Whitman & 
Barnes. 

For more data circle No. 57 on postcard, p. 103 


Water Systems Booklet 
Handy reference booklet, 84x11 
in., includes comprehensive com- 
parison chart showing specifica- 
tions, capacities and prices of nine 
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leading jet water systems in the 
low-price range. Containing eight 
pages, it also has story of how 
Rapidayton 3-Star Champion con- 
vertible jet water system was built; 
it lists for $99.50. Booklet, titled 
“You Can Be a Champion,” is free 
upon request. Dayton Pump & 
Mfg. Co. 


For more data circle No. 58 on postcard, p. 103 


Saw Blade Display 

Metal counter stand for display- 
ing line of Technite hand hack saw 
blades holds a supply of 100 blades 





in a minimum of counter space. It 
features bar lock which clamps in 
front of stock and prevents pilfer- 
age. Of sturdy metal construction, 
it is painted in white enamel with 
red and blue lettering. Ease] stand 
supports unit securely but folds 
back for convenient packing in 
cardboard carton. Display, com- 
plete with stock of blades, is sold 
as package T-100 deal. Capewell 
Mfg. Co. 


For more data circle No. 59 on postcard, p. 103 


Door Knocker Packaging 


Gift packaged door knockers are 
designed to increase Christmas and 
year ’round sales. Knockers are in- 
dividually cellophane wrapped on a 
bed of cotton snow with holly trim 
and packed in special gold colored 
box for display on counter. Made of 
precision forged solid brass, accu- 
rately machined and polished to a 
smooth lustrous finish, knockers 
also come in dull brass, bright chro- 
mium on brass, and dull chromium 
on brass, as well as polished brass. 
Baldwin Mfg. Corp. 

For more data circle No. 60 on postcard, p. 103 
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Alert Distributors of 
CLEVELAND 7 2-“” FASTENERS 


profit by Cleveland’s specialization 
in Cap Screws, Set Screws & Milled Studs 





Specialization has enabled us to concentrate on making 
a few items wel/—to give you more sizes in the commonly 
wanted styles of threaded fasteners. Hexagon head cap 
screws, for instance, can be had in diameters from 4” 
to 2%”; flat heads up to 1”. Square head Set Screws 
range to 1%” dia. Many of the larger and longer sizes 
are usually carried in stock. 










Distributor trade has contributed largely 
to the success of our business. We 
Strive to merit your continued 
confidence by making prompt 
shipments from our factory and 
four convenient warehouses. 
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THE Shatoe CHROME TWINS! 








Shaun 


These 2 refillable assortments REFILLABLE 
Sharon “will civ ASSORTMENT 
Prien nd elgenbicls see aes No. CM 828 
No. CW 1988 rome GRE eee CHROME PLATED 
= screw and moa- 


CHROME PLATED 


STEEL WOOD SCREWS 


e 8 Sizes Round Head 
© 8 Sizes Oval Head 
© 1988 Steel Wood Screws 


© Sizes from 2x 4to 24x8 
R.H.; % x 4 to 1% x 6 Oval 
Head 





chine 


department 


screw 


AND NUTS 


Screws and Hex Nuts 


(20) x 2 
© 828 Screws and Nuts 







STEEL MACHINE SCREWS 


©12 Sizes Round Head 


© Sizes from 6/32 x Ye to % 


Ask your jobber or write us 








EXTRA SALES WITH 


“Little Giant” 
SWING CLIPS 


Your first sale is selling the Swing Clip. 
Your customers will go for this superior 
grass and weed cutter with the "golf 
club" balance and feel. Makes trimming 
and cleaning up easy, and its 38" over-all 
length eliminates bending. 


Your Extra Sale 


Detachable blade 
offers extra profit in 
sharpening or replac- 
ing. Available in silent 
salesman display car- 
ton of 6 with plain or 
serrated blades. Ask 
your wholesaler for 
details and prices. 


WRITE TODAY for 
colorful catalog on 
complete line of prod- 
ucts made in Maine— 
sold the world over. 


FREE SHIRT 


E. Beebe, Leeson Hardware Co., El- 

















If Mr. J. 
wood, Indiana, reads this advertisement, we 
will give him a famous Hathaway shirt. Just 
write us, giving your shirt size. 


NORTH WAYNE TOOL CO. 


OAKLAND 1, MAINE 
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FOOT and CHECK VALVES 


end leakage troubles ... 
save their cost many times over in 
service calls they eliminate. Ideal 
for jet type pumps. Write today 
for Bulletin Number 301. 


order from your jobber 


STRATAFLO 
PRODUCTS INC. 


FORT WAYNE 1, INDIANA 





| 





TO HELP YOU SELL 








Lamp Merchandiser 


New “Ten-Pack” display card 
holds 10 Eagle Nite-Lamps—three 
brown, three ivory, two blue and 





two rose. Lamp is of bakelite con- 
struction and has removable shade 
that swivels on base for lighting in 
any direction. Three-color display 
card has easel for standing on 
counter and hole for hanging on 
wall. Catalog No. D-841, illustrat- 
ing and describing display card, is 
available. Eagle Electric Mfg. Co., 
Ine. 


For more data circle No. 61 on postcard, p. 103 


Sealer-Primer Folder 


Colorful consumer folder offers 
valuable information on the use of 
quick-drying Sealer-Primer. Called 
“How Parks Sealer-Primer Saves 
You Time, Trouble and Money 
When You Paint,” folder provides 
time and money-saving tips on use 
of the product in preparing all 
types of surfaces for painting. It 
has space for dealer’s imprint and 
can be used on counter rack or as 
envelope stuffer. Parks Co. 

For more data circle No. 62 on postcard, p. 103 


Bulb Catalog 


This 40-page catalog on bulbs, 
seeds and plants describes the 
items, gives growth hints and flower 
details, and lists prices. It contains 
four-color postcard-size pictures of 
fields of flowers, convenient index, 
and source of advertising material. 





Also available are dealer advertis- 
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FOR EXTRA QUALITY 








TROLLEY TRACK 


and HANGERS by 













Trolley Hanger No. 


when assembled. 












Frantz Trolley Track No. 
110 is easy to install, 
never needs servicing. 


moved to facilitate 
installation of Hang- 
ers and Track, 

Vertical adjust- 
ment permits 
raising doors 
away from frost- 


heaved floors. Hinged suspension 


Permits door to be 
swung out at bot- 


Durable Japan 
finish. 


Drop strap adjustable 
for doors from 11/2” 
to 24%”. 


No. 61 Trolley Hang- 
er fits Frantz track 
and other similar 
makes. 


@ For weather protection and easy operation you 
can’t beat the Frantz Trolley Track and Hanger 
combination. And you'll find, as in all Frantz 
Products, many points of superiority when you 
make comparisons with similar equipment of 
other brands. It’s the Frantz offers 
that make selling easier and satisfaction greater. 


“extras” 


Write for full information and prices. 


AVAILABLE ee PACKAGED SET NO. 62 


For quick and easy handling Frantz 
packages 1 pair No. 61 Hangers 
and 3 No. 123 Track Brackets with 
two Track end caps and all neces- 
sary lag screws and bolts. 


wy ry a. 
FRANTZ 


GUARANTEED BUILDERS HARDWARE 








FRANTZ MANUFACTURING CO., STERLING, ILLINOIS | 
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FRANTZ. 


61 has steel wheels | 
and roller bearings | 
which are greased | 


= ~~ — Clevis pin can be re- | 


tom when desired. | 


RiGQ(D> means most service for your money! 


No. 4P, 22 to 4 pipe 





| Easy to carry, easy to put on pipe 
| So, easy to sell... 


RibeIp> 


4P Geared 
Pipe Threader 


e@ If you’ve watched your 
customers rassle with old-style 
geared threaders, you know 
why they go strong for 
this Ri@aip 4P. It’s 
got balanced loop handles—a cinch to 
carry and to swing onto pipe. Mistake- 
proof workholder sets to size before 
it’s put on pipe—only 1 screw to tight- 
en. Easy upkeep—drive pinion in oil- 
less bronze bearing; safe enclosed 
gear. 4 sets of 5 high-speed steel dies, 
2%", 3”, 3%", 4”; ratchet handle. 
RIZaID Universal Drive Shaft 
available—also 4P for conduit. 
Stock and make money from 

this popular worksaver 4P. 































THIS 


better 
wiring 
method 


GIVES YOU 


plenty of 


ELECTRICAL 


outlets ! 
PLUGMOLD 2000 


WITH SNAPICOIL 
is installed in 


——$—$—$—$—$—$—$—— LS 















... faster, easier, 
cheaper to install! 






PLUGMOLD 
HELPS 

YOU SELL 
APPLIANCES ! 


If you want to sell more 
radios, lamps, appliances — 
or any other electrical devices 
— you’ve got to show cus- 
tomers how they work! PLUG- 
MOLD gives you the multiple 
outlets you need .. . along 
walls, counter and display 
shelves, everywhere .. . a 
double outlet every 30”, and 
closer spacings wherever 
needed. 

You need PLUGMOLD’S mul- 
tiple outlets, too, in offices 
where so many electrical 
business machines are used. 

Write today for full 
information. 








WireMoLD 


Makers of 
PLUGMOLD-—multi-outlet systems 


WIREMOLD- electrical raceways 
PANCAKE 


THE WIREMOLD CO. 
Hartford 10, Connecticut 


-overfloor raceways 
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TO HELP YOU SELL 








@ For more information on these products and services 
use free post card on page 103. 


ing helps including newspaper 
mats, posters, colorful streamers 
and consumer catalogs. Vanhof & 
Blokker. 


For more data circle No. 63 on postcard, p. 103 


Sander Promotion Kit 


Campaign features Do It Your- 
self Kit which includes store dis- 
play pennants, charts, decals, in- 
struction folders and booklets; a to- 
tal of 16 items to display and give 
away to hobbyist customers. Items 
are designed to stimulate rental of 
power sanders of all types, floor 


fi 
gestort Refinist fe 
chore Wood ‘ 
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<a 
SS 
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on ix ey 


The ——- 





wi a 


sanders, belt, disc and shimmy ma- 
chines, and to result in the ultimate 
sale of the machines. Behr-Man- 
ning Corp. 


For more data circle No. 64 on postcard, p. 103 


Shovel Catalog 

Catalog and price list No. 106 
contains a simplified line of shovels, 
scoops and spades. In two colors, 
catalog gives description, prices 
and specifications of lines. Illus- 
trated throughout, it has a section 
devoted to handles, giving a selec- 
tion from which to choose when 
ordering any model of shovel, scoop 
or spade. Magor Car Corp. 
For more data circle No. 65 on postcard, p. 103 


Hammer Display 

Colorful board displays and dis- 
penses 24 ball pein hammers of as- 
sorted sizes in polished or semi-pol- 








ished finish. Board is bright yel- 
low, of 34 in. plywood and is fnr- 
nished free with the 2 doz. assort- 
ment. Champion DeArment Tool 


Co. 


For more data circle No. 66 on postcard, p. 103 


Lunch Kit Display 

This colorful display stand is in- 
cluded free in every 1 doz. carton 
of Sanit-Kit, non-rust, all-alumi- 
num lunch kit. For counter or win- 


So Clean... % Sanitary! | 
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For Every Kitchen 


WESTCO 


“a 
g 
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QUALITY 


T$ 







PRODUCT 





Ym 


ZG ~ 

QS LKY 

There's no other can opener like it! G ' \" 

Westco’s rotating cutting blade opens cans ea 

with silky smoothness — and with never a 
rough or jagged edge. No wonder its sales increase 

amazingly every year. And now a special steel operating 

lever makes the Westco 66 even smoother cutting, 
easier to operate and more durable than ever before. 





The BLUE WHIRL — A smooth, fast 
ball bearing beater —the bhouse- 
wife’s favorite for a quarter of a 
century. Stainless steel wings. Red, 
green or yellow plastic handles. 


NEW PACKAGE — The new im- 


proved Westco 66 is easily identi- 
fied by the colored band around 
the end of the box. Contains com- 
blete instructions for use. 


THE TURNER & SEYMOUR MFG. CO., Torrington, Conn. 
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AREA HEAT 






is putting 

the heat 
on sales.. 
building a 
fire under 
profits! 


“Dearborn Area Heat is the most 
sensible, most saleable heating concept yet! 
It gives your customers automatic heating 
at its best. By putting a Dearborn gas area 
heater in each living zone of their home — 
with each heater automatically controlled — 
it gives them even temperatures, “bare-foot 
comfort” throughout the house. 


DEARBORN AREA HEAT Makes Dollars for You.. 

Because it gives you BIG, MULTIPLE SALES of 
Dearborn gas area heaters. Every customer you sell on 
Dearborn Area Heat will buy.the heaters he needs for 
each area of his home — from 3 to 6 heaters or more. 
Every customer you sell on Dearborn Area Heat is 
a multi-unit customer instead of a single unit customer. 
And you get EXTRA SALES ON DEARBORN AUTOMATIC CON- 
TROLS. Every heater you sell carries the-extra sale of 
a Dearborn automatic control..an extra helping of 


. | profits from Dearborn Area Heat! 
Here is the can opener you can sell to your | 


customers with confidence. | 













Dearborn Area Heat can 
bring you more sales and 
profits than any other kind 
of heater sales —and that’s 
a fact, not an idle claim. It’s 
a fact we’ll be glad to prove 
—ask us to do it! Write, 
wire or call for more 


information. 







STOVE COMPANY 


DALLAS ¢« CHICAGO 





Display Shelby Air-Check Clos- 
ers in their colorful boxes — 
stop customers — boost sales. 


i 








The first choice 
Check-Closer for 
storm and screen doors 


Storm doors closed in Winter for 
warmth—screen doors closed in Sum- 
mer for fly protection. That's what 
Shelby Air-Check Door Closers do, 
and without door “bang"’— they al- 
ways work. 

One customer recommends them to 
others—your sales and profits 
pyramid. 

Order Shelby Air-Check Closers from 
your jobber today. 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 





AIR-CHECK DOOR CLOSER 
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TO HELP YOU SELL 





dow display, it comes folded and 
opens out quickly and easily. Addi- 
tional display stands available upon 
request. Penn Metal Ware Co. 


For more data circle No. 67 on postcard, p. 103 


Bicycle Catalog 


Full color catalog on 1953 models 
of balloon tire bicycles, including 
many new models, colors and equip- 
ment refinements, is available upon 
request. It shows every model in 
the Columbia line except light- 
weights, which will be included in 
a supplement to be issued at a later 
date. Descriptions, specifications 
and essential information on style 
and mechanical features are given. 
Catalog comes in two forms: bound 
for general use, and in sets of loose 
leaf pages for insertion in catal- 
logs. Westfield Mfg. Co. 


For more data circle No. 68 on postcard, p. 103 


Paint Displays 

Three new paint displays are for 
standing and hanging, and can be 
used as counter or window pieces. 
Measuring 21x26 in., they are col- 
orful and show paint in action, 
spread on walls, houses, floors, fur- 
niture, trim and toys. “Lucky Us” 
is the keynote of poster showing 
diversified uses of paint. “Lucky 
Me” is title of second poster show- 
ing woman with attractive home 
background and can of interior 
house paint. “Lucky You” is fea- 
ture of third poster that highlights 
One Coat house paint. Displays 
are available upon written request. 
20th Century Paint & Varnish 
Corp. 


For more data circle No. 69 on postcard, p. 103 


Screw Driver Display 


Corsair No. 68 package consists 
of free, self-selling permanent dis- 
play-rack and assortment of 68 
screw drivers in 14 numbers and 
sizes. Rack is 11 in. wide for coun- 
ters, and come with special lugs 
designed for secure wall placement. 
Made of japan-finished sturdy steel 
wire, rack holds variety of drivers 


National Metal 


DOOR SWEEPS 


YEAR ROUND 
SERVICE 
creates 
YEAR ROUND 
DEMAND 


Every home needs at least 
two door bottom sweeps to 
keep out unhealthy winter 
draughts and unwelcome 
summer dust. 








High grade, 26 gauge metal 
(brass, steel, aluminum) 
tough, durable felt—and fine 
workmanship enable you to 
recommend National Door 
Sweeps to your customers 
as their best buy for year 
round service. 


Now packed in bright, new 
cartons with screws and in- 
structions enclosed, National 
Door Sweeps are, more than 
ever, a quick sale item. 


Send for Catalog Page A 24a 


| National Metal 
‘Products Company 


| P.O. Box 9965 Pittsburgh 33, Pa. 




















on “ase | sn Mi <n 


STAINLESS STEEL 
FASTENINGS 
OF ALL TYPES 


ocr oF We Melt 
‘y 





In-Stock-Service on small of 
large quantities * Cap Screws 
¢ Machine Screws © Sheet 
Metal & Wood Screws * Set 
Screws * Nuts, Washers, Etc. 
Class 3 AN Drilled Fillister Heads 
Fast service on special screw 
machine products. 
WRITE, WIRE OR PHONE 
YOUR REQUIREMENTS 
New Catalog now 
avoilable—write today 


STAINLESS SCREW CO. 
AR mory 4-1240 


J 
8 232 Union Avenue ® Paterson 2, N. J: 
Direct NEW YORK Telephone: Wisconsin 7-904 
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UfouCan 


BALDWIN 
DOOR KNOCKERS 


MADE OF Forged Brass 


YET COST NO MORE! 


Baldwin Knockers have the unmistak- 
able mark of fine, careful craftsman- 
ship . . . They are precision 
forged, accurately machined 
and beautifully polished yet 
cost less than ordinary cast 
brass! . . . Polished and Dull 
Brass, Polished and Dull Chro- 
mium finishes . . . Individual 
gift packaging is available. 
Immediate deliveries can be 
made from our complete stocks! 


FRENCH 


PERMANENT DISPLAY 
BOARD AVAILABLE 


NEW 
English sive 


LOWEST IN PRICE 
YET SAME HIGH 
QUALITY! 


Built to Baldwin’s 
highest quality 
standards yet priced 
to beat ali competi- 
tion. Panel for en- 
gtaving owner’s 
name. Choice of fin- 
ishes shown above. 


e 
Write FOR COMPLETE CATALOG ‘‘C"? 
MANUFACTURING 





BALDWIN ocrcecion 


1290 CENTRAL AVE. © HILLSIDE © NEW JERSEY 


| 
Manufacturers of Complete Lines 
of Top Quality Builders Hardware 
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Every Screen Door 


is a 


rospect. / 





mi wn | 


Your Market Is Thousands Of Homes With PLAIN 
Screen Doors! 


Homeowners Are Ready To Beautify Them With 
NEW, Fast Selling National Guard Grilles! 


CAPTURE THIS BUSINESS WITH THE 
MOST COMPLETE LINE IN AMERICA! 


NATIONAL GUARD 
ctiputlalle ... 


Screen Door Grilles 










a a 
CHECK THESE 
IMPORTANT FEATURES 


@ ADJUSTABLE— 


Fit all popular size 
doors. Minimum inven- 


tery required. 


@ FIGURINES— 
Made of cast aluminum, 
not stamped. Lifelike! 


@ SCROLLWORK— 





Hand - crafted steel & 
with 2 coats of 
H white enamel. ONE OF 
@ EACH DESIGN MODELS 
IN TWO SIZES 
j Models “S” for Reg- COLONIAL 
ular Screen Doors. 
Models “C” for DAME 
Combination Doors. 
List Price 
@ PRICE RANGE $1 fal 
FOR EVERY 
| HOME— =" 
List from $6.50 to NATIONALLY ADVERTISED IN 
$21.50. BETTER HOUSE 
om nouce BEAUTIFUL 
= sa GARDENS LIVING J 


ILLUSTRATED CATALOG ON REQUEST 





*ORDER FROM YOUR DISTRIBUTOR OR WRITE US DIRECT 


| NATIONAL GUARD PRODUCTS, INC. 540 Jackson Ave., Memphis, Tenn. 
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WOOD CHISELS 


Wet. 





« 


All the chisels you need 
mounted on one attractive 
3-color display board E 


@ Made of finest Eskil- 
stuna, Sweden, char- 
coal steel... recog- 
nized for unexcelled 
quality the world over. 


®@ Apractical assortment, display- 
mounted to step up impulse 
buying. 


| @ Fitted with Vaco break-proof, 
hammer-proof plastic handles 
for instant consumer accept- 
ance. 


' @ Easily visible, individual self- 
service prices to increase your 
: profits! 

Includes 2 each of these sizes: 7 
i y,” %” YA" 5%” ¥," %," 1” 

1 Y,” 1 y,” 2” 4 
Available with Legs for Counter Use @ 
For Complete Details, Write to: ‘ 





pa tes 


tr it 




















TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 103. 





with transparent amber plastic han- 
dles that are shockproof and will 
not chip or crack. Tested alloy steel 
blades are hardened and tempered, 
highly polished and machine cross- 
ground to size. Great Neck Saw 
Mfrs., Inc. 


For more data circle No. 70 on postcard, p. 103 


Solder Bulletin 


Four-page bulletin describes RTS 
200, new rosin core solder that is 
available in a variety of sizes, com- 
positions and quantities. Bulletin 
describes solder as having 20 pct 
greater spread, as having four 
times faster oxide penetration, as 
being non-corrosive and non-toxic, 
and as having a stable flux. Copies 
of Bulletin 158 are available free. 
Federated Metals Div., American 
Smelting & Refining Co. 


For more data circle No. 71 on postcard, p. 103 


Push Button Display 


Piano-key action is emphasized in 
this card and carton display fea- 
turing Keynote doorbell push but- 
tons, which are designed to fit the 
narrowest door trim. Item comes 
in several color combinations, with 
all exposed parts of weather-re- 
sistant plastic. Special vaculized 
finish gives brass and chrome col- 
ored parts high lustre and prevents 
tarnishing. Edwards Co. 


For more data circle No. 72 on postcard, p. 103 


Staple Re-Use Box 

Package of 5,000 Speedpoint 
staples now comes in transparent 
plastic re-use box. New dispenser 
carton contains 20 packages of 
staples and is attractive display. 
Speed Products, Inc. 


For more data circle No. 73 on postcard, p. 103 


(Resume reading on page 14) 


"I'd miss these 

profits—If | 
didn't have 

WIPE-ON!” 


says DAN GOLD 
HIGHLAND 
HARDWARE 

122017 Lorain Ave. 
| CLEVELAND, OHIO 








| “With many of my customers, plastic 
WIPE-ON finish has become a com- 
modity item they buy season after season. 
It protects and beautifies so 
many different things that 
no other product can take 
Wipe-On’s place. Wipe-On 
sales mean steady profits I’d 
otherwise never enjoy!” 


Embree Mfg. Co., Elizabeth 
4, N, J. 








% 


another SPECIAL from 


WILSHIRE! 


A SURE BET FOR YOUR 


SPRING PROMOTIONS! 























ENSEMBLE No. AS-259 


Polished Brass Curtain Screen, Fireset 
and Polished Brass Andirons 


~™ $9 ]i0 


IMMEDIATE DELIVERY! 
Write for details on our other specials 
sacle egress ms a 


COMPLETE 
ENSEMBLE 
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“THE FAST, EFFICIENT SERVICE made 
possible by our National Sales Register 
builds customer confidence and good 
will.”’ 
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our 
y “OUR ENTIRE STORE OPERATION is centralized around our National System,” MR. J. W. VALENTINE, owner of 
in f says Mr. Valentine. Valentine’s Hardware, Boulder, Colo. 


“Our ational System 
cuts expenses *2,600 a year... 


paid for itself in 13 months!” 


“Before we installed the National System,” writes Mr. Valen- ‘ It is not unusual for'a National 
tine, “‘we were not.able to get the information and control that Fg oe a. — yo oa 


was necessary for the most profitable operation of our store. apt ce this amount 


i . , ; ; 
Immediately upon installing the National System, our Your National representative is 
Operation improved in many ways. Now we have complete, trained to make an analysis of your 


i hardware business. Ask him to sur- 
259 unchangeable records of each day’s business, and of each sales- vey your present methods, and to 


ren, Fireset ? . F . . . recommend a system exactly suited 
direns person’s sales. This not only aids us in buying and in control of to your needs. His name is in the 


inventory, but also furnishes us with valuable information classified directory. Call him today! 





COMPLETE 







ENSEMBLE about the efficiency of our sales staff. Be i EE Sek arr 
ERY! “T estimate that our savings in bookkeeping expense, plus [ oa i s sete 
her specicls — other savings it has effected, justify the statement that our 





nee 





National System paid for itself in 13 months!” 








THE WATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 
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Hammacher, Schlemmer & Co. 
Sold to Wright Machine Co. 


Mrs. Else F. Schlemmer 
has sold the controlling in- 
terests in Hammacher, 
Schlemmer & Co., New York, 
105-year-old hardware and 
household equipment firm, to 
the Wright Machine Co., Wor- 
cester, Mass. The announce- 
ment was made by Archibald 
R. LeMieux, chairman of the 
board, and W. Vernon 
Thomas, president of the 
Wright Company. 

Henry W. Broido has been 
elceted president, a director 
and chief executive officer of 
Hammacher, Schlemmer. Mr. 
Broido has most recently been 





Doersam Retires From 
Geo. Worthington Co. 
Retirement of H. C. Doer- 


sam after 25 years of service 
with the Geo. Worthington 





H. C. DOERSAM 
Co., Cleveland, Ohio, whole- 
sale hardware firm, has been 
announced by W. D. Camp- 
bell, company sales manager. 
Mr. Doersam, a salesman 
in the Saginaw, Mich., area 
during his entire 25 years 
with Worthington, will con- 
tinue to reside in Saginaw 
with his wife and one of his 
sons. 
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merchandise manager in 

charge of housewares, sum- 

mer furniture, china, glass, 
(Continued on page 142) 





Name Long President 
Of Eagle Rubber Co. 


Richard E. Long has been 
elevated to the presidency of 
the Eagle Rubber Co., Inc., 
Ashland, Ohio, succeeding 
J. F. Sweeney who has re- 
tired because of ill health. 

Mr. Long, formerly execu- 
tive vice-president and gen- 
eral manager, has served as 
a member of the board of 
directors since joining the 
firm in 1939. 


It was also announced that 
Robert Tipton, in addition to 
being assistant secretary, has 
been elected a vice-president. 
L. J. Rauth, former assistant 
treasurer, was promoted to 
vice-president and treasurer. 

Robert C. Castor has been 
promoted from assistant sales 
manager to sales manager. 





RICHARD E. LONG 





Hardware Briefs: 





Quirt Sells Michigan Store and Retires; 
Tromley Opens Store in Plainville, Mass. 


Iron River, Mich.—Ben L. 
Quirt has retired frcm the 
retail hardware business 
founded by his father, the 
late Alex Quirt, 68 years ago. 
The Quirt store, at 212 W. 
Genesee St., has been sold to 
the Lakeland Supply Co., 
which is owned by Richard 
Boyle, of Ironwood, and Percy 





BEN L. QUIRT 


Rosemurgy, of Escanaba. 

With the excention of his 
army service :n 1918, Mr. 
Quirt has operated the store 
continually for 43 years. 

Louis Palmeri will manage 
the store for the Lakeland 
firm. 





Plainville, Mass.—The 
Plainville Hardware Store, 
South and School Sts., has 
been opened officially under 
the direction of its new own- 
er, John R. Tromley, who pur- 
chased the business from 
Marshall and Neil Franey. 

Mr. Tromley was previous- 
ly a foreman at the Delta 
plant in Attleboro, Mass., 
which closed recently. 





New Milford, Pa.— Adam 
Erat recently held a grand 
opening of his new Main St. 
store, which has been com- 

(Continued on page 154) 


relations and publicity direc- 
tor for Ketchum, MacLeod & 
Grove, Pittsburgh. 


president of the Lancaster 
Sales Executives Club and is 
a vice-president of the Amer- 
ican Business Club. 


Williams Heads Sales 
At Slaymaker Lock Co. 


Fred A. Williams was 
named general sales man- 
ager of the Slaymaker Lock 
Co., Lancaster, Pa., at a re- 
cent meeting of the board of 
directors, it was announced 
by W. Heyward Smith, ex- 
ecutive vice-president of the 
company. 

Mr. Williams became asso- 
ciated with Slaymaker Lock 
Co. in 1946 as assistant sales 
manager. In 1948 he also 
became manager of the com- 
pany’s industrial sales divi- 
sion. 

During World War II, Mr. 
Williams served in the United 
States Navy in the western 
Pacific theatre. He was a 
communications officer on the 
staff of Admiral Chester W. 
Nimitz. 

A native of western Penn- 
sylvania, he is a graduate vf 
Westminister College and has 
done graduate work at Wash- 
ington & Jefferson College 
and the University of Pitts- 
burgh. 

Prior to joining the Navy, 
Mr. Williams was a public 





FRED A. WILLIAMS 


Mr. Williams is currently 





HARDWARE AGE, JUNE 11, 1953 


G. L. 
Retire 


Geor 
hardw: 
the las 
as a Sé 
leigh | 





GEO! 


Louis, | 
tired M: 

A me 
WARE A‘ 
Morel c 
Charles 
leigh. I 
King of 
honor 2 
leigh sal] 

Mr. M 
ware ca 
Eshlema 
sale har 
Orleans, 
1907. E 
was with 
ware Co 
remained 
until it 
Shapleig] 

Mr. Me 
three of 1 
hardware 
years ol 
more th: 
Morel in 
his home 
La., and 
spare tim 


Karl Ha 
Brand N. 


Karl H. 
Schlafer’s 
Wis., has 


HARDWAI 











VARE 


) F 





AGE while 





it’s NEWS 





THE TRADE a ssusns 





1E AGE FOR 


JUNE 11, 1953 





~---—~ 


s Sales 
Lock Co. 


lliams was 
sales man- 
maker Lock 
a., at a re- 
the board of 
; announced 
Smith, ex- 
ident of the 


yecame asso- 
maker Lock 
sistant sales 
948 he also 
of the com- 

sales divi- 


War II, Mr. 
n the United 
the western 
He was a 
fficer on the 
Chester W. 


stern Penn- 
graduate uf 
lege and has 
rk at Wash- 
son College 
ty of Pitts- 


y the Navy, 
as a public 





LIAMS 


licity direc- 
MacLeod & 
le 
s currently 

Lancaster 
Club and is 
f the Amer- 
ib. 








E 11, 1953 





G. L. Morel of Shapleigh 
Retires After 67 Years 


George Louis Morel, in the 
hardware industry 67 years, 
the last 28 of which he spent 
as a salesman for the Shap- 
leigh Hardware Co., St. 





GEORGE LOUIS MOREL 


Louis, Mo., wholesaler, 
tired May 2. 

A member of the HAarp- 
WARE AGE 50 YEAR CLuB, Mr. 
Morel covered the Lake 
Charles territory for Shap- 
leigh. In 1937 he was named 
King of Diamonds, the top 
honor attainable by Shap- 
leigh salesmen. 

Mr. Morel began his hard- 
Ware career with Stauffer- 
Eshleman & Co., Ltd., whole- 
sale hardware firm of New 
Orleans, La., from 1886 until 
1907. His next association 
was with the Simmons Hard- 
ware Co., St. Louis, and he 
remained with this company 
until it was absorbed by the 
Shapleigh company. 

Mr. Morel has 10 children, 
three of whom are also in the 
hardware business. Now 80 
years old, he is married 
more than 60 years. Mr. 
Morel intends to return to 
his home in Lake Charles, 
La., and spend most of his 
spare time fishing. 


re- 





Karl Haugen Named To 
Brand Names Committee 


Karl Haugen, president of 
Schlafer’s, Inc., Appleton, 
Wis., has been named to the 


HARDWARE AGE, JUNE 11, 


executive committee of the 
Retail Advisory Council of 
the Brand Names Founda- 
tion, Inc. 

Chairman of the council is 
Stephen A. Douglas, director 
of sales promotion, Kroger 


Co., Cincinnati, Ohio. He 
succeeds Joseph L. Eck- 
house, executive head of 
Gimbels New York, who 


has been appointed an hono- 
rary chairman of the group. 
The council now numbers 
226 merchants. 

The council was created to 
advise the Foundation in the 
extension of its educational 
program through retail 

(Continued on page 152) 





Chicago Retail Association 
Re-Elects Anderson President 


A. T. Anderson was re- 
elected president of the Chi- 
cago Retail Hardware As- 
sociation at its recent 64th 
annual meeting held in Chi- 
cago. A. J. Lensing was 
elected vice-president and E. 
U. Hamel, board chairman. 

Lester L. Porter was re- 
elected to the board and Fred 
L. Lyon was elected to fill 
the unexpired term of Rob- 
ert H. Wolff. 


Elect Stout Head of Eastern Hardware Golf 


Association; Worthington Wins Tournament 


William M. Stout of Amer- 
ican Hardware Supply Co., 
Pittsburgh, Pa., was elected 
president of the Eastern 
Hardware Golf Association, 
at the 17th annual golf tour- 
nament held May 19, 20 and 
21 at Shawnee-on-the-Dela- 
ware, Pa. Mr. Stout, previ- 
ously vice-president, suc- 
ceeds John S. Davey, Russel, 
Burdsall & Ward Bolt & Nut 
Co., Port Chester, N. Y. 

Others elected to office in- 
clude John J. Wallace, Clem- 
son Bros., Inc., Middletown, 
N. Y., and Francis P. May, 
May Hardware Co., Wash- 
ington, D. C., both vice-presi- 
dents; H. L. Gilliam, Wood 
Shovel & Tool Co., Piqua, 
Ohio, was re-elected secre- 
tary-treasurer. 

Mr. Davey, retiring presi- 
dent, was elected chairman 
of the board of governors. 
Elected to the board for a 
three-year term are Henry 
Lee Clark, New York Wire 
Cloth Co., New Canaan, 
Conn.; Gordon W. Farr, De- 
catur & Hopkins Co., Boston, 
Mass., and Alfred R. Wright, 
Connecticut Valley Mfg. Co., 
Centerbrook, Conn. 

The Hardware Bowl was 
retained by Henry M. Worth- 
ington, H. Lynn Worthing- 





1953 


ton & Co., Garrison, Md. 
Mr. Worthington was also 
the medalist in the golf tour- 
nament. 

(Continued on page 150) 


In the president’s report, 
Mr. Anderson stated that he 
and the board of directors 
were gratified with the pro- 
gress of the association in 
the past year. He cited the 
increase in membership and 
the sound financial status. 

J. C. Amis in his report 
pointed out the benefits that 
had been realized by members 
in the association’s Hospital- 
ization Plan. He also gave an 
account of the history of the 
organization, founded in 
1898. He noted that in 1927 
he took over direction of the 
association and re-organized 
the set-up, so that three de- 
partments were added: Store 
Planning and Store Arrange- 
ments, Legal, and Insurance. 

From an office staffed by 

(Continued on page 149) 





Officers and directors of the Chicago Retail Hardware 
Association, elected at its recent annual meeting, stand- 


ing from left to right, are: 


Walter Schauer, director; 


J. A. Sternberg, director, and Joseph Barmueller, as- 
sistant to the secretary. Seated, in the same order, are: 
Edgar Hamel, board chairman; J. C. Amis, secretary, 
A. T. Anderson, president, and A. J. Lensing, vice-presi- 


dent. 


Directors of the association not in the picture in- 


clude Lester L. Porter, George E. Broughton and Daniel 


Trotter. 
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a COMPLETE LINE of 


f DRY WALL TOOLS 
...another GOLDBLATT First 


2-FOR-1 TOOL. For dry wall feathering. 2 flexible spring steel blades, 1 
curved, 1 flat. Blades instantly interchangeable or may be used together 
if rigidity is desired. Each blade fits in either 
knife position, as illustrated, or reverse trowel 
position beneath the handle, Hardwood 
handle, steel ferrule. 

DW21 — Complete with blades........Each $4.95 
DWFB — Extra Flat Blade............. Each 1.75 
(8 wide x 6” long) 

DWCB — Extra Curved Blade Each 1.75 

(8” wide x 4/2” long) 























CORNER TAPING TOOL. 100° angle 
spring steel flex-o-blades make it pos- 
sible to cement both sides of a corner 
at once. Tape can be smoothed to 
clean angle in one operation. Smooth, 
comfort-grip hardwood handle. Frog 
and tang of lightweight aluminum. 

: x 5. Total weight of tool only 

oz. 


ND sicitevehnesseosaticestl Each $3.95 




















CURVED BLADE TAPING TROWEL. For 
those preferring trowel style tool for 
taping work. Tool has a spring steel 
blade with a 3/16” concave radius. 
Blade is securely riveted to tough, 
lightweight aluminum mounting. Com- 
—” handle. Blade size 10/2” x 
4Y2". 


Each $3.95 


DRY WALL CEMENT HAWK. Specially 
made for wall board work. Stainless 
steel blade measures 10” x 5’ and 
has a 1” lip. Hawk weight only 18 
oz. for lightweight comfort. Comfort- 
able (he type handle. Smooth 


surface makes this tool practically 
self-cleaning. 
DWCH 


Each $2.75 











TAKE-DOWN “’T’ SQUARE. 477%.” leg with 18” “’T’. 
“T’ folds down to align with leg for convenient 
carrying and storage (see illustration). 477s” leg, 


perfect for scoring 48” wall board panels. Square 
weighs only 20 oz. 
DWwTT Each $5.25 








Items shown above are only a few of the many Dry Wall tools and accés- 
sories you'll find in the new Goldblatt Dry Wall Bulleti ill in Pp 
below and return today for your free copy . . . and Dealer Discount Sheet. 
Prices shown above are suggested list. Our comprehensive 116-page 
Catalog of Tools and Equipment for the Trowel 
Trades is also yours, Free for the asking. 


Kansas City 8, Mo. 
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[] Please send me Free Goldblatt Dry Wall Bulletin. 

[J Please send me Free 116-Page Catalog. 

| 

Name a ——s 

| 

; Address _ a? Aa 

Pe . | 

| City re _ : = 

| 
State 

Qa aes erer mene mone 

140 











News of the Trade—— 


L. M. Hatfield Appointed Vice-President 
Of Marshall-Wells; Oie, Fauss Also Named 


L. M. Hatfield has been ap- 
pointed vice-president of the 
Marshall-Wells Co., with 
head offices in Duluth, Minn., 
and will be responsible for 
all sales and merchandising 
activities, it was announced 
by John H. Moore, president 
of the company. 

At the same time it was 


| announced that S. B. Oie has 


been appointed general sales 
promotion manager, and 
H. C. Fauss has been named 
appliance merchandise man- 





L. M. HATFIELD 


ager in the head office or- 
ganization of Marshall- 
Wells. 

Mr. Hatfield has 26 years 
of active hard lines and ap- 
pliance merchandising be- 
hind him. After being as- 
sociated with Montgomery 
Ward on the West Coast for 
13 years, he joined the Mar- 
shall-Wells organization at 
its Portland, Ore., branch in 
the capacity of stores divi- 
sion manager. 

Mr. Hatfield was named 
sales manager of the Port- 
land branch in 1948. In 
March, 1952, he was pro- 
moted to general sales and 
merchandise manager in the 
head office of the company. 
Under his direction the com- 
pany has recently completed 
a reorganization of the buy- 


| ine division. 


Mr. Moore, company presi- 
dent, also announced the ap- 
pointment of S. W. Skowbo 


| as controller of the company. 
| Mr. Skowbo has been associ- 


ated with the General Elec- 
tric Co. and was controller 
of the Coolerator Co., Du- 
luth, for the past five years. 

Mr. Oie, formerly appk- 
ance merchandise manager, 
has been associated with 


Marshall-Wells for 15 years, 
and in the head office or- 
ganization of the company 
for the last nine years. 

Mr. Fauss has been in the 
appliance field all of his busi- 
ness career, most recently as 
general manager of the John- 
son-Moody Co., Peoria, Il. 

In commenting on changes 
within the Marshall-Wells 
company, Mr. Moore, the 
president, said, “The busi- 
ness outlook in the territory 
covered by Marshall-Wells is 
the best it has ever been. In 
the states we serve—Wiscon- 


sin, Minnesota, North and 
South Dakota, Montana, 
Wyoming, Idaho, Washing- 


ton, Oregon, all of the west- 
ern provinces of Canada, and 
the territory of Alaska—we 
are at the threshold of the 
greatest development of 
natural resources in our his- 
tory.” 

Outlining his company’s 
program for expansion, Mr. 
Moore reported that Mar- 
shall-Wells has recently pur- 
chased new building sites at 
Vancouver, B. C.: Edmonton 
and Calgary, Alberta; and 
that new warehouses are now 
being constructed at Saska- 
toon, Saskatchewan, and at 
St. Paul, Minn. 





Merchandising Manager 
Named by Werner Co. 


Norman §. Gilbert has been 
appointed merchandising 
manager of a new depart- 
ment of the R. D. Werner 
Co., Inc., New York. 

The recently created de- 
partment is designed to de- 
velop new markets and spe- 
cial promotions on the com- 
pany’s line of consumer prod- 
ucts. Mr. Gilbert will also 
direct the promotional activi- 
ties of the firm’s industrial 
division. 





Ramset Promotes Tryon 


Clarke Tryon has_ been 
named sales manager of 
Ramset Fasteners, Inc., 


Cleveland, Ohio, newest di- 
vision of Olin Industries, 
Inc., East Alton, Il. 

Mr. Tryon has been re- 
sponsible for Ramset sales 
since the firm was organized 
in 1947. 
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Porter-Cable 
Representative 
demonstrating tools 
for dealer at 

. local trade show 


What other tool franchise gives you these extras? 





There’s good profit in portable electric tools . . . 
everybody knows that. The market’s big—sales are 
steady. Problem is, how to capture a generous share 
of the total sales in your area. 


Porter-Cable Representatives 
personally help you with... 


© Training of sales people 

e Store demonstrations and promotions 
© Participation in trade shows 

¢ Displays, local advertising, direct mail 


© Calls on good prospects 


That’s where a Porter-Cable field representative 
steps in. Building your tool business is his business. 
He'll help train your sales force . . . contribute his 
own time and experience in developing and selling 
your prospects. Should you enter local shows, for 
example, he’ll serve as a full-time demonstrator— 


” © Inventory control 
convincing potential buyers that you’re the man © Service problems 
they should come to. e New product information 


Direct, productive help like this is one of the 
reasons Porter-Cable’s “Direct-to-Dealer” Policy 
means business—profitable business. Several fran- 
chises still available. Write for full details—today. 


@ Send for copy of our 12 page Distribution 
Policy Booklet 











PORTER-CABLE Machine Co. 
1106 N. Salina Street, Syracuse 8, N. Y. 
In Canada write: Strongridge, Ltd., London, Ont. 


Porter-Cable 


Saws @ Belt Sanders © Orbital Sanders @ Routers @ Planes © Hedgshear ® Shapers 
Chain Saw ®@ Drills @ Bench Grinders © ComboTool @ Abrasive Belt Machines 


Qualily Clechric Tool, 
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PAINT BRUSH 


SUCCESS! 


TIPPING 
Fine Tipped Nylon with flag 
ends produced on Robinson’s 
Nylon Tipping Machine. 


















Robinson Tipped Nylon 
Brushes have greater hold- 
ing power due to softened 
and flagged tips of vary- 
ing lengths . . . pro- 
viding a paint reser- 
voir rivaling bristle. 
More pick-up = 
speed! 








MIXING 
100% Tipped Nylon mixed to 
formula to give desirable taper, 
resilience and increased capillary 
action. 


Take a Robinson Tipped Nylon Paint Brush and 
compare it with an equal quality all-bristle 
brush. It is impossible to decide from a performance 
standpoint which is pure bristle and which is Tipped 
nylon. © 

Until a short time ago the performance characteristics 
of a pure bristle brush had never been duplicated in 
a brush produced from synthetic materials. 

But today, because of Robinson’s Nylon Tipping 
process, Tipped Nylon Brushes which rival the per- 
formance of pure bristle brushes are produced. The 
careful, expert tipping and 
blending of nylon filaments is 
the reason for the outstanding 
reception given to Robinson’s 
Tipped Nylon brushes by the 
master painter and discrimin- 
ating consumer. Nylon is no longer a 
substitute for bristle. So 
when you buy nylon paint 
brushes, insist upon brush- 
es marked “100% Tipped Nylon” 


Informative booklets describing the 
development of nylon for use in 
paint brushes are available in limit- 
ed quantities for distribution to your 
customers. Write directly to us or 
obtain them from your jobber today. 





10, NE 
2 


-4510 

























News of the Trade 








Bell Hardware & Implement Co., Donna, Tex., 
Celebrates 20th Anniversary of Business 


The Bell Hardware & Im- 
plement Co., Donna, Tex., re- 
cently celebrated its twen- 





MAURICE BELL 


tieth year in business. The 
firm was founded by Mrs. 
Hattie Bell and her son, 
Maurice, who had migrated 
to Donna from Cuero, Tex., 
in 1933. 


In that year a_ bonded 
warehouse was established 
by the Bells and eventually 
a feed, seed and implement 
service was added. 

Soon a hardware depart- 
ment was added to the grow- 
ing business and with that 
the firm hired its first em- 
ployee, Carl Oetzel, for $9 a 
week. Mr. Oetzel is now 
manager of the Case parts 
department at Dallas. 

The Bell organization now 
employs 35 persons. In the 
second year of business the 
firm had become known as 
the Bell Hardware & Imple- 
ment Co. 

In 1944, the firm moved to 
its present location at 400 
Miller Ave., which encom- 
passes approximately 96,350 
sq. ft. With the death of 
Mrs. Bell, the son, Maurice, 
has managed the business 
since 1950. This year, his 
brother Weldon joined the 
organization. 





Wood Shovel & Tool Co. 
Buys Wheelbarrow Div. 


The Wood Shovel & Tool 
Co., Piqua, Ohio, has pur- 
chased the physical assets 
and wheelbarrow production 
facilities, including trade 
name and trade mark, of the 
Kilbourne & Jacobs Mfg. 
Co., Columbus, Ohio. 

Kilbourne & Jacobs prod- 
ucts, consisting of a com- 
plete line of wheelbarrows, 
mortar pans and mortar 
boxes, will be added to 
Wood’s established lines for 
distribution through hard- 
ware and industrial dis- 
tributors. 

Machinery and dies of the 
K. & J. Div. will be moved 
to the Wood Shovel & Tool 
Co. plant at Piqua and the 
production of all items will 
be scheduled to justify the 
booking of orders for the 
1953-1954 season. 





Leyse Aluminum Co. 
Names Neidlinger 


Marion Neidlinger has 
taken over the sales manage- 
ment of the Priscilla line of 
aluminum cooking utensils 
for the Leyse Aluminum Co., 
Kewaunee, Wis. 

Mr. Neidlinger succeeds 
John M. La Plant, company 


secretary, who has also acted 
as sales manager for the 
Priscilla Div. for the past 
eight years. 

Prior to his appointment, 
Mr. Neidlinger represented 
the Frankfurth Hardware 
Co., Milwaukee, Wis., in the 
northern Wisconsin area. 





Hammacher, Schlemmer 
Sold to Wright 
(Continued from page 138) 


major appliances and tele- 
vision for Gimbel Bros., Inc., 
New York. 

Mrs. Schlemmer reportedly 
held about 75 pet of the com- 
pany stock. Her husband, 
William F. Schlemmer, died 
in 1945 after which direction 
of the company passed on 
to her. 

The firm was founded by 
Mrs. Schlemmer’s father-in- 
law, William Schlemmer, at 


209 Bowery. In 1904 it 
moved to 13th St. and Fourth 
Ave., and in 1926 to its 


present location at 145 E. 
57th St. 





Yadgi & Co. Show Dates 


Yadgi & Co., Washington, 
D. C., wholesaler, has sched- 
uled its Annual Fall Show 
for Sept. 13, 14 and 15. 
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NO OTHER MEDIUM 


Gives the Buyer So Much in So Little Time 


* The newest products and merchandising 
techniques 


* The opportunity to meet and talk with policy 
making company executives 


* First hand knowledge of what is happening 
in the way of housewares production, 
distribution, prices 


* Information with which to meet competitive 
conditions 


Get all this and more at the... 








NATIONAL 
THT age JULY 13-17, 1953 


EXHIBIT AUDITORIUM 
ATLANTIC CITY, N. J. 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


(Incorporated not-for-profit) 


1140 Merchandise Mart, Chicago 54, Illinois 
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propellents. 





“*Freon”’ is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 








E. I. du Pont de Nemours & Company (Inc.) 











Store Demonstration Helps 





oo — — 


Floor “Merchandiser” Helps 
Feature Aerosol Mothproofer 


To help dealers promote Larvex moth- 
proofing composition in new, pressure- 
packed containers, 

the manufacturer LARVE eX | 
(Larvex Div., Zonite AATTUPROOTS a a 
Products Corp., 
N. Y.) offers this at- 
tractive ‘“merchan- 
diser” display stand. m 


ia 








Unit takes little t ‘ary 

room, yet calls ‘amex fm c= 
attention to the (3 =f == 
product ...dis- j2=J><J.c]=- 








plays new aero- 
sol package .. . pale re 
highlights ease, a 
simplicity and * 

effectiveness of “” 


using it...shows 
price and acts as 

a “silent sales- Savers // 
man.” a 


Experience has shown that self-serv- 
ice displays of this type help boost sales 
whenever they’re used. It’s smart to 
take advantage of the various merchan- 
dising aids that many manufacturers 
provide. They are generally designed 
by retail sales experts, and it pays to 
set them up in strategic locations within 
the store. Be sure to keep such display 
stands well stocked with merchandise, 
however. 
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“Got an aerosol that'll fly my rocket 
ship to the moon?” 
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Cleveland Merchant Reports: 





“PAINT SALES UP MORE THAN 2007 OVER LAST YEAR 


Aerosols outsell all other small-package paints 3 to 1” 


In discussing the profit-building value 
of aerosols in Cleveland’s ‘Giant Tiger”’ 
Stores, Mr. Henry Liff, President, de- 


FLY “SWATTER” -1953 MODEL 
Fast-selling Profit Maker 


—— Wu 
ee w™ 
Oi 





Aerosol-packed insecti- 
cides have surely re- 
placed the old fly swat- 
ter and its sticky fly- 
paper companion! This modern method 
of destroying germ-laden flies (and all 
flying insects) has gained wide accept- 
ance all over the country. And sales of 
aerosol insecticidesstay high throughout 
the year. It is estimated that 20,000,000 
containers were packed in 1952, top fig- 
ure for any aerosol, 


Best Season 


The biggest season for aerosol insecti- 
cides, of course, is during spring and 
summer months, when flies and insects 
attack with a vengeance. So now’s the 
time to plan your promotions of pres- 
sure-packed insecticides. Remember, 
these products are relatively new, and 
customers may forget to ask for them 
unless you make them easy to buy. 

That’s no problem. Even a simple 
pyramid display with hand-lettered 
price card (or chalked slate) often helps 
produce a quick sell-out. More elaborate 
displays are even better. 

Don’t get caught short. Order enough 
aerosol insecticides to see you through 
the season. Every survey of the market 
has shown that more and more aerosols 
of all kinds are purchased each year. 
Let ’em beef up profits for you, too! 





clares: ‘‘Our small-package paint sales 
have increased more than 200% over 
last year because of Aerosol Self Spray 
Enamels. ‘Plasti-Kote’ Self Spray En- 
amels are outselling all other small-pack- 





“It's ‘aerosols’, 3 to 1!" 


age paints by 3 to 1. We’re now giving 
prominent display space to aerosol 
paints, because we find more women 
very interested in spray painting.” 
Ever since it was introduced, ‘‘Plasti- 
Kote” Enamel, made by Plasti-Kote 
Inc., Cleveland, Ohio, has been a very 
popular item in the chain’s 8 stores. 
Steadily rising sales of this, and other 
pressure-packed goods highlight one im- 
portant point: shoppers put a premium 
on convenience . . . welcome any new 
product that makes tedious work quick 
and easy. Aerosols are right up their 
alley . .. offer the fast, neat, efficient 
results they want. 
You can give profits a ‘shot in the 
rm” by pushing aerosols in your store. 
Feature them in snappy, hard-hitting 
promotions... attractive displays and 
by demonstrations that help catch, con- 
vince and sell customers. Then watch 
your cash register go on a jingling “‘jag”’! 
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BETTER THINGS FOR BETTER LIVING 


**Kinetic’’ Chemicals Division, Wilmington 98, Delaware 





Sears Boost Aerosol Sales 


GLASS CLEANER IS RED-HOT IMPULSE ITEM 
: — 


Customers try it... buy it 


When Sears, Roebuck & Company’s 
downtown store in Chicago took on 
Sprayway Glass Cleaner, an aerosol prod- 
uct made by the Tru-Pine Company, 
Chicago, it was decided to give this new- 
comer a good display and demonstrate 
it in their Housewares Section. 

Sprayway soon proved a “natural.” 
Within three months it was outselling 
all other glass cleaners combined, and 
it added substantially to the dollar vol- 
ume of the department. 

The display setup included a sample 
window glass. Ida Warning, in photo at 
the right, works in the section and is 
shown demonstrating the product by 
cleaning the glass scribbled up with a 
pricing crayon. Customers are also in- 
vited to test Sprayway themselves... 
and when they try it, they generally 
buy it! 

Mr. J. E. Smagac, Division House- 
wares Manager, below, is keen about 





Likes to show customers how good the product is. 


Sprayway because it is so easy to sell. 
He likes to show customers how good 
it is, explain that the product goes four 
times further than other types of glass 
cleaners and is therefore less expensive 
to use. In addition, there’s less work in- 
volved, and so the job of cleaning win- 
dows, table tops and other glass sur- 
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a 
to try the product. 


faces is both easier and faster. Even 
store personnel use it to keep shelves, 
displays, glass showcases and other 
equipment in spotless condition. 

There are many excellent aerosol- 
packed products now on the market. 
Many lend themselves to store demon- 
stration, such as this, and almost all of 
them can be displayed effectively both 
in the store and in windows. In many 
instances, manufacturers offer display 
racks and other material such as coun- 


A dirty window, a cloth, and aerosol Glass Cleaner naturally (even silently) invite customers 





ter cards, window banners, streamers, 
envelope stuffers and the like. 

Select timely items—insecticides, 
mothproofers, rug shampoos and vari- 
ous others used during the spring house- 
cleaning season. Then plan a bang-up, 
sales-making promotion of your own. 
Many of these aerosol products are 
bought on impulse. . . actually sell them- 
selves, so that displays are usually a 
good investment and a wise step toward 
increasing your own profits. 





fS 
vv 


The Propellent Packs the Push in Aerosols 


Most aerosol pressure-packed products 
contain a Du Pont “‘Freon”’ propellent. 
This inert ingredient (a liquefied gas) is 
mixed with active ingredients and held 
under pressure of about 35 lbs. 
p. 8. i. within the container. By pushing 
a button or sliding a valve, both propel- 
lent and active ingredients are quickly 
released in the form of a mistlike spray 
orcreamy foam, depending on thenature 
of the product. 


Aerosols are far more efficient than 
many other types of sprays. For ex- 
ample, the “‘mist’”’ of an aerosol space 
spray contains millions of tiny particles 
that remain suspended in the air for a 
long time. Thus, a little does a lot, as 
the “‘mist”’ is effective much longer than 
larger doses of heavier sprays, which 
sink to the floor almost at once. Aero- 
sols are quicker, more efficient. . . eco- 
nomical to use! 
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—_— News of the Trade 


White Elected Head of Hardware Boosters; 
Taylor, Fishman, Gay, Hires Also Named 





Some of the new and retiring officers of the Hardware 
Boosters, left to right: Robert S. Watson, retiring secre- 
tary; Kenneth B. Guy, secretary-elect; William B. White, 
new president, and John Hires, treasurer. 


William W. White, Gas- 
strom-White & Co., Inc., was 
elected president of the Hard- 
ware Boosters, Inc., at its 
annual meeting, May 22, at 
Miller’s Restaurant, 144 Ful- 
ton St., New York City. He 
succeeds Kenneth M. Lanyon, 
Yale & Towne Mfg. Co. 

J. H. Taylor, Stanley 
Works, is the new first vice- 
president and Isadore Fish- 
man, Atlantic Hardware 
Corp., was elected second 
vice-president 

Kenneth B. Guy, Stanley 
Works, succeeded Robert S. 
Watson, Stanley Tools, as 


secretary. John Hires, Worth 
Hardware Co., was re-elected 
as treasurer. 

More than 40 members and 
guests heard Leonard Fried- 
land, buyer for Atlantic 
Hardware Corp., outline some 
of the problems faced by 
buyers. Some buyers, he de- 
clared, have 10,000 items to 
buy and must always con- 
sider present and future 
market conditions when plac- 
ing orders. 

Mr. Friedland urged sales- 
men to limit the number of 
items they try to discuss 
during any sales call; learn 





to understand polite hints 
that a sales interview is con- 
cluded; tactfully educate the 
buyer as to the market and 
use of your lines; ask for the 
order and refrain from talk- 
ing down to the buyer. 





Three Appointed By 
Landers, Frary & Clark 


Appointment of two vice- 
presidents and a new chief 
engineer of Landers, Frary 
& Clark, New Britain, Conn., 
was announced by Bret C. 
Neece, president of the com- 
pany. Harry E. Metz is vice- 
president in charge of manu- 
facturing to succeed Ronald 
N. Campbell who will leave 
the company July 1. 

Charles C. Cook became 
vice-president and _ general 
superintendent and Leo 
Milewski has been named 
chief engineer to succeed Mr. 
Metz. 





J. E. Connor to Head 
Sales for Wolcott Co. 


J. E. Connor has been ap- 
pointed sales manager of the 
Wolcott Co., Hartford, Conn., 
it was announced by Frank 
E. Wolcott, president. 

At the same time, Mr. Wol- 
cott announced the appoint- 
ment of T. A. Leadholm as 
Pacific Div. sales manager, 
B. B. Lester as Midwestern 
Div. sales manager, and C. 
H. O’Connor as Eastern Div. 
sales manager. 


Congoleum-Nairn Buys 
Sloane-Blabon Corp. 


F. J. Andre, president of 
Congoleum-Nairn Inc., Kear- 
ney, N. J., has announced the 
purchase by Congoleum- 
Nairn of the assets of the 
Sloane-Blabon Corp. The 
purchase was made for a 
total price not to exceed $10,- 
250,000 and included assets 
(except cash) with a net 
book value of approximately 
$23,200,000 as well as the 
business, good will and trade 
names. 

In the transaction Congo- 
leum-Nairn did not assume 
the liabilities of Sloane-Bla- 
bon Corp. 

At the same time, Mr. 
Andre announced the forma- 
tion of a new Congoleum- 
Nairn marketing division, to 
be known as Sloane-Dela- 
ware Floor Products, which 
combines the marketing fa- 
cilities of Sloane-Blabon and 
of Congoleum-Nairn’s pres- 
ent Delaware Floor Products 
Div. Headquarters of the 
new selling division will be 
at Trenton, N. J. 





Tracy Kitchens 
Names Distributors 


Tracy Kitchens Div. of 
Edgewater Steel Corp., Pitts- 
burgh, Pa., has announced 
the appointment of two dis- 
tributors, Glenn Earl, Inc., 
Salt Lake City, and Phila- 
delphia Wholesale Distribu- 
tors of Philadelphia, Pa. 








New Offices of American Hardware Supply Co. 











Shown above is a view of the remodeled and redecorated offices of the American Hardware Supply Co., Pittsburgh, Pa., 
wholesaler. The offices cover 21,000 sq. ft. of floor space and accommodate 109 employees. The new set-up includes 
executive offices, buying department, claims department, trafic department, accounting department, centralized order 
department and catalog and bulletin department. At the extreme right is the new IBM department, which covers 3,000 


sq. ft. of floor space. 
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PITTSBURGH PRODUCTS used in this mod- 
ernization job include Polished Plate 
ors Glass, Pittco De Luxe and Premier 
: Store Front Metal glass-holding and 
Div. of trim members, and Herculite Tempered 
orp., Pitts- Plate Glass Doors. Use the magnetism 
announced of a modern front like this to bring 
f two dis- more customers to your store. 
Earl, Inc., 
und Phila- 
— HE pulling power of an attractive building —_and out, with eye-catching, sales-winning Pitts- 
=— i was proved—with increased business—when burgh Products and reap the rewards of increased 
en D this hardware store was modernized with Pitts- traffic, bigger sales volume, bigger profits. In the 
burgh Products. No doubt about it, it’s the store | meantime, send for our modernization booklet 
that looks good that makes a good sales showing. — which contains further information on the com- 
Why not give your hardware store the up-to- _ plete line of Pittsburgh Products, as well as ex- 
the-minute look that makes a place of business amples of actual Pittsburgh modernizations. Just 
stand out from its competition? Modernize, inside return the coupon below. 
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and Interiors slore Look That Sells.” 
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theres PROFIT cz 





For all year ‘round sales, be sure your 
shelves are well stocked with this 
assortment of hardware items by Griffin. 
These are Lut a few of the items in the 

big Griffin line . . . all designed for fast 
turnover and additional profit. Check your 
stock today—then order from Griffin . .. 
manufacturer of quality products since 1899. 


Order from your jobber today. 


REPRESENTATIVES 





GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. 
17134-6 Wyoming Avenue 917 St. Charles Avenue 1018 Meadow Heights Dr, * 
| 


Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi 

AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SON 
115 Broad Street 6637 Golf Drive 4638 Nichols Parkway . 

Boston, Massachusetts Dallas 5, Texas Kansos City, Missouri 
WILBUR H. DAVIS CHARLES L. LEWIS H. C. GLOVER 

1639 W. Fargo Avenue 1355 Market Street 2611 Garrison Bivd. 
Chicago 26, Iilinois San Francisco 3, Calif. Baltimore 16, Maryland 

R. F. BEVERS W. C. MEIBAUM & CO. ROY L. ROGERS 

4524 East 60th Street 6954 Oleatha Avenue 1620 Garfield Street 

Seottie, Washington St. Louis 9, Missouri Denver 6, Colorado 


THE B. S. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y 





Wy 


—(GRIFFIN- 


Manufacturing Company 


ERIE © PENNSYLVANIA 


Suery DOOR NEEDS THREE 
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News of the Trade 


Alcina, Hollfelder, Mills Named Sales 
Representatives for the Stanley Works 





EDWARD F. ALCINA JOHN F. HOLLFELDER 


Edward F. Alcina, John F. nected with the Reliable 
Hollfelder and George A. Hardware Co., Boston, Mass., 
Mills have been appointed and the Sargent Co., New 
sales representatives for the Haven, Conn. 

Stanley Works, New Britain, 
Conn., it was announced by 


Carl S. Bauman, assistant 
general sales manager of the Central States Group 


firm’s hardware division. Holds Business Forum 

Mr. Alcina has been as- The Central States Hard- 
signed to cover Kentucky ware Club held its second an- 
and West Virginia. He nual Hardware Business 
joined Stanley in 1950 and Forum, on May 18, in the 
following his factory train- Grand Ballroom of the La 
ing, he spent a year working Salle Hotel, Chicago, Ill. 
on the Stanley Rollorama Attending the dinner were 
calling on the trade in the 200 members and guests who 
South and midwest. heard 12 topics of vital in- 

Mr. Hollfelder has been terest to the hardware trade 
assigned to assist Fred discussed and answered by 
Miller in the territory of manufacturers and whole- 
South Carolina, Georgia and salers who were the panel. 
Florida. Mr. Hollfelder joined The panel consisted , of 
Stanley in 1950 and received Robert L. Rockholz, vice- 
his factory training during president, Brown Camp 
the next two years. Hardware Co., Des Moines, 

Mr. Mills in his new posi- Iowa; Donald D. Chisholm, 
tion will work out of the Los Vice-president, J. oo & 
Angeles, Calif., office under Son, Inc., Chicago; a 
district manager Arthur Frankfurth, vice - president, 

4 
i Frankfurth Hardware Co., 
Uhler. He will cover south- ~-. “ig L. 
i ; : Milwaukee, Wis.; S. 

ern California, Arizona and : Hanson 
; . Hannsen, president, Hans 
New Mexico. Mr. Mills came guale Co., Chicago; Paul 0. 
to Stanley after being con- Watts, vice-president in 
charge of sales, Skil Corp., 
Chicago, and Glen Gronberg, 
sales manager, Washburn, 
Co., Rockford, Il. 

John F. Shrock, editor of 
Houseware & Hardware, 
was moderator. 








Joins Mastic Tile 


Seymour Klinger has been 
named to the sales staff of 
Mastic Tile Corp. of Amer- 
ica, Newburgh, N. Y., in the 
i metropolitan New York sales 
GEORGE A. MILLS area. 
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Clark Named Manager 





RICHARD S. CLARK 


Mfg. Co., Glendale, Calif., it 
was announced by Arthur 
Adams, president of the com- 
pany. 

Mr. Clark succeeds Gran- 
ville E. Lee who has resigned. 

Mr. Clark has been with the 
Adams-Rite company for two 
years and has spent time in 
the firm’s sales department. 





Elect Craig President 
Of Aluminum Industries 


The election of John W. 
Craig as president and chief 
executive officer of Alumi- 
num Industries, Inc., Cincin- 
nati, Ohio, has been an- 
nounced by Thomas E. Wood, 
board chairman. Mr. Craig 
succeeds Harry J. Hater who 
retired in March of this year 
after having been associated 
with the company since its 
inception in 1920. 

Mr. Craig, who was also 
elected a member of the 
board of directors, will be 
general manager of the com- 
pany’s three plants in Cin- 
cinnati. 

Immediately prior to join- 
ing Aluminum Industries, 
Inc., Mr. Craig had been 
vice-president of Avco Mfg. 
Corp., and general manager 
of its Crosley Div. Before 
joining Crosley in 1937, he 
was for eight years in the 
engineering department of 
Frigidaire Div. of General 
Motors Corp. 

From 1945 to 1948, Mr. 
Craig was works manager of 
the Crosley refrigerator plant 
in Richmond, Ind. In Febru- 
ary, 1948, he became works 
manager of all Crosley plants 
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Of Adams-Rite Mfg. Co. 


Richard S. Clark has been 
appointed manager, builders’ 
hardware, of the Adams-Rite 





the Trade 


and in May of that year was 
appointed Crosley general 
manager and a vice-presi- 
dent of Avco. 





Name Carney, to Board 
Of Dayton Pump & Mfg. } 


Gerard J. Carney, general 
sales manager of the Day- 
ton Pump & Mfg. Co., Day- 
ton, Ohio, was one of four 
new men appointed to the 
board of directors of the 
company, it has been an- 
nounced by Frank M. Tait, 
president of the firm and 
chairman of the board. 

Also newly-elected to the 
board were Kenneth R. 
Lung, chief engineer; 
Charles W. Rike, production 
manager; and Charles H. 
Stowe, Jr., treasurer. 








Giesting Elected Head 
Of Kolbe Paint Co. 


Directors of the Kolbe 
Paint Co., Cincinnati, Ohio, 
subsidiary of Pratt & Lam- 
bert, Inc., Buffalo, N. Y., re- 
cently elected E. A. Giesting 
president and treasurer; and 
and B. F. Schroll vice-presi- 
dent and secretary of the 
company. 

First employed as a bill- | 
ing clerk by the Kolbe Paint | 
Company in March, 1919, 
Mr. Giesting was made sec- 
retary and treasurer in 
1930, and in 1941 became its 
general manager. 

B. F. Schroll began work- 
ing for the Kolbe Paint Com- 
pany as a stock clerk in Oc- 
tober, 1926. His advance- 
ments led to his appointment 
in 1941 as assistant secre- | 
tary and sales manager. As |, 
vice-president and secretary, 
he will continue to supervise 
the company’s sales force. 


rp 





. 





Chicago Retail Assn. | 
Re-elects Anderson 
(Continued from page 139) | 


one person, the organization | 
now has five employees in its*| 
offices in the Merchandise 


DRIVE SCREW SHANK 


. » makes fhe nail turn and hold like a 
| screw. It holds with a powerful, unyielding 
| grip. Threads are deep and sharp be- 
| cause they are formed after galvanizing, 


For Galvanized and Aluminum Roofing 


What an advantage it is to offer a nail that bas everything—a nail 
| which sells itself on the strength of its own qualities—a nail around 
which you can wrap a real sales story. 

You can’t lose when you offer Deniston Triple-Lock Lead-Seal 
Roofing Nails. Get the facts and tell the facts. 





























THEY’LL 


Cell 


IF YOU'LL 


Tell 


ies THESE 





| FACTS... 


Ll) ae 


down the shank, When the nail is driven, the 
hole around the nail is plugged with lead 
and the break in the galvanizing is completely 
covered, to form a perfect double seal. 


—*TRIPLE-LOCK 


As the “bump” is forced 
through the sheet, the sheet 
springs back over the bump 
—this effectively prevents 
the nail from working out. 
The nail, lead and sheet are 
solidly locked together. 











Mart, Chicago. The associa- 
tion also maintains member- | 
ship in the American Trade 
Association, Executives; Chi- 
cago Better Business Bureau; 
Council of Retail Trade As- 





The DENISTON COMPANY 

4858 South Western Avenue, Chicage 9, Illinois 

Please send me without cost 

C Directions Booklet [1] Complete price information 
CO Pallet and other type nails 








Zone. State 





sociations; Illinois Federa- on 
tion of Retail Associations; 

Trade Association Executive Address 
Forum of Chicago, and the City 














American Retail Federation. 


1953 









Gates to Assist DeWalt 
District Manager 


E. B. Gates has been as- 
signed by the Union Hard- 
ware & Metal Co., Los An- 





E. B. GATES 


geles, Calif., to the duties of 
full-time assistant to Wil- 
liam Dudley, DeWalt district 
manager for the southern 
California territory, it was 
announced by S. S. Auchin- 
closs, president of DeWalt, 
Inc., Lancaster, Pa. 

In this capacity, Mr. Gates 
will work closely with south- 
ern California retail dealers 
who handle the Power Shop 
line of radial arm woodwork- 
ing machines. 

In 1946 he joined the ac- 
counting division of the 
Texas Co. of Los Angeles. 





Following this position, he 
worked for the Bank of 
America, also in Los An- 
geles. 

In 1950 he joined Union 
Hardware & Metal Co. as as- 
sistant to the industrial sup- 
ply buyer, in which capacity 
he has served until the pres- 
ent time. 





Elect Stout Head of 
Eastern Hardware Golf 
(Continued from page 139) 


Other flight winners in the 
tournament were: 2nd, John 
H. Butcher, Butcher & Hart 
Mfg. Co., Toledo, Ohio; 3rd, 
H. Prescott Brigham, Jr., 
South, Orange, N. J.; 4th, Mr. 
Davey; 5th, Robert J. Dona- 
hue, Wabash Screen Door 
Co., Chicago, Ill.; 6th, W. W. 
Conde, W. W. Conde Hard- 
ware Co., Watertown, N. Y.; 
7th, Louis D. Root, Jr., New 
York Wire Cloth Co.; 8th, 
Leonard S. May, May Hard- 
ware Co.; 9th, H. E. Mas- 
back, Masback, Inc., New 
York; 10th, Frank M. Har- 
bison, Charles C. Lewis Co., 
Springfield, Mass.; 11th, Nat 
E. Drazen, N. E. Drazen, 
New York; 12th, Harry E. A. 
Kennan, Phillips Hardware 
Co., Cambridge, Md.; 13th, 
E. M. Welty, Oliver Iron & 
Steel Corp., Pittsburgh; 
14th, John S. Heller, Heller 


News of the Trade—_— 


Bros. Co. of Ohio, Newcom- 
erstown, Ohio; 15th, Gordon 
R. Carpenter, Lufkin Rule 
Co., New York; 16th, A. P. 
Henricks, A. P. Henricks Co., 
New York; 17th, W. A. Wil- 
liamson, Cyclone Fence Div., 
Newark, N. J.; 18th, Earl J. 
Van Buskirk, Landers, 
Frary & Clark, New Britain, 
Conn.; 19th, John A. Wright, 
Diamond Expansion Bolt Co., 
Inc., Garwood, N. J. 





Fire Damages Plant Of 
Clinton Machine Co. 


Fire was discovered in the 
Chain Saw plant of the Clin- 
ton Machine Co. at Clinton, 
Mich., on May 16. Fire 
raged and completely de- 
stroyed the No. 1 plant in 
which machinery, assembling 
and packing was done. The 
loss was estimated to be 
$600,000. 

On the same day plans for 
equipping Plant No. 2 were 
crystallized and put into ef- 
fect. 

Service and Parts depart- 
ments have been functioning 
normally since May 25. Ma- 
chining and assembly of new 
units will start June 15 out 
of the new plant. 

A 30-day delivery schedule 
has been established to meet 
all existing and future deal- 
er orders. 


Land Represents Mirro 
In Southern Texas 


William Land has been ap- 
pointed a sales representa- 
tive for Mirro aluminum 





WILLIAM LAND 


cooking utensils, manufac- 
tured by the Aluminum 
Goods Mfg. Co., Manitowoc, 
Wis. 

Mr. Land, who will cover 
retail stores in the southern 
Texas area, for the past 
seven years managed the 
G. F. Wacker store in Carls- 
bad, N. M. Prior to his new 
appointment, he spent several 
months in the retail sales 
division at the company’s 
home office in Manitowoc. 

Mr. Land will maintain 
headquarters in San Antonio. 








Hardware Square Clab Holds 23rd Annual Shore Dinner 


sige ASCO SASSI aE AO 


Some of the 892 members and guests at the 23rd annual shore dinner and entertainment of the Hardware Square 
Club on May 6 at the Hotel Astor, New York City. Hundreds of lobsters and thousands of clams were consumed at 
the big stag party. General chairman of the affair was Leslie J. Bochner of Atlantic Hardware & Supply Corp., first 
vice president of the club. 
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The need for blood is greater than ever, not only for men 
wounded in combat, but here at home. . . to cure disease, to meet 
accidents and disasters, and to prepare for civil defense. 


Our quota can ONLY be met, if those who give keep on 
giving .. . regularly! 


You CAN give more than once . . . as often as every three months 
with complete personal safety. The more often you give the more often 
you save a life. For every pint of blood you give goes to someone 

who needs it desperately. 


Remember . . . once is NOT enough. Give blood again and again! 
Call your Red Cross, Armed Forces or Community Blood Donor Center 
for an appointment to give blood today. 


GIVE 
BLOOD 


. give it again and again 
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BUSINESS EXECUTIVES! 
CHECK THESE QUESTIONS 


If you can answer “yes” to most of them, 
you—and your company—are doing a needed 
job for the National Blood Program. 





HAVE YOU GIVEN YOUR EMPLOYEES TIME 
OFF TO MAKE BLOOD DONATIONS? 


HAS YOUR COMPANY GIVEN ANY RECOG- 
NITION TO DONORS? 


DO YOU HAVE A BLOOD DONOR HONOR 
ROLL IN YOUR COMPANY? 


HAVE YOU ARRANGED TO HAVE A BLOOD- 
MOBILE MAKE REGULAR VISITS? 


HAS YOUR MANAGEMENT ENDORSED THE 
LOCAL BLOOD DONOR PROGRAM? 


HAVE YOU INFORMED EMPLOYEES OF YOUR 
COMPANY'S PLAN OF CO-OPERATION? 


WAS THIS INFORMATION GIVEN THROUGH 
PLAN BULLETIN OR HOUSE MAGAZINE? 


HAVE YOU CONDUCTED A DONOR PLEDGE 
CAMPAIGN IN YOUR COMPANY? 


HAVE YOU SET UP A LIST OF VOLUNTEERS 
SO THAT EFFICIENT PLANS CAN BE MADE 
FOR SCHEDULING DONORS? 


O OOO0O0O000O 


Remember, as long as a single pint of blood 
may mean the difference between life and 
death for any American . . . the need for 
blood is urgent! 


NATIONAL BLOOD PROGRAM 
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Designed for the home work- 


big 





Millions of portable electric drills are in use in 
home and industry. Right now, from this large 
market, there’s a big demand for Carboloy “Live- 
Spiral” Masonry Drills—the carbide-tipped, ro- 
tary-type drills that zip through concrete like 
wood ... drill any masonry fast and clean, without 
stalling, packing, binding. 

And this demand is growing. Vigorous adver- 
tising reaches many of your customers in the 
“do-it-yourself” market in such magazines as 
Popular Science, Popular Homecraft, Popular 
Mechanics and Homecraft and the Home Owner 
- . . and industrial consumers in four other 
publications. 

Cash in, now, on this big demand. Carboloy 
Masonry Drills are priced for quick turnover. 
Attractively packaged for quick sales. Engineered 
for phenomenal results. They'll help you make 
many extra tie-in sales of portable drills, anchor- 
ing devices and other accessories. 

Order these drills today from your jobber, or, 
if you choose, get full details on resale proposition. 
Send in coupon now. 


HANDY-MAN KIT FREE FOLDER 





Get all the facts on 


No packing 
No stalling 






“Live- 







shop. Contains 3 Carboloy 
“Live-Spiral” Masonry Drills 
- a0 Se ee ee os oe 
4” chucks. Send coupon. 


“Carboloy’” and “‘Live-Spiral’’ are registered trademarks of the 
Carboloy Department of General Electric Company 


MAIL TODAY FOR FULL DETAILS 


Name 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
,11197 E. 8 Mile Road, Detroit 32, Michigan 


Rush me resale proposition and descriptive folder without obligation. 


Spiral” drills. Sizes range from | 
3/16” up... drills of %” and 
above fit 4%” chucks. Optional 
%” shank on %” drill, also. 


Position 








Cc 








peony 


Addr 








Zone. 


State 





City 


‘| am a 1 hardware retailer. 
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| am a () wholesaler. 
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1,500 Attend Two-Day 
Robertson Home Show 


Robertson Heating Supply 
Co., Alliance, Ohio, recently 
held its annual Home Show 
in the State Armory in Alli- 
ance. The two-day show fea- 
tured 40 booths for a total 
of more than 4,800 sq. ft. of 
displays. 

Manufacturers’ representa- 
tives and home office officials 
were on hand to discuss 
problems and ideas with deal- 
ers. There were 535 dealers 
registered, some of whom 
brought key employees. After 
7 p.m. of the second day, the 
show was open to the public 
for a three-hour period. It 
was estimated that more 


| than 1,500 persons attended 


| the 


show during the two 


| days. 





Paint Three Chicago 
Houses in 11'/2 Minutes 


With Mayor Kennelly of 
Chicago swinging the first 
brush, 239 painters painted 
three Chicago houses in 11% 
minutes on May 1. The 
project was sponsored by 
Mayor Kennelly’s Commit- 
tee for a Cleaner Chicago. 

Members of the industry 
cooperating in the project 
were: the Chicago Paint, 
Varnish & Lacquer Associa- 
tion, which furnished the 
paint; the Paint & Wall- 


paper Association of Cook 
Coutly, which supplied the 
overalls and caps; the Paint 
Salesmen’s Club, which do- 
nated paint buckets and pad- 
dles; the Waco Scaffolding 
Co., Safway Steel Scaffolding 
Co. and Patent Scaffolding 
Co., who contributed the scaf- 
folding; and the Chicago 
Council of Painting and Dec- 
orating Contractors of Amer- 
cia, who paid for the time 
spent by the painters on the 
three jobs. 

Homes selected for paint- 
ing were done through Chi- 
cago charitable organiza- 
tions. Edgar Koretz, of 
Adolph Koretz & Co., was 
the general chairman and 
acted for all associations in 
connection with the project. 





Karl Haugen Named To 
Brand Names Committee 
(Continued from page 139) 


channels, and to act as a 
proving ground for promo- 
tional techniques which can 
be “wholesaled” to retailers 
generally. Members of the 
council are winners of Brand 
Name Retailer-of-the-Year 
awards. 

Schlafer’s, Inc., won the 
1952 award in the hardware 
field. 

This group will select tiie 
winners of the 1953 competi- 
tion, plans for which are now 
being formulated. 


Officers of Alabama Retail Association 





Officers elected at the recent annual convention of the 
Alabama Retail Hardware Association are shown above, 
left to right: William L. Kline, Flomaton, president; A. 
C. Black, Alexander City, second vice-president; Mrs. 


Euna Ramsey, Birmingham, secretary; 


R. Cranford, 


Jasper, first vice-president; J. D. Bell, Clanton, retiring 
president and new member of the advisory board. New 
directors of the association include George Bailey, Mont- 
gomery; B. D. O’Steen, Florence, and B. C. Cox, Opp. 
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Herbrand curom: LOOlS 


Attract the Mechanic 






with professional ‘quality 
























The eye-catching Herbrand merchandiser helps you get a big- 


ger share of the expanding home and professional market for 
mechanics’ hand tools. Features the top-quality brand favored by 


good mechanics since 1881... 
Well-balanced assortment includes only fast-moving numbers. 


Herbrand. 


“SEE-THRU’* display keeps tools in view from any angle. 


Varied selection of tools promotes 


“impulse” and ‘additional’ 


buying of other tools. And remember, Herbrand quality means 
bigger dollar sales, fatter profits, more customer goodwill, and 
extra prestige for your establishment. Write for complete details. 


Herbrand Tools, 


* Patent Pending 


Fremont 











DBH-100 DISPLAY ASSORTMENT 


Includes two each of 49 tools . . 98 tools 
in 8 most popular series. Display is sturdily 
constructed, self-supporting, and has nothing 
to get out of order. Measures only 24” wide 
and 25” high. Dealer cost $86.09. Display 


fixture is free. perBRan, 


(ak RR 
VAN-CHROME TOOLS 
the fineal money can buy! 





18, Ohio 


THE BINGHAM-HERBRAND CORPORATION 





NEW PLASTIC TUBE 












DOUBLE 
POINTS 


7 


COPPER 
RIVETS 


4 DOZEN 
PLAS-T-CAP In DISPLAY 
THUMB TACKS 
WITH A SHOW THEM! 
TACK LIFTER ON EVERY BLOCK SELL THEM! Le 


Available 
from 


CREATE FASTER TURNOVER 


SHELTON TACK CO., 
HOLLAND MFG. CO., 
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SELLS ITSELF! 
CASH IN 


on THE BEG pemanp ror 


SHELTON 









SHELTON, CONN. 
BALTIMORE 31, MD. 





Gora Lee Process 





*Produced by exclusive 


BIG PROFITS 









a Pont 
rene 


CO VALVE 


BIBB WASHERS* 


Made exclusively of amazing 
Du Pont Neoprene! Laboratory- 
tested to withstand up to 325° F. 
at 1000 lbs. pressure. Will not 
distort. Lasts up to 4 times 
as long, yet costs no more. 


ee Dealer’s Cost low as $15.00 per 1000 


Ask your jobber 
Write for Free Samples 


CHICAGO SPECIALTY MFG. CO. 
2954 W. Lawrence Ave., Chicago 25, Ill. 








eal 
4 


TO IMPROVE YOUR 
PROFIT PICTURE 











The knocked-down sales knockout, com- 
plete in one package! Easy-to-assemble, 
all purpose wheelbarrows that save you 
time and space. Sturdy, tubular steel 
sectional handles; square front tray. Con- 
structed to carry more of the load over 
the wheel. 





WOOD 
GARDEN 
BARROWS 





For lawn, garden or greenhouse use. 
Made of one-piece exterior waterproof 
lywood, to withstand any weather. 


neumatic or semi-pneumatic tires; also 
with steel wheels. 












LAWN 
ROLLERS 





. drums made of 
uality sheet steel; edges 

to prevent cutting of sod. 
Adjustable scrapers of channel 
steel; sturdy handles. 


Various types. . 
high 
rounde 


MANUFACTURING COMPANY 
HARRISBURG, PENNA. 





Oldest and largest wheelbarrow maker in America 
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(Continued from page 138) 
pletely renovated. All who 
attended the two-day opening 
received a gift and four door 
prizes were awarded. 





Hiawatha, Kan.— Robert 
Corken, owner and operator 
of the Corken Hardware 
store, has purchased the 
Sterns Hardware Co. stock 
and building located at 706 
Oregon. Mr. Corken plans 
to move his store from 712 
Oregon into the newly-ac- 
quired building as soon as 
extensive modernization work 
has been completed. 





Carlsbad, N. M.—Remodel- 
ing of the entire interior of 
the Carlsbad Hardware has 
been completed. Floor space 
has been doubled with the 
addition of the building to 
the North. 





Franklin, Ind. — The 
DePrez-Scott Co. of Shelby- 
ville has purchaed the C. B. 
Vawter hardware store, one 
of the oldest stores in the 
city. The store, established 
more than 75 years ago, was 
sold by Mrs. Joseph A. Lucas. 

The business will be con- 
ducted as a branch outlet of 
the J. G. DePrez Co. 





Belle Plaine, Iowa — Milo 
Stok has sold the hardware 
and appliance store opened 
in this city by his father, 
Frank Stok, to Louis F. Fet- 
ter, Jr. 





Washington, D. C—Exten- 
sive damage was caused by 
a recent fire that broke out 
in the District Lock & Hard- 
ware Co. store, 731 Eighth 
St. S.E. H. J. Kroll and 
Elias Levine are co-owners 
of the store. 





Riverton, Wyo.—The River- 
ton Hardware Co. has been 
sold by Al J. Kirch to Lee 
Newby and James A. Beaty. 
Mr. Kirch founded the store 
in 1916 and has been pro- 
prietor since that time. 





Keyes, Calif. — Walker’s 
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Hardware store, Highway 99 


and Maude Ave., has opened 
recently. The store is owned 
and operated by Raymond C. 
Walker. 





Red Bank, N. J.—Seymour 
Sussman and David Wein- 
stein, co-owners of Jandon’s 
Hardware Co., Asbury Park, 
N. J., have opened a third 
store at 24 Monmouth St, 
this city. 





New London, N. H.—Joseph 
Cragin has recently opened a 
new hardware store in this 
city. 





Fremont, Ohio— Winters 
Department Hardware Store 
has re-opened after complet- 
ing the first phase of its 
store-wide remodeling pro- 
gram. The store, founded 
more than 80 years ago, is 
headed by George P. Winters. 





Vienna, S. D.— Brakke’s 
Hardware, established 38 
years, has been purchased by 
James Foy, Jr., from Norris 
E. Brakke and Lars E. 
Brakke. 





Appleton, Wis. — The 
Northside Gamble store, 
1415 N. Richmond St., has 
opened for business under 
the ownership of Herbert 
Hermsen. The new hardware 
store is in a 40 x 90 ft. 
building. 





Bethany, Okla.—Thomason 
Hardware, located in the 
previous Kraker store, re- 
cently held its formal open- 
ing. The store is owned by 
Mr. and Mrs. Thomason. 





La Grande, Ore.— Mrs. 
Belle Jones has sold Cole- 
man’s Hardware, 1306% 
Adams Ave., to Forrest Pitts, 
who announced that the store 
will operate under the same 
name and policies. 


od 





Madrid, Neb.—The Shafter 
Hardware Store recently 
moved to its new location in 
the former Lovenburg build- 
ing on the east side of Main 
St. The firm is owned by Vic 
and Bill Shafer. 
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Wichita Falls, Tex.—C. A. 
Wimberley, owner of Wim- 
berley’s Hardware & Gift 
Shop, is planning to move 
his store to a new one-story 
brick building at 1912 Ninth, 
in September. 





Cicero, N. Y.—The Snow 
Hardware Co. has opened for 
business on Route 11. Frank 
Snow is owner of the new 
firm. 





Grosse Pointe, Mich.—The 
Grosse Pointe Hardware, old- 
est business establishment in 
the city, has moved to a new 
location at 18000 Mack. Dur- 
ing the opening ceremonies, 
aprons were given to women 
and balloons to children. The 
store is operated by David R. 
Nagel. 


Marquette, Kan.—The 
Marquette Hardware has 
been purchased by R. C. Mag- 
nuson from Mrs. Raynold 
Peterson, who has operated 
the store since the death of 
her husband in December of 
1951. 





Ounard, Calif.—George 
Haughton and Jack Kohl 
have opened their new Vill- 
age Hardware at 1740 Sa- 
viers Rd. 


Shawano, Wis.—John E. 
Blasczyk, owner of the Kra- 
kow Hardware, recently held 
a grand opening at the newly- 
remodeled store. Ladies re- 
ceived flowers, children were 
given balloons, and coffee and 
doughnuts were served to all 
during the two-day affair. 





American Machine Lists 
Operational Change 


Morehead Patterson, pres- 
ident of the American Ma- 
chine & Foundry Co., New 
York, announced that opera- 
tions at the company’s Shelby, 
Ohio, plant will be trans- 
formed over the next few 
months from manufacture of 
the two-wheelers to assembly 
of bicycles and automatic 
pinspotters. 





Stanley Electric Tools 


Names Bechard to Sales dry manufacturing company. 


The appointment of Wil- 
liam I. Bechard to the Long 
Island territory working out 
of the New York office has 
been announced by Frederick 





WILLIAM IL. 


BECHARD 
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O. Fuller, sales manager, 
Stanley Electric Tools, New 
Britain, Conn. 

Mr. Bechard joined the 
company in September 1951 
and recently completed his 
sales training course. 





Easy to Manufacture 
Automatic Washers 


The Easy Washing Machine 
Corp., Syracuse, N. Y., will 
produce an automatic washer 
by mid-summer, it was an- 
nounced by W. Homer Reeve, 
president of the home laun- 


Offering of an automatic 
washer to the public is part 
of Easy’s program to expand 
its product line. Last fall, 
Easy marketed a_ clothes 
dryer as the first step in this 
program. 


Corbin Wood Products 
Starts in New Plant 


Manufacturing operations 
in the new Corbin Wood 
Products Div. of the Amer- 
ican Hardware Corp. in 
Hornell, N. Y., have started. 
The division was _ recently 
moved from the main plant 
in New Britain, Conn. 

James L. O’Toole is the 
plant manager of the new 





operation in Hornell. 
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HARDWARE STORES 
LUMBER YARDS 
PAINT STORES 
















FROM MINIMUM 
INVESTED CAPITAL 


... If you can qualify as a 





FRANCHISED 


Allied RENTIOOL Service 


DEALER 
A Waiting Market 


Every home owner is a steady potential customer. High labor 
and material costs, high taxes make it increasingly necessary 
that every home owner become his own handyman... and with 
the right tools available at low rental rates...every home 
maintenance job is now within the average budget. 


A Bright Future 


Tool renting is rapidly becoming big business...one of the 
most significant economic trends in the nation today. Rental 
equipment will build your existing store traffic... stimulate 
your sales of companion items. Tool rentals is one of the few 
enterprises that offers such a high ratio of gross profit to 
invested capital. America’s newest opportunity, the DO-IT- 
YOURSELF MARKET is here for men with vision! 


If You Can Qualify 


A moderate payment establishes exclusive dealership in your 
area. As a franchised RENTOOL dealer you will have the 
advantages of national presjige, plus the availability of these 
profit-making sales aids. Put your store ahead of competition 
...and stay there! LOOK WHAT A RENTOOL DEALERSHIP 
MAKES AVAILABLE: 





@® Manual “How to Rent Tools ® Tool Operation Pamphlets. 
Profitebly."’ © Cooperative advertising advantage. 

© Custom-tailored Illustrated  ° Professionally pl d advertis- 
Catalogs. ing Programs. 


© Contracts and other operating 
forms. 

© Timely bulletins of exchange infor- 
mation & new ideas. 


© Attractive Seasonal Window Posters. 
® Tool identification Decals. 
® Tool Instruction Decals. 






er —  —— =~ . 
cated RENTOOL Somes | 
: A SUBSIDIARY OF AFTON SUPPLY COMPANY i 
| 106 SOUTH MAIN ST. YARDLEY, PENNA. | 
I {l me Gentlemen: Please send me more information { 
: Te rE on your Franchised RENTOOL Dealerships. 
| mo ( ) l want to add to my present store facilities. i 
( ) want to start a new business as my own boss. | 
' 
I 2 2 olan Jas sto Loe Sta tae wal gs 
| ADDRESS. ...... 
i 

:Oev......... als . FS. Pe 
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CAMPBELL-HAUSFELD 
SPRAY PAINTING OUTFITS 


AND 


PORTABLE AIR COMPRESSORS 


a Complete Lt 


NATIONALLY 
ADVERTISED 


Hardware dealers 
from coast to coast are 
cashing in on the na- 
tional advertising of 
Campbell-Hausfeld 
Spray painting outfits, 


Order them 
from your jobber. 
Show them in your 
department. 

our customers 
will buy them for 

ainting houses and 
ve automobiles 
and tractors, lubri- 
cating automobiles 
and farm imple- 
ments, inflating 
tires, killing weeds, 
spraying poultry 





pressure princess 
model no. 1-C 






Four models attractively 
riced. Precision built for trou- 
le-free, lifetime service. Stock 

and display them all. Complete 
inventory means steady turn- 


over and good profits, 
pressure maid 
model no. 50 


Ask your jobber salesman 
to show you this fast- 
selling big-volume line 
with the profit margin 
dealers like. Or write for 
catalog and price list 
giving your jobber's name. 


tankmobile model no. 5-W 


THE CAMPBELL-HAUSFELD CO. 


215 RAILROAD AVENUE HARRISON, OHIO 
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pens and live stock. 
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News of the Trade 











NEWS OF 


MANUFACTURERS’ AGENTS 








Zimmerman, Roth Named 
By Desmond-Stephan 


Fred H. Zimmerman, Dal- 
las, Tex., and Al Roth, Wheat 
Ridge, Colo., have been ap- 
pointed by the Desmond- 
Stephan Mfg. Co., Urbana, 
Ohio, as representatives to 
handle its lines in the western 
section of the country. Ina 
story that appeared in the 
April 30th issue of Harp- 
WARE AGE an impression was 
given that these men were 
appointed as direct factory 
salesmen employed by the 
company. Mr. Zimmerman 
and Mr. Roth are manufac- 
turers’ representatives. 

Mr. Zimmerman will cover 
the state of Texas for Des- 
mond-Stephan, and will main- 
tain headquarters at 2608 
Reagan St., Dallas. 

Mr. Roth, with headquar- 
ters at 4321 Dover St., Wheat 
Ridge, will travel the states 
of Colorado, Utah, Wyoming 
and Montana. 





Walcott Co. Names 
Edelston & Harmon 


Edelston & Harmon, Chi- 
cago, Ill., has been named by 
the Wolcott Co., Hartford, 
Conn., to handle the Wolco 
line of household products. 

Edelston & Harmon will 
travel the northern part of 
Illinois, including Chicago, 
and the state of Wisconsin 
for the Wolcott firm. 





Eureka Williams Names 
Gray Co. in Five States 
The Leonard D. Gray Co., 
St. Louis, Mo., has been ap- 
pointed by the Eureka Wil- 
liams Corp., Bloomington, III., 
to handle its Dispos-O-Matic 
kitchen waste food disposers. 


The Gray company will 
cover Missouri, Kansas, Iowa, 
Nebraska and 32 counties in 
Illinois for Eureka Williams. 
Representatives for the firm 
are Leonard Gray and Jack 
Higgins, who maintain head- 
quarters in St. Louis; and J. 
Walter Sall, with headquar- 
ters in Kansas City, Mo. 





G. A. Rieke Co. to Cover 
Three States for Alpha 


The Geo. A. Rieke Co., Chi- 
cago, Ill., has been appointed 
to represent Alpha Tool & 
Supply Co., Closter, N. J., in 
the states of Illinois, Iowa 
and northern Indiana. 

The Rieke company main- 
tains headquarters at 549 W. 
Washington St., Chicago. 





Keil Lock Appoints 
Barringer in South 


The F. D. Barringer Co., 
Atlanta, Ga., has been named 
by the Keil Lock Co., Inc., 
Charlestown, N. H., to han- 
dle its complete line of prod- 
ucts in 11 southern states. 

The Barringer firm, with 
headquarters at 542 Spring 
St., N. W., will cover the 
states of Virginia, West Vir- 
ginia, North Carolina, South 
Carolina, Georgia, Florida, 
Alabama, Mississippi, Louisi- 
ana, Arkansas and Tennes- 
see. 





W. M. Hamilton Named 
By Forsberg 


W. M. Hamilton, Dearborn, 
Mich., has been named to 
cover Michigan, except the 
northern Peninsula, and To- 
ledo, Ohio, for the Forsberg 
Mfg. Co., Bridgeport, Conn. 
Mr. Hamilton has headquar- 
ters at 22612 Beach St., 
Dearborn. 





McAllister Appointed 
Strunk Representative 


H. E. Mumford, sales man- 
ager of Strunk Equipment 
Co., Coatesville, Pa., has an- 
nounced the appointment of 
William §S. McAllister, Jr., 
as district sales representa- 


tive for Strunk chain saws 
in the New York, eastern 
Pennsylvania, Maryland and 
Delaware territories. 

Mr. McAllister’s past sales 
experience covers both the 
farm equipment and hard- 
ware fields. 
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One 
Section 


TOOL RACK 


Holds large  assort- 
ment of Brooms... 
Mops ... Garden 
Tools. 


@ So easy to install. 


¢ Sliding hooks re- 
movable for any 
combination. 


© Hooks are self lock- 
ing. 

e For more tools, sec- 
tions can be added. 


¢ Bright zinc coated 
finish. 


Order Only From Your Jobber 


CHAS. 


STERLING 











Two 
Sections 


Another LARSON Household Hit 


No. BT-642 


O. LARSON 
Teen rele 









EASTERN DRAPERY HOOKS, PACKAGED OR IN BULK 


One of the many accessories in Eastern’s Full Line 


Baltimore 3 


HARDWARE AGE, JUNE 11, 1953 








1a 


The Eastern Venetian Blind Co. 
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NOW ®@ 


A MAGNETIC DOOR LATCH AT 


Yo THE COST 


© No after-installation headaches—doors remain 
firmly closed even when warped or sagging. 


© Doors open easily, shut quietly due to EXCLU- 
SIVE spring action. 


e Lasts indefinitely—no working parts to get 
out of order. 


e Unconditionally guaranteed. 


e Works equally well on wood or metal doors. 
Highly recommended for every type of home 
and industrial cabinet, including kitchen, 
medicine, tool, music and house trailer cabi- 
nets, closet doors and ship and boat lockers. 


Write for complete details and distributional 
information TODAY |! 





HEPPNER 


SALES COMPANY + ROUND LAKE, ILLINOIS 
specialists in magnetic devices 
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OBITUARIES 








Frank H. Retzlaff 


Frank H. Retzlaff, 89, 
owner of Retzlaff Hardware, 
New Ulm, Minn., and one of 
the founders of Our Own 
Hardware, Minneapolis, died 
May 17 after being hospital- 
ized for one week as the re- 
sult of a sudden illness. 

Mr. Retzlaff had been one 
of the oldest and most active 
businessmen in the city. He 
came to this country when he 
was four years old and at 
the time of his death operated 
three businesses. Other than 
the hardware store, he owned 
the Retzlaff Motor Co. and 
a radio, television and appli- 
ance business. 

Starting his career with S. 
D. Peterson, New Ulm im- 
plement dealer, he later joined 
the Walter A. Wood Mowing 
& Reaping Machine Co., Chi- 
cago. After this he was em- 
ployed by the Minneapolis 
Harvester Co. 

On Jan 1, 1885, Mr. Retz- 
laff launched his first busi- 
ness venture at Little Falls, 
where he established his own 
machine selling agency. Two 
years later he disposed of 
that business and started an 
implement firm, eventually 
adding hardware to his lines. 

Mr. Retzlaff was active in 
the Minnesota Hardware 
Dealers Association for many 


years. 
Survivors include his 
widow, three sons, one of 


whom is Waldemar, vice-pres- 
ident of Our Own Hardware, 
and a daughter. 





Ernest F. Pflueger 

Ernest F. Pflueger, 58, 
vice-president of the Enter- 
prise Mfg. Co., Akron, Ohio, 
died last month. 


Mr. Pflueger was a mem- 
ber of the family that found- 





ERNEST F. PFLUEGER 


ed the firm, manufacturer of 
fishing tackle. 





Frank Summers 


Frank Summers, industrial 
sales manager of the John 
Pritzlaff Hardware Co., Mil- 
waukee, Wis., wholesaler, 
died May 20. 

Mr. Summers had been at 
his desk up until the Friday 
of the week before his death, 
which came after an emer- 
gency operation. 





William A. Heizmann 


William A. Heizmann, 70, 
treasurer and general man- 
ager of the Penn Hardware 
Co., Reading, Pa., died May 
ai. 

Mr. Heizmann, president of 
the Hardware Manufacturers 
Statistical Association, joined 
Penn Hardware after grad- 
uating from Harvard Uni- 
versity. The firm was founded 
by his father and his uncle, 
the late C. Raymond Heiz- 
mann. 

His first position with the 
firm was as head of the foun- 


____News of the Trade 





dry department, after which 
he was transferred from one 
department to another. With- 
in a short time he was named 
assistant treasurer of the 
company, and in 1905 he be- 
came treasurer, a post he had 
held since then. 

Mr. Heizmann was the 
first chairman of the stand- 
ardization committee of the 
hardware industry, organized 
25 years ago under the aus- 
pices of the Bureau of 
Standards. 

The survivors include his 
widow, a daughter, a son and 
a sister. 


B. Tom Jones 


B. Tom Jones, 72, president 
of the Tom Jones Hardware 
Co., Ine., Richmond, Va., 
builders and general hard- 
ware, died May 24. 


Mr ts founded the 
compa cars his name 
in 192%. <- is a charter 


member of the National Con- 
tract Hardware Association 
and the American Society of 
Architectural Hardware con- 
sultants. 





William H. Hansen 


William H. Hansen, as- 
sistant secretary and assist- 
ant treasurer of Landers, 
Frary & Clark, New Britain, 
Conn., died May 6. 

Mr. Hansen conducted his 
own accounting business for 
several years before joining 
Landers, Frary & Clark in 
1919 as an auditor. Shortly 
after he was promoted to 
sales auditor and in 1925 be- 
came assistant to the presi- 
dent of the company. 

Mr. Hansen became office 
manager in 1938, assistant 
secretary in 1941 and assist- 
ant treasurer in 1945. In 1950 
he became director of sales 
budgets and held the last 
three posts at the time of his 
death. 


Henry Deverell 


Henry Deverell, 72, mid- 
west representative of the 
Champion Hardware Co., 
Geneva, Ohio, died May 15 
at his home in Park Ridge, 
Ill., as the result of a heart 
attack. 

Mr. Deverell was 19 years 
cld when he began his career 
in the hardware industry as 
a stock man for Farwell, 
Ozmun, Kirk & Co., St. Paul, 
Minn. He spent 20 years with 
that company, most of the 
time of which he was en- 
gaged in sales work. 

Mr. Deverell joined Cham- 
pion Hardware’s sales force 
in 1920, and became the 
firm’s representative in the 
midwest territory with head- 
quarters in Chicago, III. 





John H. Tracy 


John H. Tracy, 69, a re- 
tired salesman for Rawlplug, 
Inc., New York City, passed 
away suddenly on May 9. 

Mr. Tracy had retired in 
1949 after 25 years of asso- 
ciation with Rawlplug and 
had lately operated from his 
home in Maine as a manufac- 
turers’ agent. He was a past 





JOHN H. TRACY 


president and former secre- 
tary of the Hardware Boost- 
ers and had long been active 
in the Hardware Square 
Club. 

Enroute to his home, fol- 
lowing a visit of several days 
in New York City, he was 
stricken on the train. 





Arett Sales Operating 
From New Warehouse 


The Arett Sales Corp., or- 
ganized late last year to en- 
gage in the distribution of 
garden supplies and some 
hardware specialties, is now 
operating in its recently com- 
pleted warehouse on Main 
St., New Rochelle, N. Y. 
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The new firm is distribut- 
ing some of the same lines 
of merchandise and contact- 
ing the old hardware and 
garden store accounts of Al- 
fred Field & Co., New York 
City importing company that 
discontinued business last 
year, after 103 years. Arett 
Sales will continue to import 


merchandise, especially from 
England. 

Two of the younger sales- 
men in the former company, 
Eric Mueller and David Boy- 
lan, are principals of the new 
company. The other officers 
are Charles Librett, New 
Rochelle hardware dealer, 
and his son, Irving. 


Mr. Mueller will cover his 
old territory which includes 
Westchester County, New 
York City and the lower part 
of Connecticut, Mr. Boylan’s 
territory is Long Island. 

A loose-leaf catalog, to- 
gether with an introductory 
letter, was mailed to the 
trade earlier this year. 
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The Wagner Mfg. Co., Sidney, Ohio, recently held a 
regional sales meeting for the || western states in 
Denver, Colo. Below, shown at the meeting, from left 
to right, standing, are: H. W. Waller, sales manager; 
Joe Dungan, regional manager; Lew McAlister, re- 
gional manager; M. Weaver, president; K. J. Dahm, 
regional manager, and R. H. Dee, Jr., manufacturers’ 
representative. Seated are R. E. Anderson, Jr., left, 
and W. F. Hendrickson, both manufacturers’ repre- 
sentatives. 


of a heart 


s 19 years 
his career 


A William J. Hassloch, left, is shown receiving trophy 
after being named Distinguished Salesman of the Year 
by the Rubberset Co., Newark, N. J. Elwood M. Jones, 
Jr., president of the firm, is shown making the award 

at a recent company sales meeting. 


Rawlplug, 
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A report in pictures of 
people and events 
in the hardware trade 


v 
ler secre- : Governor Hugh White of Mississippi tries his 
re Boost- new rotary power mower, which has serial 
en active No. | and was manufactured by the Johnston 
Square : 3 Lawn Mower Corp., Brookhaven, Miss. The 
action took place during opening of com- 
ome, fol- pany’s new Brookhaven plant. 
, 
eral days 


i wee ; Shown here, from left to right, are G. W. 
; "| - McLaughlin, A. H. Iseley, T. S. Phlueger, J. A. 
‘ Butterly and H. J. Bean, as they were hon- 
ored by the Enterprise Mfg. Co., Akron, 
Ohio, for 20 or more years of service 


vad his At right are 47 represen- 
includes tatives and company off- 
y, New cials who attended the re- 
wer part — bi-ennial sales meeting 
1g of the Cornish Wire Co., 
Boylan Inc., New York. The meet- 
ing included tours of the 

log, to- firm's three plants. 


oductory 













we f “ 
Ko 





eel 
e 
ae 






ef 








nore e ve 
elerer 





How! *ye HARDWARE BUSINESS ? 











ja be 
"| 











ee? 

eelleerer 
| 

. 


saan 








. 





a4 
saa 


lees 7? 4 
mall, :: oe 
n -} 


The Business Outlook—Markets and Price News 


(Continued from page 14) 
manufacturer selling to Club Plans 
may find it impossible to enforce 
its Fair Trade prices in other re- 
tail outlets. 

The manufacturer in this case 
is planning to appeal the decision 
to a higher court. Pending the out- 
come of this appeal, it is not ex- 
pected that any decision will be 
made in connection with selling 
Club Plans. 

Should the high court sustain 
the lower court in this case, obser- 
vers suggest that Fair Trade manu- 
facturers may find it necessary to 
discontinue selling Club Plans. 

In the second court action, a 
Fair Trade manufacturer won a 
case in which a store, that had not 
signed a Fair Trade agreement, 
attempted to conduct a sale of Fair 
Trade items at cut prices on the 
contention that the sale repre- 
sented a close-out of the line and 
as such the merchandise could be 
legally sold at less than Fair Trade 
prices. 

Fair Trade laws permit a store 
to sell at below the established 
prices in cases where the store is 
permanently closing out a line. 
However, in this case it was em- 





Secretary Weeks Says 
Business Is On Trial 


Commerce Secretary Sin- 
clair Weeks believes “busi- 
ness is on trial in Washing- 
ton, Wall Street and Main 
Street.” He says that “un- 
less businessmen do their 
part at home to maintain a 
high economic level and high 
degree of intelligence in deal- 
ing with the public, business 
will be ‘back in the dog 
house.’ ” 











phasized that since the store had 
not signed a Fair Trade agreement 
it could not operate under the Fair 
Trade laws. The Fair Trade close- 
out provisions, it was argued, were 
being used by this store as a dodge 
for justifying a cut in Fair Trade 
prices. 

The court granted the manufact- 
urer a preliminary injunction and 
ordered the store to return some 
$125,000 worth of merchandise in- 
volved in the close-out sale to the 
manufacturer, ‘at invoice prices. 





New Orders Show Slack Tendency; Prices 
Leveling Out, Purchasing Agents Find 


The National Association of Pur- 
chasing Agents reports in its 
monthly survey that while over-all 
industrial activity remained high 
during May, new orders showed a 
stronger tendency to slack off. The 
report noted the widest gap be- 
tween orders booked and actual 
production capability since October, 
1952. 

However, say the agents, June is 
expected to be the banner produc- 
tion month of the year, since fac- 
tories schedule all shipments pos- 
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sible before the July vacation pe- 
riod. And, the report says, from 
all indications the vacation produc- 
tion recess probably will be more 
prevalent this year—and in many 
cases for longer periods. 

The purchasing agents estimate 
business through the third quarter 
—allowing for vacation periods in 
July and August—will be good. 
About 53 per cent of the agents 
interviewed for the association’s 
survey report they expected busi- 

(Continued on page 166) 


Business Inventories 
Hit New High Level 


While business inventories es- 
tablished a new high of $75,000,- 
000,000 at the end of March they 
were not “significantly out of line” 
with current rates of sales, says 
the Department of Commerce. 

The agency said the present in- 
ventory-sales balance can be main- 
tained however, only as long as 
sales continue at the current high 
rate. 

“Any significant change in de- 
mand would soon make inventories 
look out of line, since there is usual- 
ly a lag in their adjustment to new 
sales volume,” the agency said. 

In March the ratio of total busi- 
ness inventories to sales was 1.5. 
This means, the department said, 
that businessmen had enough stocks 
to take care of 1.5 months of sales 
at current levels, and it compares 
favorably with a ratio of 1.6 a 
year ago and 1.4 in March, 1950. 
The ratio stood at 1.8 in March, 
1940. 

It was noted that about 80 pct 
of the $2,400,000,000 increases in 
inventories from last August 
through March occurred in motor 
vehicles, other transportation 
equipment, the primary metal and 
fabricated metal manufacturing in- 
dustries and _ retail automotive 
dealers. 

The “general trend” in _ stock- 
sales ratios throughout manufac- 
turing has been downward in re- 
cent months, the department says. 

The department notices stocks 
held by firms producing or handling 
durable goods seem to be “mod- 
erately high” in relation to current 
sales. The excess appears to be in 
part in stocks for defense and re- 
lated activities, it is said. 


Carborundum Announces 
New Pricing System 

A new simplified pricing system 
for grinding wheels that will en- 
able customers, distributors and 
salesmen to price the wheels with 
speed and accuracy, is being in- 
troduced by the Carborundum Co., 
Niagara Falls, N. Y. 

The extent of the simplification 
is indicated by the fact that the 
previous catalog of 114 pages of 
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FREE whilea few remainin g copies last! 


The most fact-filled book the 
trade has seen in a decade!. 


Wouldn’t you like to know what makes the BEST hardware 
stores “click”? How they have built their Cutlery departments 
to volumes 4 times pre-war levels—and with profits ’way be- 
yond normal levels? Why some very simple techniques of dis- 
play and merchandising have become indispensable in modern 
operation? 

THEN SEND the coupon for your free copy of “Cutlery 
Selling Secrets.” In it, 48 of America’s most successful hard- 
ware stores (interviewed for Robeson by an independent re- 
search company) tell how they have bui/t and kept this depart- 
ment at top levels of sales and profits. Our printing is almost 
exhausted—so it’s first-come, first-served. Mail the coupon 
TODAY! 


ROBESON CUTLERY CO., 


INC. be 
PERRY, N. Y. 
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ROBESON CUTLERY CO., INC. 
PERRY, N. Y. 


If you have any left, please rush a free 
copy of your booklet, “Cutlery Selling 
Secrets.” I understand there is no obli- 
gation in my asking and also that your 
reply depends entirely on availability 
when my request is received. 


Po titers 
ADDRESS. 
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THE Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


“Since 1857’’ Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the mostcomplete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
waat the best. 







of the Klein Pocket Tool 
Guide today! 


DISTRIBUTED 
THROUGH 
JOBBERS 


InternationalStand- 


New York. 





wane EINES 


3200 BELMONT, AVE, CHICAGO 18, iLL 
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ALND 









Write for your free copy | 


Foreign Distributor: | 


ard Electric Corp., | 











list prices, discounts, etc., 
been reduced to 32 pages. 
The new system provides (1) 


Basic prices, ordering quantities 
and discounts, all shown on the 
Elimination of 
price additions covering special 
Definite basic prices are 


same page. (2) 


wheels. 


now shown. (3) Practically all 


wheels used by the industry can 
now be priced with a single dis- 


count. (4) Previous complicated 
rules for computing prices are 
now obsolete. 

New prices apply to all orders 
dated on or after June 15, 1953. 
Any order dated prior to June 15 
will be billed at either the old or 
new price, whichever is lower. 





Wholesale Prices 
Remain Unchanged 


Wholesale prices remained 
unchanged in the week ended 
May 19, reports the Bureau of 
Labor Statistics. Declines for 
farm products and processed 
foods offset higher prices for 
other commodities. 

At the end of the week, 
prices stood at 109.9 pct of the 
1947-49 average—0.5 pct 
above the April average, but 
1.7 per cent below the average 
for April, 1952. 

Farm products dropped 0.3 
pet over the week. Processed 
foods were off 0.1 pct and 
would have been down more 
if it had not been for a 0.3 pct 
rise in meats, the Bureau 
says. 











Clinton Chain Saw Has 
Engine Replacement Plan 


A new engine replacement plan 
for Clinton Chain Saws enables 
saw owner to replace the older 
engine with a simplified, basic 
unit at lowest possible cost. The 
operator is given a liberal trade- 
in allowance on his old engine. 


has 


| 





| 





Only the engine parts considered 


essential for replacement are in- 
cluded in new engine unit. The 
operator pays only for the unit 
that needs actual replacement. 


PIECE 
=~ CUP HOOKS 


LV%?2 


Bright kitchen colors, quality 

appearance, handsome pack- 

IN aging . . . three good rea- 
sons for consistent sales suc- 

COLORS cess. Sturdy zinc alloy finished 
Iso nickel or brass finish, 1 gross to the box. 


in white, yellow, red, blue, 
green, nickel, brass, 6 hooks 
See Your Jobber Today for Immediate Delivery 


to the card. 


Jobber Inquiries Invited 


GRIES REPRODUCER COR 


789 E. 132nd St., New York 54, N. Y. 
Phone: MOTT Haven 5-7400 











MARVEL 
SHEARS 










Now, a quality 
kitchen shear, cleverly 

packaged to create impulse 
sales. See your wholesaler, or 


write, wire, or phone... 


always look to 


MIDWEST 


TOOL and CUTLERY Co., Sturgis, Mich. 


for money making ideas 
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..- America’s finest 
quality line of housewares! 


the Dripcut line is growing in sales, demand andsimportance 

in store after store throughout the country. Now with 

the many new additions to this famous line of dripless 

servers, you'll find this a more profitable line than ever before. 
DECORATED DRIPCUTS . . gay and colorful three-color 
decorations on sparkling glass containers bring a new note 

of smartness — creates added eye-appeal. They are 

wonderful gift items, either decorated or plain. 


MIRACLE 
GRATER & SHREDDER 


PLASTICMAID MIXING BOWL PLASTIC TOP SALT & PEPPERS 





600 SERIES 800 SERIES 

























GRIPPY 
UTILITY HOLDER 













CHOPETTE 





WRITE FOR ILLUSTRATED CATALOG SHEETS 
ON THE COMPLETE LINE OF DRIPCUT PRODUCTS 








947 east 62nd street 
los angeles 1, california 














Just try and keep this handy 
RECIPE FILE in stock... 


co 


Most Housewives 69c omy 
Buy one on sight 
B-25L less cards 







B-25LC—With food 
index cards 98c 
Here’s the smart, modern 
recipe file women have 
been wishing for. It 
matches 101 other popular 

Lustro-Ware items which 
Offset hinged cover 


. e Pi sales records show are also 
opens with a flip of the finger . . . can’t f 
drop back. Slanting front and back for Pre erred by the house- 
easier filing. Practically unbreakable, can't wife for her home. 
rust, chip or peel . . . to keep sanitary 
and clean. Popular colors. 





If you have not already 
discovered the sales appeal 
of nationally advertised 
Lustro-Ware, start featur- 
ing it without further de- 
lay. Order from your sup- 
plier today and ask for 
free merchandising aids to 
further increase your sales. 


COLUMBUS PLASTIC PROD., INC. 
Columbus, Ohio 


PLASTIC HOUS 


EWARES 


ti LMIULP DA wi tlé 


VAUUCaAS 
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mann 


"NO MORE DRIPPING” 
on way to garbage can! 


GUARANTEED NON-BREAKABLE 


This tried and proven Dripless Sink > 


Strainer is now monufactured out of 
Polyethylene, new miracle plastic. Easy ‘ 
to clean. Hot water will not distort it. 
Our Polyethylene strainers are more 
rigid than average receptacles made 
out of this plastic. Its special design 
and construction make this possible. 


\\ ; 
Large capacity. \\ ee 


ALL-POWER MFG. CO. * MONTEBELLO, CALIFORNIA 
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QUALITY 











YES, “ne handle 


short runs, too 
—As Well As Long Ones 


And just as carefully. Whether you order 
one gross or a million you can be sure 
that ATLAS Fastenings — Bolts, Nuts, 
Screws and Washers, in all types of 
metals—in your product will never cause 
a reject. 


SCREW MACHINE PRODUCTS 
METAL STAMPING 
U and J BOLTS 
THREADED RODS 


Let us send you our big new catalog— 
just off the press. A dependable Purchas- 
ing Guide to all your fastening require- 
ments. Whether it's catalogued or ‘spe- 
cial’’ Atlas can supply you with prompt 
and efficient service. 


1 
1 

' 

| A dependable purchasing guide to 
: all your fastening requirements, 
1 designed to save you time and 
1 

' 


trouble. Write today. 


ATLAS 


SCREW & SPECIALTY CO. 


450 BROOME STREET, DEPT. A 
NEW YORK 13, N. Y. 
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Ekco Offers Utility 
Bowl! Promotion Item 

Ekco Products Co., is offering a 6- 
in. one-quart stainless steel utility 
bowl, priced to retail for $1.00 as a 
special promotional item. This item 
is the latest in a series of specials 
planned by Ekco to provide stores 
with high value leaders for dollar- 
day and similar promotions. 


Mall Reduces Prices 
On Two Chain Saws 

Mall Tool Co., 7740 South Chi- 
cago Ave., Chicago 19, IIl., an- 
nounced a major nation-wide price 
reduction on two of its popular 
chain saws effective June 1, 1953. 

Models affected are the Mall 
Model 2MG and the Model 12A. 
Prices are reduced as much as 15 
pet on the straight cutting bar 
types and as much as 20 pct on 
the bow and pinchless. 


The Model “MG—5 hp—form- | 
erly $339 for the 18-in. capacity | 


drops to $295. The 12A—3% hp— 
was $295 for 18-in. capacity, now 


markets for $255. Prices for the | 
large capacity cutting bars and | 
for the bow and pinchless saws | 


are reduced in like proportion. 


Chain, Mail Order 
Sales Off in April 


Sales by chain stores and mail 
order houses in April fell below per- 


formance in the same period of | 
1952. Declines in most cases were | 
less than anticipated. Stores said | 


the drop in sales resulted almost en- 
tirely from having one less pre- 
Easter shopping week this year 
than in 1952. 

Montgomery Ward and Spiegel 
experienced sales drops in the mail 
order field, while Sears registered a 
6.5 pet gain. Montgomery Ward 
sales in April were 3.1 pct lower 
than in the same 1952 month. 
Spiegel reported a 5.5 pct drop. 


April Vacuum Cleaner 
Sales High This Year 


Despite a drop of 18.4 pct from | 


factory sales of 329,294 standard- 
size household vacuum cleaners in 
March, top month since 331,445 
units in October, 1950, April sales 
of 268,548 cleaners were largest, 
with the one exception, since Oc- 

















Another NEW 


perwW © prorit 
PRODUCER 
THE SENSATIONAL 


UTIL-A-BRUSH 


With Flexible Bending Unit For Painting 
Hard-To-Reach Places 

This revolutionary, quality brush, made 
to sell at popular price, actually paints 
around corners. For home, shop, factory, 
etc., there’s a great demand for UTIL-A- 
BRUSHES. 
© Flexible, durable. Stays at any angle. 
@ 1'/2"' pure bristle wd endef ” 
® Displayed on 3-color cord. 


See Your Jobber or Write 


FERN-WEY CO. peor. Ha 


11705 Detroit Ave. Cleveland 7, O. 














SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC- 
TION. Use any 2 x 4s for legs 
§ and crossbar...set up or knock- 
a down instantly. 
, Each package is a 
=| colorful counter dis- 
play. 12 Sets to a 
| carton. Dealer helps 
FREE, 







advertised 
rom your 


Nationall 
—order 
wholesaler, or direct if 
be cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 
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lt has a Hundred Uses 
Sheftield 


WATER 
PUTTY 


CRACK FILLER 


@ Sticks to Anything 


@ Mixes Easily with water 
.-- Will Not Shrink 


@ Becomes Hard as Stone 


Every household . . . in fact 
every craftsman has use for this 
— fond that does every- 
{- f? thing dheres permanently te 

$ h ef ne [A Zrorge stone, tile, weed or motel sor. 
C faces and does a perfect patch- 

PAINT CORPORATION ing and smoothing job! Feature 
alg 5 wie it strongly ...and watch your 
. et ¥ ll od sales grow . . . because your 
customers are looking for 
something like this every day! 


ND 19 


-ABIG SELLER hecause 








d equiP- 
Stender on leading 
home appliances” 

clothes "4 oat 4 
i 
mowers, etc. 


more! Insist 

lity costs no hee 

Congress Se preferred by mon are is A 

po nufacturers- » he 

use "Ce ess Drives or 

| Sored, a -bored on 

dittecally plated, diamond 
Tested for trueness- , 

Buy Congress V-Belts rs) 

your local supplier. 

. 


d Pulleys from 


* 
Dut ond 
Vbaits—FHP drives 





. 
.D Sheoves 
Sheek Cable 








CONGRESS = 


ann tego HIGAN 
Wor erroit 34, mic 
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‘‘Murdock’s quite a hero since his 
mother sent him his 
PARKER HACK SAW!” 


You can earn a medal of thanks yourself from 
one customer after another, by selling them the 
Parker Hack Saw model they like the best. All 7 
Hack Saws in the Parker Line are stars in quality 
and ruggedness. 


: HACK SAW HEADQUARTERS 
= =| ‘ 





Manufacturers of World-Famous Trojan Saw Blades and Frames 


Fey te | Parker | (ne 


PARKER MANUFACTURING CO. 
S.A. 


WORCESTER 1, MASS., U. 
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Solh the best... 
UPSON- 


WALTON 


fackle blocks 








HIGHER SAFE 

WORKING 

LOADS (at no cost!) 
with Upson-Walton wood 
shell and oval steel manila 
rope blocks, because of their 
flattened steel hooks. HAND- 
SOME green enameled steel 
parts; clear lacquered, mar 
resistant, hardwood shells. 





@ Upson-Walton blocks 
are sold nationally 
through selected dis- 
tributors. Write for 

free catalog. 





THE UPSON-WALTON COMPANY 
12500 ELMWOOD AVENUE + CLEVELAND 11, OHIO 


New York ° Chicago ° Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON'S LONG 
EXPERIENCE—ESTABLISHED 1871 
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| to hold large order backlogs, the 
| Department says. 


tober, 1952, when the industry- 
wide total was 292,474 units, ac- 
cording to figures announced by C. 
G. Frantz, secretary-treasurer of 
the Vacuum Cleaner Manufact- 
urers’ Association. 

April sales also were 23.7 pct 
above 217,169 units in the same 
month of 1952. 


Business Boom Now 
In Second Quarter 


The Commerce Departi.ent re- 
ports the business boom has carried 
over into the second quarter. New 
orders placed for manufactured 
civilian goods matched the high 
rate of sales and producers continue 


“és 


Sales and production have “in 
the main” been roughly equal—so 
that additions to inventories have 
been “comparatively small,” the de- 
partment says. This is in contrast 
with the fourth quarter last year 
when a large portion of increased 
output went to replenish inven- 
tories. 

The department’s survey finds 
manufacturers have boosted output 
to a rate 10 pct above a year ago, 
with the rise extending throughout 
all manufacturing industries. The 
boost, the survey finds, was par- 
ticularly pronounced for defense 
and producers’ durables makers and 
for major consumer durable goods 
producers. 


New Orders Slackening 
(Continued from page 160) 


ness to remain strong through 
September. Another 31 per cent 
expect business to stay good for 
the rest of the year. Only 16 per 
cent foresee a gradual decline from 
July 1, onward. 

On the question of prices 57 per 





cent of the buying officials saw no 
radical changes; 35 per cent pre- 
dict a gradual decline. Eight per 
cent predict prices will go up. 
Except for increases in steel ex- 
tras, industrial materials prices 
showed a tendency to level out or 
decline in May. Adjustments fol- 
lowing decontrol are about com- 
pleted, with supply and demand be- 
coming controlling factors. 
Buying policy is still in the short 











range, the association says. Un- 


Makes 
paint stick 


Removes rust 
Prevents rust 


Packed 1 doz. 
in display case 





For prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis 6, Tenn. 





ARMSTRONG BROS. 


Better PIPE_TOOLS 





G. 









PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout . .. built to give 
years of good service. 

-“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated body 
and a replaceable hardened steel nut to 
take up the wear and thrust of handle screw. 
Used either as 1-wheel (with 2 rollers) or 
3-wheel (for close quarters). 

“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
2 steel properly heat treated. They 
eut rapidly and easily, hold their 
keen edge. 


ARMSTRONG BROS. TOOL CO. 


od “The Tool Holder People” 
5214 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 
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Rugged tools 


for less— 
Plus a free display! 


Tuese low-priced putty knives 
and wall scrapers have eye-catch- 
ing orange and black baked 
enamel finish . .. comfortable life- 
time welded steel handles. Sell 
fast from hardwood self-service 
display — free with $9.00 assort- 
ment of 30 tools. Ask your jobber 
for Warner No. 1010 assortment, 
or write to the factory. 


ACCURACY 


ARNE 


TOOLS 











45% 


Retail 





WARNER MANUFACTURING CO. 
802 16th Ave. S. E., Minneapolis 14, Minn. 











gardiess of age. For a sound invest- 
ment, give your customers the extra 
convenience of pre-mixed paint, 
equip your store with the new 
MILLER 1953 PAINT MIXERS. Keep 
your customers satisfied and com- 
ing back for more. For 16 years, 
the original “horizontal motion” 
MILLER PAINT MIXERS have been 
outstanding for quiet, smooth 
operation, and minimum vibra-- 
tion. NO BOLTING DOWN. NO 
CREEPING. Available in single 
or double can models. Entirely 
portable. Operates anywhere 
from 110 volt outlet. Easily takes 
any size can from quarter pints 
to gallons, without any lost mo- 
tion. GUARANTEED 2 YEARS. 









y 





Keeps your paint in perfect condition p AINT MIXER! 
- . . always "Factory Fresh"... re- e 
+. 





TAKES ANY SIZE .. ROUND OR 
SQUARE . . CANS OR JARS 
GET THE FACTS NOW! 


Write for this FREE Catalog. Fully 


illustrated. Explains 
every feature and ex- 
clusive advantage, 
and why MILLER’S is 
still the best. Write 
today! 


Serving Industry Since 1927 








9425-45 SEYMOUR ST. SHILLER PARK, ILL. 


manufacturing company 


GLadstone 5-3343 





GILBERT 
PLASTIC BOXES 




























International's Hi-speed Cope-saw Drill-bit is now avail- 
able to retail outlets. Here’s your chance to realize 
greater profits by distributing the same nationally ad- 
vertised popular drill-bit that we've successfully sold 
to thousands of consumers direct. Carpenters, me- 
chanics, electricians, plumbers and hobbyists every- 
where prefer this amazing combination drill-bit that 
drills, saws and reams in one easy operation. Inter- 
national’s outstanding drill-bit is easy to use; with- 
stands severe continuous use without breaking; is made 
of abrasive resistant, high speed steel with flutes 
ground from solid. It drills, saws and reams—metal, 
pipe, wood, plastic, transite, etc. Use with any }” or 
3” electric drill, slow drill press ,lathe or milling 
machine. Drills own starting hole—upper part of bit 
is used to cut, saw or ream circles, ovals, squares or 
scrolls. Available in three types—all purpose, heavy 
metal or wood. Specify type. All are \'’ diameter with 
2” cutting section; total length 33’’. Quantity discounts 
on 6 or more. Shipped same day. 

30 day money-back guarantee. Order RETAIL PRICE 
or send for detailed information now. 95 


Manufactured and Distributed by 
International Twist Drill Corp. 


Room 812 618 Wyandotte Each 
Kansas City 6, Mo. 
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MEANS 
VALUE! 


Rugged value 
for the buyer... 


Goodwill value 
for you... 





Whichever way you look 
at it, there’s value in 
Magor brands. Master — 
Power—Digwell—Arrow — 
Bull’s Eye or Gold Target 
..every one has value built 
right in. Designed for hard 
going—from the normal- 
ized steel blade to the 
seasoned ash handle. All 
Magor shovels are precision 
balanced for easier 

work. If you value your 
customers’ goodwill, 
stock Magor’s 
simplified line. 
Write today for 
illustrated 
price list. 


MAGOR 


CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7,N.Y. 


+ POWER - C 
Te A A 
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worked purchased materials inven- 
tories continue to decline with turn- 
over rate improving and lead time 
for delivery shorter on many items. 

On price movements: 

Those expected to go up—alcohol, 
some chemicals, concrete, metal con- 
tainers, electrical equipment, pork, 
raw sugar, forged rolls, glass, hides, 
mica, office equipment, paraffin, 
wax, plastics, sand and steel extras. 

Those expected to go down: Used 
cars, benzol, babbitt, brass ingots, 
coal, copper, copper scrap, beef, 
dairy products, wheat, coffee, lead, 
some lumber, mercury, vegetable 
oils, steel scrap, spun rayon, cotton 
yarns, tin, zine. 

These items are still hard to get: 
Some grades of aluminum, nickel, 
large pipe, polyethylene, some steel, 
wire. 

These are getting easier to get: 
Copper, brass, molybdenum, some 
steels. 


National Output Shows 
Quarterly Gain 


Gross national product, the mar. 
ket value of the nation’s output of 
goods and services, was at an an- 
nual rate of $361 billion in the first 
quarter of 1953, as compared to 
$359 billion in the preceding quar- 
ter, according to the Office of Busi- 
ness Economics, U. S. Department 
of Commerce. 

There was an $8% billion in- 
crease in the flow of goods to con- 
sumers, to fixed investment, and to 
Government. The flow of goods 
into inventories, which in the final 
quarter of 1952 accounted for some 
$8 billion of production at annual 
rates—dropped in the first quarter 
to less than $2 billion. This meant 
that total output so far this year 
has been in general balanced with 
demand. 


Business Loans Drop 


The Federal Reserve Board re- 
ports business loans during the 
week ended May 13 dropped $56,- 
000,000 at reporting banks in lead- 
ing cities across the nation. This 
reduced the volume of outstanding 
commercial, industrial and agricul- 
tural loans at reporting banks to 
$23,083,000,000, a gain, however, of 
$2,209,000,000 since May 14, 1952. 





Profit-minded dealers find 
in garden accessory staples 


alll 


‘SQUARE SQUIRT’ ! 
Sprinkler | HOSE CONNECTIONS 


*81 

‘SPRAY MIX’ 

Fertilizer | ‘MIST RAY’ 
Dispenser Hand Spray 


\ All in heavy gauge solid brass 


*600 SWINGIN’ SPRAY 
America's No. 1 
Oscillating 
Lawn 
Sprinkler. 
Rustproof! 
Fully guaranteed! 
Suggested 


I ea spra 
Retail 11.95 rectangular area spray 


MELNOR wetai propucts co., INC. 
10-40 45th Avenue, Long Island City 1, N.Y. 














YOU'LL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 















To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 


| and close the sale. Remember, you make no 


investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 


Stewart Iron Railing Iron Picket Fence 


OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 

Stewart Chain Link Settees 

Wire Fence Window Guards 


THE STEWART IRON WORKS CO., INC. 
2037 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 


IRON 


tewat Wine 


/)—PO FENCES 
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NO SALT! NOICE! NO MESS! 


Here’s the hottest selling sensation on the appliance market 
today! ... Something housewives have always wanted... de- 
licious, old-fashioned, home-made ice cream—without all the 
fuss, muss and bother of making it! 


The ENTERPRISE HOME.-AID does the job automatically! 
No tiresome, time-consuming hand cranking . . . no ice needed 
.».- no salt to mess with! 





Contact your distributor or write direct im- 
mediately for literature and full particulars 











U. L. Approved 


WaT) 

<sale. d 

‘Ss Guaranteed by > 
Good Housekeeping 

. NG top * 


‘\ 
45 aoveanisto WE 








$19.95 RETA 


FEDERAL TAX INCLUDED 


The ENTERPRISE MFG. CO. of PA. °'euitacctfi'ss fae 











S 
_ 
a 
3 
Q 
=. 
Ss 
a 
\, = 
“< 
1 3 
. 2 
“a 
= 
J 
Qa 
= 


Factory sealed in 
a colorful new 
container with 
metal ends. New 
“‘zip-a-string’’ 
opening. Permits 
re-use, 











Other Can-O-Mats from 
$1.98 to $7.95 
| 
| 


E; M PI RE brushes 


ndable sour 





cai YOUR 
DISTRIBUTOR 
or writ 
> Rival Mfg 





HARDWARE AGE, JUNE 11, 1953 





There's Magic in the Name... 





CAN-:O-MAT 


THE MOST BEAUTIFUL CAN OPENER EVER MADE! 


MAGNET MODEL $5.98 


WITHOUT MAGNET $4.98 wou.s.a. 


Nationally Advertised . . . 
Powerfully Merchandised! 
Nobody merchandises like Rivall 


Backed by the powerful selling 
support that has made Rival 
famous... made Rival products 


the most profitable Housewares 
ever made! 


Rival — createst NAME IN HOUSEWARES! 


| RIVAL MFG. CO., KANSAS CITY, MO 


Montre 


Co of Canada Ltd 





PARENTS 


MAGATING 
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duck-hunters 
prefer 





ry 


the only 
complete line 


Victor 
Veri-Lite 


Duck hunters have preferred the Victor 
Veri-Lite for years. It is light, tough, 
molded fiber—painted in natural, life- 
like colors. New, movable head can be 
fixed permanently in any desired posi- 
tion. Pre-balanced; thoroughly water- 
proof. Available in Mallard, Black 
Duck, Pintail, Red Head, Blue Bill, 
Canvasback. Also Teal, Widgeon, 
Whistler without movable heads. 


Victor 
Majestic 
Standard 






New! This life-sized decoy is finished in 
natural non-glare colors. Adjustable, 
all-position head. Self-righting, rides 
smoothly even in rough water. Made of 
Tenite—shot damage can be easily and 
permanently repaired. Four places for 
anchor attachment. Available in Mal- 
lard, Black Duck, Pintail, Canvasback, 
Blue Bill, Red Head. 


Sell the complete 
Victor Line: 


Victor Majestic Oversize. Pure 
Tenite plastic. 

Victor Wood. The "old reliable” 
of duck decoys. 


Victor Canada Goose. Molded 
fiber, field-type decoys. 


Victor Crow. Full-size. Year 
"round seller. 


Victor Great Horned Owl. 
Decoys crows. Realistic design. 


Order the complete Victor line from 
your wholesaler. Write for new catalog. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. » Pascagoula, Miss. 
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Employment Ranks Gain 
1,000,000 Workers 


There were a total of 61,228,000 
people employed by mid-April, 
about the same as the month 
earlier but 1,000,000 higher than a 
year ago, reports the Commerce 
Department. 

Commerce Secretary Sinclair 
Weeks says the employment total 
is extremely favorable. Employ- 
ment has never been at a higher 
level in April and unemployment is 
at a post-war minimum for the 
month, he adds. 

Non-farm employment dropped 
by 500,000 between mid-March and 
mid-April, chiefly because of the 
post-Easter fall off in trade. 

Farm employment continued its 
seasonal climb, rising to 6,070,000 
in April from 5,720,000 in March. 
Nearly all the increase took place 
among people working on their own 
farms. Despite the gain farm em- 
ployment was still running “some- 
what under” the level of a year 
ago, the department notes. 


Glassware Jubilee Set 
For Week of Oct. 5-10 


The 1953 American Glassware 
Jubilee, third annual nation-wide 
campaign to promote sales of mod- 
erately-priced glassware, will be 
held during the week of Oct. 5-10, 
under the sponsorship of the Glass- 
ware Institute of America. 

More than 8,000 stores partici- 
pated in the event last year and 
Institute officials expect that num- 
ber to be exceeded this year. 


Factory Workers Earning 
More Money This Year 


The factory worker is earning 
more money now than last year. 
The Bureau of Labor Statistics re- 
ports that factory workers in April 
worked an hour a week more than 
a year ago and were putting in 
hours equal to the peak of World 
War II. 

The Bureau also notes wages are 
higher. Average weekly earnings, 
they say, are at $71.40, which is 
near the record level. Hourly pay 
is averaging about $1.75, including 
overtime. 

The average factory work week 
in April was 40.8 hours, or one hour 

(Continued on page 174) 














Garden and tree 
sprayer. Easy 
operating, solid 
brass, double action pump. “= 
5 ft. finest quality spray hose 
with bucket strainer. Adjust- 
able nozzle throws 20 to 30 

ft. spray or fine fog mist. 
Unexcelled for 
spraying gardens, 
flowers, white- 
wash, weedor © 
brushkillingso- @ 
lutions. Popular 
with ladies as not 
tiresome to use. 
Lasts many years. j 
Big seller, individ- 
vally mounted on 
attractive display 
card. 


D. B. SMITH & CO. — 
426 Main St., Utica 2, N.Y.\ Catalog 
“Originators of Sprayers” 

Canadian Rep. G. L. Cohoon 


As advertised in 
House & Garden 


an 
House Beautiful. 







































1265 Stenley $t., Montreal 2, Canada 








S&T does 
— it again 
with the 


The newest 
and best way 
of keeping bug 
bait alive and frisky. 
Grasshoppers, roaches, crickets — all 
have plenty of “romping” room in 
S & T's BUG ABODE, Slitted rubber 
floor allows easy handling of bait. 
Clips securely to belt or shirt. 


Another S & T volume item 
at full dealer markup! 


WRITE TODAY FOR PRICES 
MANUFACTURING DIVISION 
STRATTON & TERSTEGGE CO., INC. 


P. O. BOX 1859 
LOUISVILLE 1, KENTUCKY 
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FLASHLIGHT 


No. RR-22 Retail 98¢ 


Morse and Scout Roy 
Rogers Code with 
every flashlight 


Hi, pardner! Get 
on the Roy Rogers 
bandwagon! Every 
kid wants a Roy Rogers 

Flashlight in full color. 
It's a cinch for sales! 





| Blow on end cap 
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CO., INC. 

















for signal siren. 






BATTERIES 
No. 75LP 


‘ LEAK-PROO 
‘Copper Li oS, 
usalite 
U.S. Elec. Mfg. Corp., 222 W. 14St., N.Y. 11 
Branch: 323 W. Polk St., Chicago 7 












ditax prod | 
Capper Seo 
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Flies and 
insects within 








e@ Uses 25 watt bulb to vaporize insect chem- 
ical Lindane—kills flies, mosquitoes, moths, 





Automatic 





roaches, lice, ants, etc. 
SAFE.» @ Comes in 4 decorator colors (red, blue, 
reed green, silver)—can be used as TV or night 





light. 
@ Completely automatic—simple, trouble- 
A proven sales free, easy to install. Lifetime guarantee. 
leader over e Has wide consumer acceptance —over 
Pes 150,000 already sold— backed by 100’s of 
150,000 in use. —_ testimonials. 
Everyone is @ Makes everyone bothered by flies and in- 
: sects a ready and willing prospect. 
@ potential @ Retails at only $9.95—offers you big vol- 


customer. ume sales and an exceptionally large mark-up. 
Fly-6 Sadie Brings you extra volume and profits on sale 
eae of $1.95 chemical refill unit (2 to 3 needed 
by leading each year) 
hardware jobbers eo : 
eompeten @ We furnish everything you need to sell— 
Sein ant newspaper ads, display material, product 


literature, etc. 
write us today for Home Manufacturing & Sales Company 
the full profit story. 801 5. Downing St., Piqua, Ohio 


EC RRS AS ARRON RRR 8 
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There’s Big Demand for This 
Imperial F olding Boat Seat 











Here’s a low-cost fast- 
selling item that will 
lure many a sportsman 
into your store. Adapt- 
able for use in launches, 
row boats and canoes, 
this Imperial Folding 
Boat Seat brings com- 


fort to your customers 
—quick profits to youl 



















Lightweight, compact, easy to carry. Seat and back rest are 
heavily padded with felt and upholstered for comfort, with water- 
proof art leather. Serviceable also as a comfortable bleacher 
or grandstand seat. 
ORDER YOUR STOCK NOW ON THIS SURE-FIRE SELLER. 
WRITE FOR PRICES! 


IMPERIAL BIT & SNAP CO. 


RACINE, WISCONSIN 








NEW, LARGER 
25¢ TUBE 


PENN 
REEL 
LUBE: 


By the 
Makers of 
Famous 
PENN REELS 









e Provides at least a year’s supply for the fisherman 
e Improved triple crimped, leak-proof tube 


¢ Ideal lubricant for all fishing tackle—special formula 
will not gum or cake 


e Put it right on the counter for fast sales action. 
shows—it goes! 


Available also in 10¢ tubes. 
Order now from your jobber. 


PENN FISHING TACKLE « PHILA. 32, PA. 
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AMERICA’S MOST SUCCESSFUL 


Rubber 





Xr Noiseless! 
Shock Absorbing! 


x Outlasts Steel! 


No question about it! The SILENT 
FLASH is America’s top performing 
roller skate! Jumbo rubber tires outlast 
steel ... absorb shock ... and skate with 
magic ease and effortless speed. Noiseless 
skating—indoors on rainy days or on side- 
walks. It’s like putting wings on your feet! 





SPECIAL COMPOSITION 
RUBBER found only on 
CHICAGO’s SILENT FLASH 
outwears steel! Bigger wheels 
moke skating faster. Noise- 
less! Shock absorbing! 














The SILENT FLASH is made only by the 
great name in skates for over 40 years 


“CHICAGG: 


Ch Skate Company 
4456 West Lake St., Chicago 24, illinois 
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Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


Hibbard Distributes 
Summer Circular 

A four-page, newspaper size, 
three-color summer circular for 
distribution by dealers to con- 
sumers, has been prepared by Hib- 
bard, Spencer, Bartlett & Co., 
Evanston, IIl. 

Carrying the headline, “Fun in 
the Sun Sale,” the circular stresses 
summer items for the house, for the 
lawn and garden and for recrea- 
tion. Special wholesale and retail 
prices are used on many of the 
items to aid in building store 
traffic. 

This circular is one of the seven 
major promotions the wholesale 
firm offers each year. 


Radio Spots Feature 
Janney Summer Program 


A “Summer Value Days” promo- 
tion, highlighted by 15,000 local 
radio programs and spots, has been 
announced for mid-June by Jan- 
ney, Semple, Hill & Co., 22 South 
2nd St., Minneapolis 1, Minn. 

The promotion includes a 4-page 
newspaper-sized broadside in color, 
window and interior displays, news- 
paper mats and radio commercials, 
and a coupon deal on a waste 
basket. 

As a tie-in with the promotion, 
the wholesale firm has scheduled 
15,000 local radio programs and 
spots, without cost to the dealer. 
Participating dealers’ names are 
announced in the local radio spots. 

The company has also announced 
that it will guarantee delivery of 


broadside items before the sale 


date. 


New Ace » Coteteg 





to the new 
spring consumer catalog being dis- 
tributed by members of Ace Hard- 


Here is the cover 


ware Corp., Chicago. This booklet 
was described in HA, page 178, 
May 28 issue. 


Flyer Developed By 
Bronson & Townsend 

A four-page, two-color 614x91% 
in. flyer promoting summer goods 
is being distributed to its dealers 
by Bronson & Townsend Co., 128 
State Street, New Haven, Conn. 

In addition to vacuum jugs, hose, 
sprinklers, barbecue tools and glass 
ware, the flyer also features a self- 
polishing wax in a sample deal, and 
a portable power tool. 





How to Paint Booklet 
Available to Dealers 


Copies of a 40-page booklet, “How 
to Paint It Yourself,” designed for 
distribution te consumers, are 
being made available to members 
of the Chicago Retail Hardware 
Assn. at low cost, J. C. Amis, sec- 
retary of the group, reports. 


The booklet contains illustrated 
instructions on such subjects as 
outdoor painting, preparation of 
surfaces, painting masonry, porch 
floors, furniture, how to use flat 
paint, enamel, varnishes, etc. 

The booklet is intended to answer 
many of the questions asked of 
dealers by home owners seeking ad- 
vice on painting problems. 
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GUARANTEED 


AS TO QUALITY, 







Fully Patterns are available for 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U. S. A. (EST. 1873) 








practically all plows, listers, 
middlebreakers in No. 1 soft 
center or No. 2 crucible steel 
FIT, AND of the highest quality obtain- 

FINISH ble. Send today for catalog. 








the home-owners 
gun .. designed to 
meet contractor 
specifications 










Home owners 
everywhere are buying 
and using this low-priced, compact Caulking Gun! 
It’s a bear for wear, and so easy to operate. 

No cleaning required when used with CALBAR 
“Hole-in-Top” Cartridges . . the compound 

never touches the inside of the gun. 


Write today for full information 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street * Philadelphia 25, Pa. 
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BEEN WAITING FOR... 
The Johnson New Low Cost 
Brick and Pointing Trowel Set. 





SIZES a SIZES 

No. 179—9”-10"-101/2”-11” No. 183—5”-51/”-6” 
These Trowels are made from the finest bright polished 
spring tempered steel. The Polished Bronze Shank is Silver 
brazed securely to the blade. Guaranteed not to tear loose 
from blade. Trowels dipped in wax to prevent rusting, 
and inserted into envelopes to prevent scratching. Bricks 
packed half dozen in Box; Pointer packed one dozen in 
Box. 


Order Now! For Early Delivery! 
GUARANTEED @-SINCE 1830 





WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS NEWARK 3, NL J 














WRIGHT 


HEXAGONAL NET- 
TING .. . high stand- 
‘ard of the industry... 
evenly woven . . . per- 
fectly straight selvage 
Bee heavily galvanized 
with gleaming finish. 
This popular product is 
readily identified by 
the famous colorful 


rooster label. 





How to make 


Quick, Easy 


flush-to-wall 


Installations 


" Geagpeteal 


Gas Range Connectors 


Superseal’s long, 10° tapered cone 
makes positive, leak-proof connec- 
tions certain every time. With their 
heavy, tapered fittings and special 
alloy aluminum tubing of .049” wall 
thickness, Superseal Connectors can 
be tightened without danger of 
shearing tube or damaging fitting. 
They can be bent close to the fitting 
to make a neat, flush-to-wall instal- 
lation. Superseal Connectors are 
certified by the American Gas Asso- 
ciation and are listed by Under- 
writers’ Laboratories. They are pro- 
duced in any combination of female 
elbows and male or female adapters; 
3/,-inch pipe thread; 12 to 60-inch 
lengths; cadmium plated. Over 400 
U.S. distributors. Call the one that 
is nearest to you. 


“Every Superseal Fitting 


ae 





COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA 
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Retail, Wholesale Sales 
Up, But Profits Drop 


Retail and wholesale corporations 
in the United States last year had 
a net profit of $2,500,000,000, 
slightly off from the $2,700,000,000 
reported for 1951, reports the Se- 
curities and Exchange Commission 
and the Federal Trade Commission. 

The decline in profits were re- 
ported despite a $11,300,000,000 
rise in total sales during 1952—to 
$150,300,000,000, the study shows. 
It also notes that retail corporations 
during 1952 earned a net of $1,400,- 
000,000 on sales of $77,500,000,000. 
By comparison, retailers during 
1951 turned up a net of $1,500,000,- 
000 by selling $68,100,000,000 worth 
of goods. 

Wholesalers earned $1,100,000,- 
000 during 1952. 


Government Rules On 
Amortization Rates 


The Federal Bureau of Internal 
Revenue recently ruled that amort- 
ization rates applying to business 
equipment and property are not to 
be altered unless there is a “clear 
and convincing basis for change.” 

The new ruling does not mean 
that Congress will not re-write the 
basic amortization laws in the 
months ahead. Effect of the ruling 
is to put an end to the practice 
whereby one BIR agent would fix 
depreciation rates for a company, 
only to find a second agent order- 
ing different rates. It is also de- 
signed to end recurring disputes 
between manufacturers and the 
government. 


Factory Wages Gain 
(Continued from page 170) 


longer than a year ago. “A rela- 
tively long work week has been 
maintained since last fall, accom- 
panying the continued expansion of 
industrial activity,” the bureau 
says. 

In durable goods production the 
work week was 41.8 hours in April, 
matching April, 1951, the post-war 
high. 

Weekly earnings in April rose 
$5.70 over a year ago, reaching the 
$71.40 average. This varied from 
a yearly $6.75 gain for workers in 
durable plants to $3.90 for those in 
non-durables. 





(SELLS FAST bevenes ) 
it increases closet space! 








NEW SLIDING GARMENT RACK 


What woman ever has enough closet 
space? Here's your answer! Sturdily 
constructed of high quality steel, this 
modern convenience is a sell-on-sight 
item. Has hooks for eight garments, 
handbags or umbrellas. Mounts easily 
to underside of shelf with 4 screws. 
Size 19%2"x2"—extends full 12%”. 
Retail $1.98 ea.—individually boxed. 
Model * 809. 


SEE YOUR JOBBER, or write 
for literature and prices 











THE GRAY CO., MDSE. MART, RM. 1434A,CHICAGO, ILL. 








BUILD PROFITS, 
REPEAT SALES with 


Su Kay ste wool 


FOR HOME, SHOP and INDUSTRY 










mites Sos" 
\yi SUN foo! Ly 
SN ce ans 


LAYER-BUILT PADS 


Big, cushiony, workmanlike 
tools for cleaning, 
rubbing, polishing and smoothing. 








Ee 
JEX HOUSEHOLD PADS 


Economical, sanitary, full-bodied pads for 
cleaning, scouring and polishing pots, pans 
and kitchenware, 


BULK POUND TUBES 


The homemaker’s and professional work. 
et’s economy buy for home, shop and general 
industrial use. 

Superior quality in all 

grades. Order from your Jobber or 5 

write for catalog. 





SUN RAY STEEL WOOL PRODUCT 
THE WILLIAMS COMPANY 
215 W. FIRST STREET, LONDON, OHIO 
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DO YOU WANT T0— 


® Sell or buy a store 
© Represent new accounts 


© Hire experienced hardware 
personnel 


® Dispose of surplus stock— 
distress inventory—job lot 
merchandise 


® Get sales representation for 
your line 


® Get a job in the hardware 
field 


THEN — 
Tell It To The Trade In The 
Classified Advertising Pages 
Of HARDWARE AGE 











Classified Ad Dept. 


HARDWARE AGE 


100 E. 42nd Street, New York 17, N. Y. 


NEW! COLORED 
GLASS CUTTERS 


e RED © YELLOW @ BLUE © GREEN 









EYE and 
BUY 
APPEAL 


\ \ 
\S -s NEW! 
em ~=—S FOR THE 
=e —DO-IT-YOURSELF 
-— MARKET 


‘ SELF-SERVE UNIT 
HOLDS 12 GLASS CUTTERS 
IN 4 ASSORTED COLORS 


New idea to attract home paint and repair shoppers. Precision 
built. Order now from your local jobber. 


HYDE MANUFACTURING CO. : 


SOUTHBRIDGE, MASS., U.S.A. 
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to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality sectional and 


interchangeable store fixtures available. Write 


today for huge catalog No. 53mm | 


W. C. HELLER & COMPANY 
Montpelier, Ohio 









FAMOUS NAMES IN 
WRENCHES 








FORCE-FORMED SOCKET WRENCHES 
AND ATTACHMENTS 







TOPS IN THE 
LOWEST PRICE FIELD 


ADJUSTABLE 











Promotions 


Manufacturers’ New Merchandising Plans 


Free Newspaper Advises 
On Rental Operations 


The first issue of American Rent- 
al News, a new tie-in publication 
with the do-it-yourself trend de- 
voted exclusively to the floor sander 
and portable electric tool rental bus- 
iness, as well as floor maintenance, 
is available without charge from 
the American Floor Surfacing Ma- 
chine Co., Toledo 3, Ohio. 

Tabloid in size, with a newspaper- 
type format, the content includes 
display and merchandising ideas to 
help dealers promote sander rentals. 
It will tell how to advertise, to mer- 
chandise or display, and how to pro- 
mote floor sanding rental equip- 
ment, portable electric tools, and 
other lines including abrasive pa- 
pers, floor finishes and maintenance 
materials on a yearly basis. 

Future issues are expected to be 
published at intervals of three to 
four months or more frequently, de- 
pending upon reader reaction. 


Give-Aways Promote 
G-E Refrigerators 

Toy space helmets and rocket ray 
guns are being used as give-aways 
to promote General Electric refrig- 
erators. They have been made avail- 
able by G-E major appliance dis- 


tributors to dealers for distribu- 
tion to children who bring their 
parents into a dealer’s store for a 
refrigerator demonstration. 

Announcement of the give-aways 
was made in connection with the 
“Pimlico Preakness” sales emphasis 
period on refrigerators in the 
three-month Diamond Anniversary 
Sweepstakes sales campaign for all 
G-E major appliances during May, 
June, and July. 

The give-aways are being fea- 
tured in national and local adver- 
tisements and in window displays, 
streamers, and similar promotional 
material. 


Westinghouse Schedules 
Weekly Football TV 


A regular schedule of profes- 
sional football games will be 
telecast weekly to a nationwide 
audience this fall under the spon- 
sorship of Westinghouse. More 
than 65 TV stations will carry the 
games either Saturday night or 
Sunday afternoon. 

The nine-game Saturday tele- 
vision schedule begins Oct. 3 and 
ends Dec. 12; seven will be night 
games, the last two will be played 
in the afternoon. The ten-game 
Sunday program begins Oct. 11 
and ends Dec. 13. 





‘ 





SET A-16 
A quality line of socket 


Only Half of Businesses Have Been Operated 
By Present Owners for 4'/2 Years or Less 
The majority of American busi- trade and construction concerns 


' 

wrench sets and open end 

wrenches in bright chrome 

plate. colorful xes and 
packages. 








STEVENS WALDEN, Inc. 
WORCESTER 4, MASS. 
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nesses—most of them small—are 
comparatively young. 

Half of the firms in business at 
the end of 1952 had been operated 
by their present owners for 414 
years or less, according to the Office 
of Business Economics, U. S. Dept. 
of Commerce. 

The OBE study shows that 45 
pct of all firms in operation are 5 
years or older, but by way of con- 
trast, 16 pct are 6 months or 
younger and 22 pct are one year 
or younger. 

About one-fourth of the retail 


were younger than one year. 

Seven million firms are newly- 
established or were acquired by 
transfer since the beginning of 
1944. 

Of 665,000 firms which started 
as new or transferred businesses in 
1944 only 141,000, about one-fifth, 
were still in operation at the end of 
1952. 

Under the stimulus of demobili- 
zation and reconversion, business 
formation reached a peak in 1946, 
when almost 114 million firms were 
newly established or changed hands. 
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STOCK THESE PROFIT PACEMAKERS 





¢ SILVER LAKE 





*PELHAM «¢NUCORD 
e Sash Cord 

e Awning Cord 
.¢ Mason Lines 
e Venetian Blind Cord 

e Cello-Wrapped Clothes Lines 





* 





ASK YOUR JOBBER OR WRITE FOR 


FREE SAMPLES AND WHERE-TO-BUY INFORMATION. 


SILVER 


60 BATTERYMARCH > 


LAKE COMPANY. 


BOSTON 10, MASS. 
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Vedonal Builders’ Hardware 


Always a 


leading builders everywhere! 


Long, smooth, 
ance. 


vW vvvyv 


finishes. 


NATIONAL 


Simple, modern designs. 
The finest of basit materials used. 
Precision construction and operation. 


Lasting, attractive, protective 


favorite with architects and 


eebeeeeseeeees 


friction-free perform- 





50 Years a sales leader 





in the trade. ° 
MANUFACTURING CO. ‘“iERiNS 





gitst POPULAR PRICE @ 


MODELS FOR ALL AGES 
KINGSTON PRODUCTS CORP., 


INGTON 


ROLLER SKATES ‘+, 





= 
oe 






IN THE 


MARKET 


INFORMATION 


HDW. DIV. H-6 Kokomo, Ind. 





—— 








THE KIDS 
ASK FOR! 


work for you. 
they ask for by 
caps, 6-shot disc 





SELL THE CAPS 


@ Kilgore Perforated Roll Caps have long been recognized 
as the finest toy paper caps available. Let this recognition 
Give the kids Kilgore caps .. . 


your Kilgore jobber for all toy paper cap needs. 





the caps 
name. Kilgore also makes single shot 


caps and non-perforated roll caps. See 


KILGORE, INC. 


WESTERVILLE, OHIO 
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ADJUSTABLE CUTTING 











Qué 


ADJUSTABLE HOLE 
CUTTERS 


Cut holes 5% to 24%” 

in metal, wood, 

plastics * High- 

speed steel blade— 

stays sharp longer—cuts 
easier * Economical— 
one Clark tool replaces 
many fixed radius cutters. 


EXPANSIVE BITS 


Cut any size hole % to 3” in 
soft or hard wood! * Tool 
Steel Blades * Rust Resist- 
ant * Quick, Accurate 
Adjustment °* Self- 
Clearing Lead Screw. 

Y 


@eeeeeveeveeeeee eee eee 
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ADJUSTABLE CIRCLE CUTTER 
Cuts 1% to 8” holes 


in sheet metal, 
wood or plastics. ~ 
Combination drill 
pilot and 
high-speed steel 
cutting blade. 


e@eeeeveeeeeeeeeee eee 


Qxné£ 


HOLE CUTTER KIT 


Colorful, new, 
plastic protective 
case contains two 

Clark adjustable 
Hole Cutters with 
a cutting range 


of % to 2%”. 






~\ 





Order from your jobber or write 


Robert Clark Company 


9330 Santa Monica Bivd. . Beverly Hills 6, Calif. 


























. With 
TIRED 
DISC 


KEEP PROFITS ROtLING < 
RUBBER 
WHEELS 


For HOBBYISTS and 
HOME CRAFTSMEN 


@ Year around, profitable, 
fast-selling ALLIED Wheels 
—solid and semi-pneumatic 
tired — for all sorts of home 
craft projects. Available for 
DEALERS in handy display rack assortment, pop- 
ular sizes. Ask your jobber or write for details. 


AVAILABLE THROUGH LEADING JOBBERS 


MANUFACTURERS 


If you make a product that “rolls’’— 
seeders, lawn mowers, sweepers, 
carts, etc.—get prices NOW on 

* ALLIED Wheels. Priced right, 
\ finest quality, produced 
to meet your engineer- ! i 
ing and delivery ; 4) 
requirements. SS J 


4 
ALL SIZES AND KINDS! 
ALLIED WHEEL PRODUCTS, INC. 


29 BROADWAY e TOLEDO 4, OHIO 


Representatives And Warehouses In Principal Cities 
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ADJUSTABLE 
CUTTER - RIPPER 


for use in 

@ HOME e OFFICE 
@ CAR @ STORE 
@ WAREHOUSE 


USES DOUBLE 
EDGE BLADE 


i 
McGill Metal Products Co. 


MARENGO e ILLINOIS 


Over 50 Reasons why 




















POWER MOWER 


IS THE BIG PROFIT 
LINE FOR YOU 


SEND THIS COUPON 
TODAY FOR THE 





PROPULSION ENGINE CORP., Dept. 10 
Subsidiary of Food Machinery & Chemical Corp. 
7th St. & Sunshine Rd., Kansas City, Kansas 


Please rush ‘50 Reasons Why” and complete 
Mow-Master Deal for ‘53. 


NAME 





COMPANY 





ADDRESS 





CITY. STATE 
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Of this number somewhat less than 
300,000 were still under the same 
ownership at the close of last year. 

Among the major industries, the 
OBE stury showed, wholesale trade 
firms had the best survival record. 


Nearly four-fifths survived the first | 


full year of operation under the 
same management and 45 pct sur- 
vived five years. 

Retail trade had the poorest rec- 
ord. Less than 65 pct survived the 
first year and only one-fifth reached 
the age of five years. 


instalment Credit 
Total 40% Higher 


The total of consumer instalment 
credit granted by retail outlets at 
the end of March stood $400 mil- 
lion higher than at the same time 
last year. 

Furniture stores with an increase 
of $145 million above March, 1952, 
led all trades, but auto dealers were 
close behind with a $120 million in- 
crease over the total of March, 
1952. 

Department store instalment 
credit totals were $63 million higher 
than at the same time last year, and 
household appliance stores were $46 
million higher. Other retail outlets 
showed a $26 million gain on March 
31, over March, 1952. 

Charge accounts of department 
stores on March 31 were only $22 
million higher than at the end of 
March, 1952. However, charge ac- 
counts at other retail outlets were 
$143 million higher than they were 
a year ago. i! 


Individual Debt 
Steadily Increasing 

In a summary of economic con- 
ditions, a Department of Com- 
merce study shows that mortgage 
and short-term indebtedness of 
individuals amounts to $82 billion, 
as compared to $24 billion at the 


a end of World War II. The increase 


last year was $10 billion. 

The rise reflected the combina- 
tion of several important develop- 
ments—increasing supplies of 
automobiles and other consumer 
durable goods usually purchased 
on time, a well-maintained high 
volume of new housing, and the 
suspension of credit controls. 

(Resume reading on page 15) 








BRING DOWN THE 
HIGH SPOTS 





UTILITY STOOL 


Holds 500 Ibs. . 
weighs only 4% a 
apy | for hundreds of 
uses for every room in 
the house. Has gleaming 
tubular steel legs, 1%” 
Ale |il thick steel platform cov- 
’ ered with skid-proof 

ki ribbed rubber. Non-skid 
non-marking, rubber feet. 
Platform trim in choice 
of colors. Height 1014”. 
—- tip-proof and 
slip-proo: 


BUCKLEY 


MANUFACTURING COMPANY 
4225 W. Lake St., Chicago, Ill. 














METAL FOLDING PLAY SETS 








Send for Catalog J-52 
CROWN PRODUCTS CO., 666 Lake Shore Dr., Chicago 11 














Amazing New Liquid 

S-W-E-L-L-S Wood 

© Penetrates weed fibree— 
makes them 0-x-p-a-2-@ 
permanently. 

© Quickest and easiest way 

te fix leese chair ru 


fess, 
dove-talls, ote. 


rae A Fast-Selling Impulse Item 


ss CHAI R-LOC 







NoT ‘ aie Write or oe Senee and 
CHAIR-LOC CO. 
otus Lakehurst 3, N. J. 











His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in December. With 
best wishes for your continued success.” 
Sincerely yours, 








A Satisfied Advertiser 





HARDWARE AGE, JUNE 11, 1953 
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CARPENTER SQUARES 
AMERICA’S FIRST 


with 
CRAFTSMEN 
gore EVERY USE 


Y Ne 














TROWELS, FLOATS, CEMENT TOOLS, DARBIES, HAWKS 
bs i madaill 


FOR THE TRADE 
FOR THE FARMER 
FOR THE HOUSEHOLDER 


ZEPHYRLITE 


NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA — U.S.A. 








SENSATIONAL 


NEW LOW PRICED CHAIN SAW 


20” SIZE $235.00 F.0.8. ASHLAND 


HOTTEST ITEM IN THE 
CHAIN SAW FIELD 


32 Main St. Ashland, Mass. 














Fast seller due to special 
features of not rolling and can never 
be mistaken for a nail in the pocket. Made in four sizes—5/32", 4", 
3/32"'", and 5/64"'. Assorted sizes made up in attractive display unit 
#101. Also other attractive displays for knurled and octagon pin 
punches and screw driver bits. 





Order through your wholesaler or write us direct giving their name. 


TUCK MFG. CO., Brockton, Mass. 
Quality Tool Makers Since 1852 














0142AB 42 


EXACT LEVEL & TOOL MFG. CO., INC HIGH BRIDGE, 


. _nieuerg tae BOUND - OPEN HAND HOLES IVVNe) Ni Ae 
XG 


LEVE el 


+ AB 48 


N. J. Ww jest Manuf 











WHAT'S NEW? 


Turn to pages 103-104 of 
this issue. The Quick Check 
Card properly filled out will 
bring you quickly the details 
on new products that in- 
terest you. 


IT'S QUICK—IT'S FREE 








Sell Your Product 


National Distribution Available Through National 
Sales Organization With 50 Years Successful History. 


Wide customer contact with hardware, sporting 
goods, and auto accessories jobbers, chain stores, 
department stores and large independent dealers. 
Product must be of proven merit. 

Exclusive basis—principals only. Write giving neces- 
sary details to 


Box B-242, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















MEET HANSER’S HUSTLERS! 


40 Top-notch salesmen concentrated 
in a rich sales territory . 40 
result-producers worki directly” for 
you, giving you Complete Cov- 
erage in: 

NEW ENGLAND STATES; NEW 
YORK (incl. Metropolitan area); 
NEW a EP 








Manufacturers Representatives || 1314 High Street 


1841 Broadway New York 23, N. Y. 





WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters 


100 DIFFERENT MAKES 
Single, Double, Triple, 


WARE: DI Dist’ OF COLUMBIA: Instantaneous, Multi-Coil Sutin Bias ts re te — 
Send for Catalog type y rite For Special Combination Dea 
The HARRY HANSER DORMONT MFG. CO. GILLESPIE VARNISH CO. 





MANUFACTURERS AGENTS WANTED 


BULL DOG REMOVERS te 
Cream—Liquid—Brush as j 
HOLDTITE (Liquid aes Burt’ po 


BUILD YOUR PAINT DEPT. 
Thru Satisfied Customers 

























Pittsburgh, Pa. 131 Dey St., Jersey City, N. J. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
OP GR ecidsaciaseveccrsremsvssvserves $2.00 
Each additional word........... 05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE is published every other 











Representatives Wanted 


Representatives Wanted 








WANTED 
MANUFACTURER'S SALES 
REPRESENTATIVES 


for Sensational Combination 


Home Workshop Tool 
Must have strong following with hard- 
ware buyers in leading chains, depart- 


ment stores, automotive stores, mail 
order houses, promotional hardware 
stores, etc. Give full information on 


lines you now carry, how long you have 
had them, and territory covered. Only 
top men now earning well into five 
figures will be considered. 

Write in detail to 


20 Boylston Street, Boston 16, Mass. 


ESTABLISHED MANUFACTURERS REP. 
RESENTATIVES wanted calling on jobbers, 
chain, automotive trade. West Coast and Rocky 
Mountain States territories available now. Large 
volume manufacturer of complete line of plastic 
garden hose. Applicants must submit in detail, 
lines carried, territory covered, trade references. 
Address: Plastic Division, Box 615, Pawtucket, 
Rhode Island. 














SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open terri- 
tories for successful sales producer. Prefer men 
now calling on paint, hardware, lumber dealers 
and industrials. Drawing account against good 
commissions. Will also consider side line man or 
manufacturer’s agents. Address: Bex B-280, care 
of Harpware AGE, 100 East 42nd Street, New 
York 17, N.Y. 





DISTRIBUTORS FOR CHEVRONS, 





amaz- 
ing mew wood fasteners with countersinking 
tool. Protected territories. E. B. Packard Co., 
Inc., manufacturers, 139 Cedar Street, New 
York 6, N. Y. 

SALESMEN WANTED BY OLD ESTAB- 


LISHED MANUFACTURER OF ALUMINUM 
COOKING UTENSILS. Territory open in Iowa, 
North Carolina, South Carolina and Texas. Straight 
commission basis. Liberal Commissions paid each 
week on previous week’s shipments. Line sold 
direct to hardware and housefurnishings trade. 
No jobbers or wholesalers sold. Salesmen have 
exclusive sale of line in territory assigned and 
can sell another non-conflicting line. Unusual 
proposition for right men. State fully experience, 
age and what lines you now sell. Will consider 
only experienced salesmen who know the retail 
hardware and housefurnishings trade. Address: 
Box B-281, care of Harpware AGE, 100 E. 42nd 
Street, New York 17, N. Y. 





WANTED EXPERIENCED SALESMEN 
CALLING ON HARDWARE stores or jobbers 
to carry shower curtains manufactured by na- 
tionally known firm. Territories locally and 
throughout the country. Address: Box B-275, care 
of Harpware AGe, 100 East 42nd St., N. Y. 17, 
ee 





WANTED — EXPERIENCED SALESMEN 
WITH FOLLOWING AMONG retail hardware 
and sporting goods stores in Illinois, Wisconsin, 
Iowa and Minnesota to sell our lines of handles, 


ball bits and croquet sets. Protected territory. 
Commission basis. May be handled as a sideline. 
INDIANA HANDLE CO., BOX 300, PAOLI, 


INDIANA. 
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BRASS FLARED FITTINGS—COPPER TUBING 


Salesmen working retail Hardware and allied 
trade. Staple item. Good Repeater. Low 
prices. Top Quality. Fast shipment. Protected 
territory. 10% Commission. Write us. State 
Territory. 


SUN BRASS & COPPER CO. 
5514 Easton St. Louis, Mo. 











A LEADING MANUFACTURER OF BUILD 
ERS hardware is expanding his sales representa- 
tion to cover all parts of the country. The line 
includes residential locks, pulls, drawer knobs, 
back plates, door stops, sash locks, friction catches, 
hinges, etc. Prices are competitive. Potential 
representatives must have good connections with 
Contract Hardware and Wholesale Hardware job- 
bers, and must not carry competing lines. State 
lines you now handle, area covered, frequency 
of calls on accounts, whether working alone or 
travel men, etc. State what volume you can do 
in our lines in your territory. Commission paid 
on all net sales in your territory. Our present 
distributors have been informed of this ad. Ad- 
dress Box B-283, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 





WANTED—MANUFACTURERS AGENTS 


Profitable, exclusive territories available to 
men now calling on retail outlets handling 
home workshop and light factory machinery. 
We have a wonderful new product for your 
customers. In reply, give details about your- 
self and territory. 

VONJONKER CORPORATION 

— Station, Box 5656 

indianapolis 19, Indiana 











EXCLUSIVE PROTECTED TERRITORIES 
OPEN OWN nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra 


tion sells eight out of ten on first call. Excellent 
for opening new accounts and high volume re- 
peat business. Address Box A-870, care of 


Harpware Ace, 100 E. 42nd St., New York 17, 
N.Y 





ESTABLISHED MANUFACTURER OF 
PATENTED QUALITY valves pressure regula- 
tors. Heating control units, relief valves and 
other brass plumbing supplies, seeks representa- 
tives calling on plumbing contractors and retail 
hardware stores. No objection having limited 
non-competitive lines. 10% Commission. Confi- 
dential. Address: Box B-279, care of! HARDWARE 
Ace, 100 E. 42nd St., New York 17, N. Y. 





MAN CALLING ON BETTER HARDWARE 
HOUSEWARES, Retail Outlets and Plumbing 
Supply Retail Outlet to carry additional line. 
The line is now being sold in major department 
stores throughout the country. Must have fol- 
lowing among this type of trade. All territories 
open. For details and further information write. 
Address: Box B-288, care of HARpWaRE AGE, 100 
E. 42nd Street, New York 17, N. Y. 





REPRESENTATIVES 
SELLING WHOLESALERS JOBBERS _ or 
Hardware-Plumbing-Variety Store Merchandise. 
Also Large Chain Stores. Have bighest = Sueer: 
AU E 


MANUFACTURER'S 


lowest _ priced NON-ROTATE ET 
WASHER. Territorial Protection. Address: Box 
B-272, care of Harpware AGE, 100 E. 42nd 


Street, New York 17, N. Y 
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Thursday. Classified forms close I5 days 
prior to publication date. MAI 
Remittance must accompany order in form S 
of check or money order, not currency or ; 
stamps. a eee 
line of H 
terested 1 
Accounts Wanted py 
NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. MANUF 
Branch Offices DESIRES 
New York @ Philadelphia © Detroit field. cover 
Cleveland © Louisville hardware. ‘ 
Covering all classes of jobbers. We will carry order house 
the accounts or you can bill direct. ware AGE, 





Write for further information and references. 








YOUNG AGGRESSIVE SALESMAN CALL. 
ING on Hardware Stores in Northeastern Ohio 
and Western Pennsylvania. Has room for two 
good items in either Hardware or Houseware 
lines. Must be good. Commission right. Ad- 
dress: Box B-273, care of Harpware AGe, 100 
E. 42nd Street, New York 17, N. Y. 





WANT TO REPRESENT RELIABLE MAN- 
UFACTURER on commission basis. Call on 
Hardware, in department, 5 & 10 stores, house- 
hold and other retail] outlets in New York City. 
I have a large following. Address: Box B-292, 
care of Harpware AGE, 100 E. 42nd Street, New 
York 17, N. Y 





DETROIT DISTRIBUTOR ESTABLISHED 
OVER FIFTY YEARS can handle few additional 
lines going to Hardware, sporting goods, building 
supply, paint and department stores and industrial 
accounts. Warehousing and delivery service by 
truck and rail available. Strong sales force. Ad- 
dress: Box B-295, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y. 





Want one substantial additional line for lowa, 
Missouri, Nebraska, Kansas. Seventeen Years back- 
ground. This area with Hardware and Mill Supply 
Distributors. Welcome full examination my con- 
tacts and ability. 


Hiram A. Myers Co., Manufacturers Representatives, 
21 Lincoln Place Drive, Des Moines 12, lowa 











MANUFACTURERS REPRESENTATIVE 
CALLING ON HARDWARE, housewares, Gar- 
den Supply and Specialty Jobbers in the state of 
California desires more lines. Experienced sales 


man carrying a limited number of lines. Each 
line given proper attention Some missionary 
work done. Address: Box B-289, care of Harp 
WARE AGE, 100 E. 42nd Street, New York 17, 


New York. 


REPRESENTATIVIES 
AND Toledo, Ohio, 
es and Housewares 


MANUFACTURERS 
COVERING MICHIGAN 
calling on Wholesale Hardwar 


seeking a good line with well established com- 
pany. Minor electrical appliances, housewares, 
hardwares of quality. Address: Box B-290, care 


of Harpware Ace, 100 E. 42nd Street, New 
Tom TY, BH. ¥. 


MANUFACTURERS REPRESENTATIVES 
TRAVELING 4 MEN DESIRE an additional 
line in the hardware field, covering states of 
Wisconsin, Illinois, Indiana and Kentucky, calling 
on hardware jobbers, electrical jobbers, automo 
tive distributors, mill supplies, mail order bouses, 
chain organizations and large retail dealers. Ad- 
dress: Box B-212, care of Harpwarge Acg, 100 
East 42nd Street, New York 17, N. Y. 
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Classified Opportunities Section 








Accounts Wanted 


Positions Wanted 


Positions Wanted 





WANTED: A manufacturer who needs ag- 
gressive, top flight sales re resentation in Chi- 
cago, Illinois and Southern Wisconsin. We have 
the contacts. Address: Box B-259, care of Harp- 
aoe Ace, 100 E. 42nd Street, New York 17, 





MANUFACTURERS REPRESENTATIVE 
SERVICING THE WHOLESALE 


Hardware & Industrial Supply Distributors in 
the Southeastern States desires one additional 
line of Hardware. (No Imports) am only in- 
terested in Standard Merchandise, and a well 
rated Mfg. Address reply to Eugene B. Cald- 
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ONE TOP LINE WANTED 
N. Y., N. J. & EASTERN PENN. 


Established sales agency is open for one top 
line sold thru wholesale hardware, housewares 
and garden supply firms. Also dep't stores and 
chains. Two top salesmen cover regularly. 
Address Box B-284, care of HARDWARE AGE 
100 E. 42nd St., New York 17, N. Y. 











HIGHLY PROVEN MANUFACTURERS 
REPRESENTATIVE WISH additional lines of 
Standard Hardware calling on the Wholesale 
Hardware, Mill, Mine and Railway Supply, 
Wholesale Auto Accessories and Plumbing Job- 
bers. Covering the Southeast and the Southwest 
for over 50 Years. Address: Box B-286, care of 
7.7 Acz, 100 E. 42nd Street, New York 
17, N. 





FOR CONCENTRATED AND THOROUGH 
COVERAGE among Hardware Jobbers, Dealers 
and Automotive A ts. The area 
will be covered to your complete poe me 
Eastern Pennsylvania, South Jersey, Maryland, 
Delaware and the District of Columbia. Very 
best references. Address Box B-186, care “a 
Harpware AcGz, 100 East 42nd Street, New 
York 17, N. Y ‘ 








SELLING in Sone, a =. 


New Mexico, would like 
conflicting items for this. territory. —_ as 
rado. 


Schmitz, 964 South Gaylord, Denver 9, 





ALABAMA—FLORIDA—GEORGIA 


Manufacturers Agent representing leading belt- 
ing manufacturer desires one additional non- 
conflicting line sold through hardware whole- 
salers and/or industrial distributors. 


Address Box B-285, care of HARDWARE AGE 
100 E. 42nd St., New York 17, N. Y. 











MANUFACTURER SALES AGENT ES- 
TABLISHED OVER 50 years seeking Good 
Line. Rocky Mt., West Texas territory. Ex- 
clusive only. Address: Box B246, care of Harp- 
J AcE, 100 E. 42nd Street, New York 17, 


CAPABLE HARDWARE MANAGER 
AVAILABLE Fully experienced and trained in 
all phases of buying, selling, display and advertis- 
ing of all hardware lines. Also know furniture, 
major appliances, and automotive lines. No prop- 
osition too large. Eight years as Merchandise 
Manager of large national chain stores in these 
lines. Age 34, present earnings $8500 per year. 
Prefers Florida, Georgia or Carolinas. Address: 
Box B-294, care of Harpware AGE, 100 E. 42nd 
as mE. i, ee 





ATTENTION MANUFACTURERS AND 
REPRESENTATIVES. College Graduate, 24 
years of age, draft exempt, personable, several 
years’ experience in retail hardware and selling 
fields. Now selling to wholesale trade. Seeks 
position selling hardware or related fields. Prefer 
territory in midwest, but will relocate if neces- 
sary. Address: Box B-276, care of HARDWARE 
AcE, 100 E. 42nd Street, New York 17, N. Y. 





Help Wanted 








WANTED 
FULL TIME SALESMAN 


To call on wholesalers in four Midwest 
States. 

Prefer man who has covered territory for 
well known hardware wholesaler for at 
least ten years. 

A life opportunity is available with a well 
known manufacturers’ representative. 
Top lines—Nationally advertised. 

Salary plus traveling expenses to begin. 
References. Strictly confidential. 


Address Box B-260, earo of weer AGE 
100 East 42nd St., New York 17, N. Y. 














Business Opportunities 





DESIRE TO BUY IN AND EVENTUALLY 
buy out owner who is ready to let up and have 
a young man take over. Graduate engineer, 30 
years old, with family. Good working knowledge 
of industrial and mill supplies, pavers supplies, 
contractors supplies, builders hardware, paints and 
tools, well versed in selling, purchasing, manage- 
ment work. Prefer locating in Midwest or West 
Town of 50,000 to 150,000 and growing, with good 
industrial and farming community. No Partner- 
ships. No verbal agreements. I expect and can 
stand any investigation. You must too. Address: 
Box B-282, care of Harpware AGE, 100 E. 42nd 
St., New York 17, N. Y. 





Business Opportunities 





FOR SALE: HARDWARE STORE, WELL 
ESTABLISHED in a thriving Jersey Shore 
town. Clean stock. Will sell at invoice. Will also 


sell building, if desired. Living quarters included 
Approximately $40,000 cash needed. Must be seen 
to be appreciated. Owner desires to retire. No 
Brokers. Address Box B-278, care of HARDWARE 


Acz, 100 East 42nd Street, New York 17, N. Y 





ARE YOU PLANNING ON RETIRING? 
An alert young man experienced in all phases 
of hardware is interested in buying a small hard- 
ware business, with a small down payment and 
deferred payments over a number of years. Chi- 
cago area preferred. Address: Box B-277, care of 
Harpware Ace, 100 E. 42nd Street, New York 
2, ik eB 








ganized sales force covering all 


of successful 


52 Vanderbilt Avenue 





PRODUCTS WANTED 
For the Canadian Market 


Our client, a well known Toronto manufacturer with an or- 


ware, automotive supply,, radio, appliance and general stores, 
can handle Canadian distribution for one or two manufacturers 
shelf merchandise items. 
American manufacture or assembly will be considered. Please 
write referring to advertisement No. 52. 


Welling & Woodard, Incorporated 


Industrial Consultants 


provinces, selling through hard- 


Either Canadian or 


New York 17, N. Y. 











FOR SALE 


HARDWARE G. E. APPLIANCES 

Feed, Seeds, Fertilizer, Fencing, Tile, Sewer Pipe, 
Sand, Gravel, Lime, Cement, Paint, Ete. Two Large 
Buildings. One 80 x 80 with basement and 2nd Floor. 
Twe 40 x 100 Conerete block with Basement. Lovely 
large Modern home adjacent. 30 mi. a of Cleve- 
land. Two State Wigzeave. $360,000 g yearly. 

Wonderful Location. further information write 
E. R. Stauffer, Sharon Center. Ohio. 














FOR SALE: SACRIFICE, HARDWARE, 
FURNITURE & Appliance Store. Excellent 
Location, Love Lock, Nevada; Part Cash Re- 





quired. Address: Box B-266, care of HARDWaRE 
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Ace, 100 E. 42nd Street, New York 17, N. Y. 


HARDWARE—ESTABLISHED 70 YEARS. 
Also handles appliances, builders, farm supplies 
Attractive double store; $24,000 ‘clean stock; do- 
ing fine business; can be increased; rent $125; 
lease; priced for quick sale at $27,000. Address: 
Box B-274, care of Harpware AGE, 100 E. 42nd 
Street, New York 17, N. Y 





ATTENTION MANUFACTURERS: DO 
YOU NEED the services of an old established 
distributor who will warehouse and distribute your 
orders in the metropolitan area. We have a fire- 
proof building—30,000 square feet, 2 Loading 
Piatforms near railroad siding. Address: Box 
B-287, care of Harpware Ace, 100 E. 42nd 
Street, New York 17, N. Y 
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INGERSOLL 


SHOVELS 


Edges won't split or curl! 





—because their blades are made of 
TEM-CROSS Ingersoll Process Steel. 


It is cross-rolled to give an interlocking, 
mesh-grain structure and heat-treated to 
hold edge keenness and to resist curling 
and splitting. Write for prices, 


"A Borg-Warner Product” 
INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind. 


HYPONCX 


a 7 FOOD 4100 
FAST SELLING, NATIONALLY ADVERTISED ; 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
oon. Produces vigorous, beautiful growth in all plants quickly. Pays 
ealer 33447, profit. Attractively packaged for display. Does not deter- 
jorate, is clean, Neg and SAFE. Dissolves instantly in water for use 
1-oz. makes 6 gallons liquid plant food. 




















Retails Your Cost Aral OF Mung 
l-oz. pkt. 10c..... 72 to case wt. 7 Ibs...... $4.80 case me >, 
3-oz. can 25c..... 36 to case wt. 12 Ibs...... $6.00 case (% cota by 
7-oz. can 50c..... 24 to case wt. 14 Ibs...... $8.00 case \ 400d Housekeeping 
1-Ib. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case Sas spveanisie OS 






Also packed in 10-ib., 25-Ib.,.50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 
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Hurricane quality pays off in sales! 
Why else would jobbers double and 
triple their orders year after year? 
Three great Hurricanes — each one 
designed for specific customer 
demands — make for easier 
selling, happier customers. 
Find out the money-making facts 
on Hurricane today. 
Write: ies 
NATIONAL METAL PRODUCTS co., INC. 
Dept. H, 2722 Cherry St. Kansas City 8, Mo. 





Oe oe On Ee ee  -- 


Gives WOODMANSE Frost-Proof 
Hydrants EXTRA Sales Appeal 


Rubber plunger is leak-proof . . . long-lived... 
Hydrant is extra long for tall 
Many other hard- 


easy to operate. 
Variable flow. 
hitting, sales-building features. 


WRITE FOR DETAILS TODAY! 


containers. 





One-piece rubber 
valve directly con- 
nected to one-piece 
control rod. 


sxe WOODMAN SE 


MANUFACTURING COMPANY 
ILLINOIS 


3 


FREEPORT, 
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EAGLE RULES 


EXCLUSIVE MANUFACTURERS OF RULES WITH THE 


Sensational, New 
PRING JOINTS 











ROYAL EAGLE, ALL AMERICAN, COLUMBIA, 
ARROW, ENGINEERS’, EXTENSION, ADVERTIS- 
ING, ENGLISH-METRIC, FOURFOLD RULES. 








EAGLE RULE MFG. CORP."§%W9Sie" 















Pump 


Pump field. 





and profitable to sell! 
THE SORMAR- RUPP COMPANY 


GORMAN-RUPP 


HI-N-DRY 
SUMP PUMP 


and motor entirely eut of sump. 
Install on floor level beside the sump, or 
on wall bracket. Accessible. Durable. Built 
for long, continuous service. Positive auto- 
matic self-priming. 


DISTRIBUTORS! We invite your 
inquiry. The Hi-N-Dry is headed 
straight for the top in the Sump 
Competitive in price 














There’s a 
HAGER 
HINGE 

for Every 

Building 
Need! 


PhS 






“ee, 9 wad 
















“HAGER"” 
on Hinges 
is 






139 VICTOR STREET + ST.LOUIS 4, MO. 











Yardley Plastics Company........ 46 
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COMPLETE STOCK OF GARDNER'S SPRINGS 


4-drawer cabinet No. 
type plated Springs. 





932 contains 402 precision-made industrial 
127 different sizes, in coded compartments .. . 


A COMPLETE 
STOCK! Boxed re- 
fills shipped at 
once from stock. 
Be ready to fill 
practically every 
call for Springs— 
order {rom your 
jobber or write us 
today! 


Two and one-drawer cabinets also available. 


Gardner Wire Co. 


1329 So. CICERO AVE. 
CHICAGO 50, ILL. 








183 


your guarantee 
of satisfaction 
EVERY TIME! 





<n 


— 
MARSHALLTOWN TROWEL COMPANY ¢ MARSHALLTOWN, IOWA 








Adjust the CLIP to HOLD the TOOL! 


A-D-J-U-S-T-A-B-LE | \Qgiz; for your fine cooperation 


FINGER fe THIS “trio” of popular MILK FILTER DISCS has #7 

oR won the No. 1 spot in dealer distribution because j 
aa are GRIP CLIP Pa) prot line, designed with your CUSTOMERS in mind! 
Holds Anything with a Handle Ne BEST LINE*BEST ADVERTISED*MOST PROFITABLE 
KEEPS SHAPE PERMANENTLY i Again: Over 39 Million Ads in 1953 


J8 Small—3 for 10¢—Medium—8¢ ea. (2 to help you sell your farm trade. Free ‘dealer helps”’ 


ee for 15¢) Large—l0¢ each. also available. 
ASK YOUR JOBBER ... or write for FREE SAMPLES. 


JUST TURN THE SCREW ... that’s all you do. | Psecnnwatet 
EASY TO INSTALL— ASK YOUR JOBBER err ers er : 
EASY TO ADJUST— A. |. PLATT CO. SCHWARTZ MFG. CO., Two Rivers, Wis. 


A PLEASURE TO USE 170 Kenwood Ave., Fairfield, Conn. America’s No. 1 FILTER DISC LINE © Tops in profits? 



































Ay yi l WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


ARISTO-MATS pumice 
Greater Volume! Bigger Profits! 


See Your Jobber or Write For Your Nearest Distributor PHOENIX TABLE MAT CO.,1718 E. 75th Street, Chicago, 49 








Windows Stick ? 
Doors Squeak? 
Drawers Balk? 


A practically colorless stick that lubricates stubborn windows, 
office files, doors, door latches, zippers, bicycle chains, auto 
doors—anything that sticks—by just rubbing it on. No messy 
fluids. Will not soil, mar or stain wood, plastic or metal 
surfaces. Display case holds 12 sticks. 


SOLD THROUGH JOBBERS 


DECTO PRODUCTS COMPANY, SALEM 9, MASS. 
Also make Decto-Stiok for filling and coloring nicks, dents and gouges. 





























REMCO BAKELITE FURNITURE RESTS 


SILENCE 


Best-known, quickest-selling 


FURNITURE GLIDES 





REMC Bakelite Fur- 
niture Rests 
and Castor Cups; Upholstery Nails; 


Thumb Tacks; Screw Bumpers. PINTLE TYPE—Sizes, 1/2”, 2”  PINTLE TYPE—Sizes, 2", 234% 1/2” DRIVE ON TYPE—Sizes, 2”, 236” 








Ask your jobber or write— 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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